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To the Distributors Who 
Merchandise 


The Linear Factories (Packing & New 
Rubber Mill) are your factories. 


Linear’s ambition realized is to produce quality prod- 
ucts at fair prices and render the utmost in Service. 
Uniform Packing well put up, Shipped Promptly. 


To this we add years of manufacturing experience, full 
control of Raw Materials and a Sincere Desire to Serve 
the Jobbers and Distributors Well. 


“One Proven Product—Packing” 


LINEAR. pert Lice 
Lineat Packing & Rubber Cota ARN ‘ 


PISTON AND SHEET PACKINGS. es 
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TRUSTS 
JUDGMENT . 


Mr. Speaker tells 

why Huey and Philp 
Hardware Co. pushes 
the Greenfield Line: 


Throughout the Southwest Huey and 
Phiip Hlardware Co. of Dallas, Texas, 
stands ace high with the hardware trade 
and with large industrial users of small 
tools. Mr. Speaker is a veteran merchan- 
diser. That the Greenfield line of small 
tools more than meets his demands is 
shown by his letter: 







New York: 15 Warren St. 
Chicago: 611 W. Washington Blvd. 


Detroit: 228 Congress St., W. 





GREENFIELD § TAP AND DIE. 


GREENFIELD, 


HIS 


“Naturally, we are critical in selecting our 
lines of merchandise as our trade often 
looks upon the fact that we stock a certain 
line as our endorsement of its depend- 
ability. 

“Our long experience with the Greenfield 
line of Small Tools has been highly satis- 
factory. We never hesitate to give it our 
unqualified endorsement and our faith in it 
has always been justified by the steady re- 
peat business it brings from our trade.” 


You too can build greater volume and cut 
your selling and other costs by concen- 
trating on the broad line ot Greenfield 
small tools. The high quality of the tools 
themselves brings repeat business. 

The new Greenfield catalog No. 29 shows 
the complete line. Better send for it— 
now! 








Canadian Plant: 


of Canada, Ltd. 
Galt, Ontario 


ATION 


MASGS.,U.S.A. 





Greenfield Tap & Die Corp. 
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Executives— 


Will find plenty of ma- 
terial to interest them in 
this issue of MILL SUPPLIES. 
For instance, J. M. Tull, 
president of the J. M. Tull 
Rubber and Supply Com- 
pany, Atlanta, in his article, 
“We Put Our Salesmen on 
Their Own,” describes his 
company’s method of re- 
munerating its representa- 
tives and how it has 
worked out. Among other 
things, he states that this 
profit-sharing plan automat- 
ically eliminates the prob- 
lem of inducing the men to 
push good profit lines. 

Then there is the article, 
“We Concentrate Our Ef- 
forts on 12 Profitable 
Lines,” by G. R. Adams, 
general manager, W. W. 
Hite and Company, Louis- 
ville, together with. many 
other interesting features. 

But the salesman is not 
neglected in this issue. He 
will find just as much 

or more—to interest him 
as in previous issues. Be- 
sides the regular salesman 
features, there are articles 
by E. Sedlmaver, C. B. 
Bradford and H. L. Ram- 
say. Don’t fail to read them. 
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WALWORTH 
RE-NEW-DISC 
BRONZE VALVE 














A Valve 


Wear Out 


ws 


LBs. 
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With the Lock-On, Slip-Off Disc 


As its name indicates, this is a valve 
with renewable disc, a feature making 
the Re-New-Disc virtually indestructi- 
ble. The disc holder, which slips on the 
stem, is accurately guided and held in 
place by lugs which fit snugly against 
the inner walls of the bonnet chamber. 
The lock-on, slip-off disc, may be 
changed and renewed quickly and easily, 
and a “new” valve is ready for service. 


The malleable iron stuffing box nut 
and bonnet ring lend durability to the 


valve—these parts may be unscrewed 
countless times without damage to the 
valve. 


Walworth’s Re-New-Disc is regularly 
furnished with hard composition discs 
for steam service; for cold water, gas or 
air soft composition discs may be used. 
Discs of steam metals for special service 
are available. 


All sizes have the lock-on dise except 
4”, %” and 2”. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42d St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa.; and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company Limited, 620 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 











That Won’t 





OCTOBER, 1929 MILL SUPPLIES 





youn 





Telling Your Trade 
Why They Need You 


| consumer in ten major rubber using 
industries is being told by means of an 
advertising campaign just why we maintain 
our stron¢ distributor policy. Republic prod- 
ucts are not featured with superlative claims 
as to their quality; they are recommended 
because of exceptional and actual service 
records. From many different angles the 
thought is made clear that the Industrial 
Supply Distributor saves overhead for both 
manufacturer and consumer. 


Modern merchandising means small diver- 
sified stocks and quick turnovers -- which in 
turn means distributor handling. Republic 
makes a complete stock of goods readily 
accessible to the Distributor so that small 
frequent orders are handled with efficiency 
and in record time. 


Thus in actual practice as well as in advertis- 
ing The Republic Rubber Company supports 
the distributor. We offer every possible deal- 
er aid; advertise to clear your shelves and 
tell your trade why they need you. 





The REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


Details of our advertising, direct mail 
through the Distributor and aggressive 
sales campaigns may be had on request. 


BELTING... PACKING... HOSE 
MOLDED GOODS... LATHE CUT GooDs 
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UNTING Phos 

phor Bronze Bars de- 
serve their amazing pop- 
ularity because they are 
the product of science and 
skill. Every process in the 
manufacture of them is under 
the strictest control of laboratory 
and engineering departments. The 
metallic structure is right and the di- 
mensions are accurate because they are 
made by processes that admit no deviation 
from predetermined characteristics. 


You can build a real bearing metal business on 
the foundation of Bunting Phosphor Bronze Cored 
and Solid Bars. We will gladly and promptly tell you 
the details of our distribution policy. 


The Bunting Brass & Bronze Co. 
Toledo, Ohio 


Branches and Warehouses at 


NEW YORK CHICAGO BOSTON 
276 Lafayette St. 2015 Ss. Michigan Ave. 36 Oliver St. 
Canal 1374 Calumet 6850-6851 Hancock 0154 


PHILADELPHIA SAN FRANCISCO 
1330 Arch St. 198 Second St. 
Spruce 5296 Douglas 6245 

Toledo, Ohio 


BUNTING 


GS Pp a ‘ 
rOS PHOR BRONZ. 


CORED ond SOLID BARS 


EXPORT OFFICE 
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A FINE PIPE REAMER- 


—the “TOLEDO” Ratchet Pipe Reamer for 34” to 
3” pipe. High Speed steel cutter blades are cast 
solidly in the head and ground with proper clear- 
ance for each size pipe, assuring easier cutting. 
Blades readily resharpened or when worn out the 
entire head can be replaced at moderate cost. Pol- 
ished tubular handle is light in weight and un- 
breakable. Ratchet head is enclosed, keeping the 
moving parts free from dirt. 

The “TOLEDO” Ratchet Pipe Reamer is a superior 
reamer in many ways, yet its net price complete is 
but $5.60, west of Rockies $5.95, f.0.b. Toledo, Ohio, 
or your stock. 


“TOLEDO” TRADE-MARK B&»" A QUALITY MARK 






TRADE-MARK 


THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, OHIO 









The CHICAGO Line _ Ball Bearing Equipment 


Profitable Specialties 


In the smallest plants and in the 
largest industries, you will find 
CHICAGO LINE Ball Bearing 
Specialties rendering satisfactory 
service. Well advertised—Gener- 
ous Profits. 





Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


DAGGETT Ball Bearing Loose Pulley 


All Forms of Power Transmitting Appliances 
MAIN OFFICE: 


€ 19 No. Desplaines St., 
S Rie Chicago, Ill. 





FACTORY: 


Menomonee Falls, 


DAGGETT Ball Bearing Journal Wisconsin 
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an. old-fashioned bearing 


may be called .... PLAIN 











eee @¢ But 
it’s got darned 
expensive tastes 










ALL it plain if you want ESS ball-bearinginstallation. 
to, but don’t make the 





mistake of thinking that it is 
as economical as most plain 
things are supposed to be. 


Far from it. Why, in the 
course of something less than 
two years’ time, plain-bearing 
hanger equipment will waste 
enough in oil, 
power and labor 
for repairs to pay 
for an entire 


There’s many a plant in 
existence today that has 
PAID for &3SF equipment 
three times over and is still 
struggling along on the old, 
obsolete plain-bearing system. 


Why not put it up to SS 
to prove just how much SF 
Self-Aligning Ball - Bearing 
Hanger Equipment can save? 


For description and nearest Distributor see Thomas Register 











SKF - 





Self-Aligning HANGERS Ball-Bearing 
SKF INDUSTRIES, INC. 40 East 34th Street > NEW YORK,N. Y. 
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Seen 


Wherever specifications call for 
powerful, smooth running electric drills 

























Your customers are constantly 
finding production and main- 
tenance jobs where electric 
drills and grinders can be used 
profitably. 


Point out to them the powerful 
motors in Stanley Electric Drills, 
the scientific ventilation, the 
light weight, and the smooth, 
rugged design. Get them to 
try one out in their shop—you 
won’t need to worry about 
their ability to perform. 


We shall be glad to send you our 
catalog No. $59 showing the full line. 


The Stanley Rule & Level Plant 


New Britain, Conn. 


pans 


Beicd Choice of Most Mechanics 2X@ 
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WOOD'S 


POWER 


TRANSMISSION 
MACHINERY 


OUNDED on ' ttraditional 

standards of fine workman- 
ship and backed by the cumula- 
tive experience of 72 years, the 
T. B. Wood’s Sons line offers you 
the very. last word in time-tested 
and perfected power transmission 
machinery. 


Here under one roof is made a 
complete line of power transmis- 
sion machinery covering every 
need of industry. 


Entire plants can be standardized 
with Wood’s Transmission Equip- 
ment giving dealers the great 
advantage of centralizing the re- 
sponsibility with one old estab- 
lished house. 


Once correctly installed, Wood’s 
Transmission Equipment will 
give permanent satisfaction. You 
can ALWAYS depend on its cast 
iron endurance. 


Write for Descriptive Catalog 
and Dealer Plan 





WOOD’S POWER TRANSMISSION MACHINERY 
Pulleys Grooved for “V” Belts and Complete “V” Belt Drives 


Shafting 
Hangers 


Rope Drives 


Conveyors 


Couplings Pillow Blocks Ball Bearings 


T. B. 


WOOD’S 


SONS COMPANY 


Chambersburg, Penna. 


Speed Reducers 


Flexible Couplings 
Friction Clutches 
Belt Contactors 
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BLACK & DECKER 


Three Sizes - 6”, 8” and 10” blades 


with cutting capacity of 13,’’, 2!2" and 3!2” 


Price - $95 - $135 - $165 












ca 
Te ack DECK aw 
BE atantt Es 
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These Saws will cut and rip lum- 
ber up to their rated capacities 
and, with special blades, will cut 
light gauge metal, slate, marble, 
tile, porcelain etc. Gentenae te eles 
ed open for special 
work, such as when 
making pocket cuts 
in flooring. 


They are light in weight, sturdy 
and powerful - are air cooled and 
will operate continuously with- 
out overheating. Saw Blades are 
enclosed in Telescopic guards, as 
shown, insuring absolute safety. 
The famous Black €*@ Decker 
‘*Pistol Grip and Trigger Switch”’ 


affords the utmost ease of 
control. 











Shoe may be adjusted 
to control depth of cut 
from a mere scratch to 
the full capacity of the 
Saw. 





An adjustable fence is 
provided for regulat- 
ing the width of the 
cut, insuring accuracy 
in ripping. 





Saw can be adjusted to cut bevels at any 
angles from vertical to 45° - note graduated 
adjustment. 


The BLACK &? DECKER MFG. CO. 


Toronto, Ontario, Canada TOWSON, MARYLAND, U. S. A. Slough, Bucks, England 
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Sell 


“Brush Mileage” 


RUSH BUSINESS is 


just what you make it. 
Handled in a casual way, it may 
show a small yearly margin — 
but it can be built the Osborn 
way and return exceptionally 
attractive prolits. 


Osborn Brushes are built of 
quality materials and accurately 
designed to do their work right. 
And, because they outlast in- 
ferior brushes in resistance to 
wear, their “mileage cost” is the 
lowest obtainable. 


Even “price hagglers” can be 
sold out of their “penny-wise” 
policies. And once sold on 
Osborn Brushes they stay sold. 


THE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVE. . CLEVELAND, OHIO 
Branch Offices 
NEW YORK-:DETROIT-CHICAGO:SAN FRANCISCO-LOS ANGELES 





@SBOR™ 




















Osborn Master W heels have 
exclusive features that offer 
special sales opportunities 
not found in any other line. 


Their range of usefulness 
is practically unlimited for 
cleaning, removing, buffing 
and polishing. 
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Osborn Master Wheels are 
made with a standard two- 
inch opening. By the use of 
Osborn Adapters, all sizes 
of arbors can be fitted. Di- 
ameters of wheels range 
from 4” to 1§”. 


he “Master Wheel’ Profit-Maker 
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Sure. 


theyll /ooh like 
SQUARE GEES 


Ss" ARE “GEES” cost no more 
J than ordinary fittings—yet 
they are made from the cream 
of raw materials. They are 
made by a method that puts 
to shame ordinary foundry 
practice by bringing the molds 
to the metal instead of carry- 
ing the metal to the molds thus 
making continuous pouring 


possible and checking out all chance of brittle 
and ordinary fittings. They have a beading 
burly enough to stand up under the toughest 
kind of wrench-scuffling. They are threaded on 
special tapping machines to insure a deep 





YOUR FITTING PROBLEM 


SQUARE 
Pipe 





MALLEAGLE, CAST IRON 





Is 








SOLVED WHEN YOU 








giant-like grip, a come-easy-and-fit-tight job. 
Cutting time—saving labor—Square“Gees” can 
never be accused of trying to nibble away 
your profits. 

In short, a judge hearing our story would sum 
it up by saying: Gentlemen, the verdict is: 
Your fitting problem is solved when you say 
Square “Gees”. 

Square “Gees” are worthy of the highest rec- 
ommendation. They will make profits for you. 
The GRABLER MANUFACTURING Co. 


and its subsidiary GRABLER-REPUBLIG, Ine. 
1900 Euclid Building oe Cleveland, Ohio 


“BEE” 
Fittings 


ORAINAGE, BRASS 











SAY SQUARE “GEES” 
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RIGHTPANGLE and ENGINEERS’ 
WE Gs 


BONNEY NO. 40 
SET of RIGHT 
ANGLE WRENCHES 


Price, $6.05 
5 Double End Right Angle Wrench 
es - different size openings at each 
end. Will take care of 18 differ- 
ent size nuts and bolts from 
%" U. S. Standard to %” 
Hex Cap Screws. 


BONNEY NO. 25 


SET of x 
ENGINEERS’ WRENCHES \ 


Price, $8.25 


6 Double End Engineers’ Wrench- 
es - different size openings at each 
end. Will take care of 21 ey 
size nuts a bolts from 4” U. 
Standard to 34” Hex Cap Screws. 








\ 
Two distinctly different styles, made in similar aia 
Nuts that one won't reach the other usually will. 
By the alternate use of these Engineers’ and Right 
Angle Wrenches you can easily remove or tighten 
nuts or bolts when obstructions only permit a twenty- 
fourth of a complete turn. 


Because of the tremendous strength of Bonney *CV 
Chrome Vanadium the wrenches are thin and the 
jaws pear shaped, which enables you to get into close 


corners, 
— 


The leading Jobbers carry these wrenches in stock. 


BONNEY FORGE &* TOOL WORKS 
ALLENTOWN, PA. 
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Makers for over 50 Years of High Quality Mechanical Rubber Goods 


is constructive, in business as in music. 


In both, it signifies progress, unity, and purpose. 


Commercial relations between a manufacturer 


and his distributors must be harmonious if they 


are to be successful. 


For many years we have operated on the 
fundamental principle that the distributor is a 
definite unit in our merchandising organization. 
No B.W.H. distributor is ever in competition with 


his source of supply. 


If you believe that harmony in business is a 
worthy and desirable principle, we cordially in- 
vite you to investigate the possibility of handling 


our goods in your territory. 








SOSTON WOVEN HOSE & RUBBER CO. 


CAMBRIDGE“ MASSACHUSETTS, U.S.A. 
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Hydraulic! 


Easier lifting 
Easier selling 
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Blackhawk Hydraulic Jacks are 94% 
efficient, as compared to 12 to 30% 
for mechanical jacks. That's a sure 
sales feature! 

In practical application this means 
that one man, with a lighter, portable 
Blackhawk, can do more lifting, shift- 
ing, and bending than several men 
with several mechanical jacks. Hy- 
draulic jacking is also quicker, safer, 
and exact to 1-1000th of an inch. It 
permits of automatic lowering and 
one-man operation on weights up to 
75 tons. 





Blackhawk has the reputation—the 
sales power. ‘Standard Oil, Good- 
year Tire & Rubber, International 
Harvester, General Electric, and 
other outstanding industrial and con- 
struction firms have adopted Black- 
hawks as standard. 


A full line of jacks, 1 to 75 ton 
capacities. Profits from every class 
of user. Generous discounts. Write 
for catalog and complete facts. 


BLACKHAWK MFG. CO. 
Dept. MS. Milwaukee, Wis. 


Our truck and bus models alone 


ate offer a big, active market. 
~ ¢ 

Mele fareterest, . j 
, 





BLACKHAWK JACKS si-rower 
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A NATIONALLY ADVERTISED LINE 


Dry L. 
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HEREVER the great trade journals of the world 
W are read, the name of Empire bolts, nuts 
and rivets and of Russell, Burdsall & Ward, their 
makers, have for years been well and favorably 
known. But so closely do these bits of metal touch 
the life of everyone, so intimately are bolts, nuts 
| septs — and rivets a part of every industry, that Empire 
advertising now extends to the readers of the great 
national advertising medium of America— the 
Saturday Evening Post. Every month its three mil- 
lion readers are told of the superior qualities of 
Empire bolts, nuts and rivets. The wise jobber and 


dealer reap the benefits. 


Belts and Wuts— 
Handmaids 


of Invention Russell, Burdsall ama Ward 
a EBolt A&A Nut Company 
PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 


E Wa ge z He KE Philadelphia Detroit Chicago San Francisco Los Angeles Portland Seattle 


Sores. Bes oN. AND Havaiws 
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A complete line of KNOWN quality 
- sold through the JOBBER 


ra 








A profitable line of vises backed by a reliable 
company with a sound policy of jobber distribution. 


The Columbian Vise & Manufacturing Co., 9021 Bessemer Ave., Cleveland, Ohio 


COMMBIAN VIS 








( “GENUINE DETROIT” N 








Series No. 400 Series No. 500 Series No. 600 


These Oil Cups are well and strongly constructed throughout. The bodies of pressed brass 
and the sight feed posts of rod brass, are so combined as to make a stronger and more substantial 
construction than the ordinary cast brass type. They thus better withstand excessive vibration. 


Their appearance is attractive. 


The Filler Cover is provided with a spring that instantly snaps back when released, thus 
keeping the oil filling hole closed at all times. 


DETROIT [UBRICATOR (OM PANY 


N DETROIT, U.S. A. y/ 
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The Business Find 
of a Morse Drill 


HE engineering skill 

that goes into the 
design and manufacture 
of the point of a Morse 
Drill is something that 
only an expert machinist 
can understand. 


The business end of this 
famous tool that appeals 
to the dealer is the 
steady, enthusiastic de- 
mand for drills with the 
Morse trade mark. 


The Morse Line 
includes: 


ARBORS 
CHUCKS 
COUNTERBORES 
‘DRILLS 
REAMERS 
MANDRELS 
TAPER PINS 
SCREW PLATES 
SOCKETS 
SLEEVES 

TAPS AND DIES 
CUTTERS 











ILL & MACHINE COMPANY 


EW BEDFORD, MASS.,US.A. 
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M. who go up in ships—who battle terrific 


storms, blinding fog, cruel fatigue—to win 
success . . . those stalwart men know the impor- 
tance of teamwork and a dependable source of 
supplies. 


In the distribution of Mill Supplies, too, new 
records, greater achievements are based on co- 
operation and complete harmony of action. 


The power of teamwork and the confidence 
derived from a dependable source of supplies are 
highly appreciated by those staunch, loyal organi- 
zations that distribute “Mechanical” Rubber Goods. 


This appreciation is evidenced by the manner in 
which our distributors are helping us to help them 
in our sales promotional activities direct with the 
consumer in their interests. 


The Mechanical Rubber Go. 


CLEVELAND 





OHIO 
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NATIONAL ANY 


COPPER-/JTEEL 


PIPE... 


gives added protection 
fo exposed industrial 


piping yone 


N addition to conveying water, air, steam, 





oil, gas, etc., on the inside, a large portion 

of industrial piping is constantly exposed to 
atmospheric corrosion on the outside—placing 
a double burden on the pipe and making the 
matter of protection one of prime importance. 
Fortunately, there is a simple, but effective, 
means of resisting atmospheric corrosion, 
namely—the use of copper-steel pipe. 

Numerous tests and actual service records 
over a period of nearly twenty years have estab- 
lished the fact that a small amount of copper 
added to the steel makes it more resistant to 
corrosion caused by alternate wet and dry con- 
ditions, such as encountered in many phases of 
industrial piping. Steel being highly refined and 
homogeneous, the copper thoroughly alloys 
with the molten metal and offers an added pro- 
tection against atmospheric corrosion. 

As the pioneer in the research and develop- 
ment of copper-steel pipe, National Tube Com- 
pany is in a position to recommend to mechan- 
ical men and those executives responsible for 
industrial piping the use of NATIONAL Copper- 
Steel Pipe for all services in buildings, power 
plants, factories, bridges, marine, railway, min- 
ing and in every industry where piping is expos- 
ed to atmospheric corrosion. Ask for Bulletin 
No. 11 describing 


NATIONAL COPPER-STEEL PIPE 
The Original Copper-Steel Pipe 





NATIONAL TUBE COMPANY : Pittsburgh, Pa. 
Subsidiary of United States Steel Corporation 


NATIONAL COPPER-STEEL PIPE 
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Metal Goods of Every Kind and Description Should 
be Sand Blasted to Increase Plating Durability 


SGX FoSxX 


‘Tools and Other 
Hardware 
Articles 
] Cetnet a cale 


Gear 








ind nd Improved i in Color 


’ RAPIDLY 
and DRYLY 


SAME SAND USED OVER AND OVER 


A press of the foot controls the flow of sand 
through the nozzle. The work is held in the 
hand and moved about to effect all angles. The 
hands are not affected and the work cannot be 
spoiled. Even the most inexperienced worker 
gets the best results at the first try. 


The sand blasting process is fully treated in our 
catalog. It improves your plating, making a surface 
to which the plate will adhere more securely and 
much more rapidly and so sand blasting saves time 
in plating, and improves your finish—very desirable 
ends you will agree. This also applies to articles to 
be painted, sprayed, enameled or otherwise treated. 
Mat finishes of various degrees are quickly secured. 


Leiman Bros. 
Patented 


SAND 
BLAST 


is a strongly built machine that lasts for many 
years, yet is not expensive. It does the work with 
less effort and expense than all other makes. That’s 
why the most discriminating concerns use this one. 
No Dust Collector or Arrester Needed 

No expensive parts to wear out and require renew- 
al. All parts are very sturdily made of common ma- 
terial and are very low priced to replace. You can 
get them everywhere because they are in common 
use for other purposes. 

No chance for this simply constructed machine 
to clog up or get out of order—a common occur- 
rence with higher priced machines. 





Our Complete Illustrated Catalog is Free for the Asking 


LEIMAN BROS. Inc. 


23 (PC) Walker Street 
New York 


Makers of good Machinery for 40 years 


LOS ANGELES—Butcher Co. 
Shaw Palmer Bakewell 


Co. 
CHICAGO—Crown Rheostat & Supply Co. 
WHERE TO BALTIMORE—Benson Co. 
BUY THEM 


TORONTO—Williams & Wilson 
MONTREAL—Williams & Wilson 
QUEBEC—Williams & Wilson 


DETROIT—Strelinger Co. 
Osborn Mfg. Co. 
ST. LOUIS—Lasalco 
Lustre Co. 
Colcord Wright Machy. & 


BOSTON—Hayes Pump & Machy. Co. Sup. Co 


SEATTLE—Cox & Co. 
Foreign 
ENGLAN D—tThos. Ashton, Ttd., Sheffield 
Buck & Hickman, London 
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Hardening tungsten steels . . 


N the world’s largest plant devoted to 

manufacture of poppet valves, S C & H 
industrial furnaces have an important share 
of the responsibility for the renowned 
quality of the product. 


Here in an S C & H rotary hearth GLO- 
BAR electric furnace, valves made of high 
tungsten steel are hardened, after annealing, 
at temperatures ranging upward from 2000 


CARLISLE 


degrees Fahr. In another section of the 
plant more than 40 S C & H gas-fired oven- 
type annealing furnaces are in constant use. 


Wherever Strong, Carlisle © Hammond 
Engineers are called upon to design, build 
and install industrial furnaces, years of 
experience assure furnace construction of 
the highest modern standards of scien- 
tific skill. 





SC&H Furnaces 
are built in all 
sizes of Oven, Pot, 
Continuous, and 
Special Types 
for Electric, Oil 
or Gas applica- 


tion. 


INDUSTRIAL FURNACE MANUFACTURERS 





& 





HAMMOND 








a 


SC&H Furnaces 
are made for 
annealing, case 
hardening, car- 
burizing, forging, 
cyaniding, lead 
hardening, oil 
tempering, etc. 


CLEVELAND, OHIO 
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WHEN You THINK OF 
REDUCING VALVES 
THINK OF HTASON 








CB. socton, 


LATING APPLI 


STEAM, WATER and AIR REGU 


mo" MASON REGULATOR 


OWE ae 


aP tee Clevem Bens 





Facwry 


Mason Regulator Co., Ltd. 


Packed in 
Convenient Individual 
Cartons 


—complete with inspection tag, instructions, and ali 
accessories—ready for you to hand out. 


You'll be kept busy handing them out, too, for the 
Mason quality reputation, Mason advertising and 
the unusual Mason cooperation selling plan make 
them easy to sell. 


Stock a few, push them a little, and watch your 
regulator profits mount. 


The Mason line is complete—send for Catalog. 


Mason Regulator Co. 
Dorchester Centre Station 


1190 Adams St. 
Boston, Mass. 


’ 
686 Notre Dame St. W. 
Montreal, Canada. 























OCTOBER, 1929 MILL SUPPLIES 25 








The TOOLMAKER 








|The INSPECTOR 


Gi hy 
i 
A 
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hey all use 
Brown & Sharpe Tools 







HE market for Brown & Sharpe Tools 
Micrometer ° . ° . : 
Caliper. in the metal working industries is not 
limited to any one class of workmen. 


Through every stage of manufacture, from 


raw material to finished product, Brown & 
Sharpe Tools are called upon for accurate 






Satie al measurements. 

ternal Cylin- 5 P 

drical Gauge, Both the executive and the mechanic know 

ety the reliability of these tools. This means less 
8 selling effort for you. Concentrate on the 


line that is most readily accepted. 


Have you a copy of our new Small Tool Catalog 
No. 31, which lists over 2300 tools? We shall be 
glad to send you a copy. Brown & Sharpe Mfg. 
Co., Providence, R. I. 


A a Microm- [BS 
“WORLD’S STANDARD OF ACCURACY” 


BROWN & SHARPE TOOLS 






Stainless Steel 
Rule No. 350 
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Its time every purchasing 
agent asked How and ‘Why 


NEW taper pin reamer is revolutionizing the 
reaming of holes—speeding production— 
setting up new and lower standards of cost. In the 
plant of a cotton gin manufacturer, four Spirex 
Machine Taper Pin Reamers recently reamed 3500 
holes. Forty-eight ordinary straight fluted taper 
pin reamers had previously been required for this 
job. Spirex effected a 12 to 1 saving in the number 
of reamers used, with no chipping or breakage. ub 
Cost reduction for the entire reaming operation 
totaled 42% — more than 34 times the entire cost 
of the four Spirex Reamers. 














There és a big difference in Reamers. Spirex is 
proving it. Yow can prove it in your own plant 
by means of the Cleveland ‘‘Cost-Per-Hole Test”. 
Simply compare Spirex Reamers with those you 
are now using on the basis of cost-per-hole-reamed. 


We'll be glad to send you Digest No. 51 ex- 
plaining the details of the test made by the cotton 
gin manufacturer above. Write for it. 


TWIST DRILL 
COMPANY 


wa CLEVELAND 
NEW YORK: CHICAGO-LONDON 


fi : FRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 
— i Pe 


We're interested. Please send a copy of Digest No. 51. 





Name a 


| = Quick Set Address____— a 


Town 











Pas th 





























Copyright, 1929, by The Cleveland Twist Drill Co. 
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BELOW—Operating a paving breaker from a port- 
able compressor. Because of its superior resistance to 
oil deterioration, Goodrich Type 50 three braid air 
hose is used by an increasing number of prominent 


contractors. 


Photos courtesy of Ingersoll-Rand. 








wm 


























ABOVE—Photo shows operation of 

a drifter. Goodrich Type 50 air 

hose, three braid, has:proven its 

superior resistance to abrasion in 
this type of service. 


These “endurance factors” make 
Goodrich Air Hose a better buy 








NTELLIGENT business men 
recognize that the days when 
“fall hose is just alike” have defin- 
itely gone by. Modern contract- 
ing calls for rigid analysis of all 
factors of maintenance and up- 
keep—and the more accurate the 
check on costs, the more Goodrich 
Type 50 grows in popularity. 
There are two excellent reasons 
for this. Goodrich Type 50 air hose 
possesses two “endurance factors” 
of the utmost importance in 
modern compressed air and pneu- 
matic service. 


The first is Type 50’s superior 
resistance to abrasion. The con- 
stant draggingof hose across jagged 
rocks or sharp metal quickly saps 
the strength of the ordinary hose 
cover. Goodrich Type 50 air hose 
has a cover that outwears any ordi- 
nary rubber twice its thickness — 











Photo shows a type of shop service 

for which Goodrich Type 50 two 

or three braid air hose is becom- 

ing increasingly popular. Improved 

resistance to kinking is a notable 
feature 





and outlasting any steel armoring. 

The second superiority is the re- 
sult of Goodrich research in oil- 
resistant rubber. The tube of 
Type 50 air hose outlasts the ordi- 
nary hose tube two to five times 
under the disintegrating effect of 
lubricating oil, even at tempera- 
tures up to 200 degrees F. 

Type 50 air hose is well adapted 
for quarrying service where light 
weight is desired, as well as for 
railroad, car building, and general 
shop service. Many contractors 
and engineers have found that 
Type 50 air hose speeds up opera- 
tions and eliminates frequent re- 
placement costs. 

We will gladly send additional infor- 
mation. Write to The B. F. Goodrich 
Rubber Co., Fst. 1870, Akron, Ohio. 
(In the West, Pacifiic Goodrich Rubber 
Co., Los Angeles, Calif.) or the branch 
nearest you. 














ofiie 


Good 











MS-9 ; 
THE B. F. GOODRICH RUBBER CO., Akron, O. 
(in the West, address Pacific Goodrich 
Rubber Co., Los Angeles, Cal.) 
Gentlemen: Please send me Catalogue 3485 on Type 50 
air hose. This puts me under no obligation, 


Name 





Firm 





Address 
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Mill Supply Distributors 











THE Graton & Knight Company calls your attention to the com- 
plete line of Leather Belting, Rubber Belting and Specialties which 
it can furnish Mill Supply Distributors. 


All of these products carry our guarantee of strictly high quality. 


This line offers the Mill Supply Distributor a real opportunity for 
volume and allows a fine margin of profit. 


These products include: 


Flat Leather Transmission Rubber Goods, Leather Pick- 
Belting ers, Lug Straps, and other 

Link “V” Leather Belting Loom Straps 

Round Leather Belting Woven Textile Lug Straps 


Automobile Fan Belts 
Leather Cups “U” and Flange 
Packings 


Leather Washers, Discs and 


other miscellaneous 
A complete line of Mechanical products 


Lace Leathers 
Belt Cements and Dressings 


Transmission, Conveyor and 
Elevator Rubber Belting 


We shall be glad to send additional information to jobbers who are 
interested in handling these products. 











Graton & Knight Company 


WORCESTER, MASS. 
Tanners 


Leather Products 
Leather and Rubber Belting 











































































































N building ranges with the famous Red Wheel Temperature Regulator that 
has taken the drudgery out of cooking, Mr. G. P. Hamman, Superintendent of 
the Quick Meal Division, American Stove Company, says: “Ours is a problem 
of precision, reliability, economy, and quality results. Going, as they do, into 
millions of homes, red wheel ranges must not only bring a happy relief to the 
housewife and a new source of pleasure to the head of the house, but they must 
also bring a permanent cooking fixture made right in every detail. That’s why 
we chose Medart Power Transmission Equipment for our factory. It has always 
given 100% satisfaction in performance, dependability and economy.” 


EVERYTHING IN LINE SHAFTING EQUIPMENT 











Great Enterprises Find 
Definite Advantages 


N the other side of this page appears the sincere testi- 
mony of a large and responsible manufacturer whose 
power transmission equipment has become quite largely 
standardized. But he, nevertheless, is convinced that he is 
getting superlative service from his Medart equipment. This 
can only mean that, while Medart line shafting equipment is 
outwardly much like others, it yet offers definite, measurable 
advantages in power-saving, freedom from maintenance, 
and adaptability. 


Within a few weeks the Medart Company will have completed 
50 years of designing, engineering and manufacturing ex- 
perience devoted almost exclusively to power transmission. 
Strange it would be if this half century of devotion to one 
subject had not fitted it to turn out superior products and to 
offer you superior engineering service. Medart Catalog 43— 
with discount sheet for pricing—and the Bulletin on Medart 
Timken-equipped Line of Industrial Appliances will be a 
valuable addition to your library of engineering subjects. 
Let us send it to you. 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U. S. A. 


Offices in 
Chicago — Philadelphia — Pittsburgh — New York — Detroit 
Cleveland — Seattle MEMBER OF 
Office and Warehouse — Cincinnati POWER TRANSMISSION ASSOCIATION 


EVERYTHING IN LINE SHAFTING EQUIPMENT 


s J 7s 
Complete Power Transmission Equipment 
including 
Bearings: Countershafts Pulleys: 
ard Sine, Gearing (complete line) —_ = 
Timken-equipped Hangers (for Line Shaft In- Wood 
Belt Tighteners and stallations of all kinds) Hercules all-steel heavy- 
Adjusters (all types) Sprocket Wheels and Chains duty 
Friction Clutches Rope Drives Shafting 
Couplings (all types) Pillow Blocks (all types, in- Speed Reducers 
cluding Timken-equipped) 
Manufacturers of Metallic Bar Finishing Equipment. 


Engineers and Builders of Special Machinery and Equipment. 
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Get 





1 Af you want to do a 


the plant 


s 





ee 


atsacostumeasen REAL Sellin g Job 


salesman. (See “Mill Supplies”, 
July 1929 issue, for a helpful article on this subject). 


Get out into the shops where the equipment is 
being used... that’s where you'll find the real 
chance to sell. Learn what is being done and what 
tools are needed to do it. 


If your salesmen are Worthington salesmen, 
they can get into the plants. Backed by the Worth- 
ington name and 
the Worthington 
line of products, 
they will find open 
doors that lead to 
open minds... for 
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WORTHINGTON 
DEALER LINE 


CENTRIFUGAL PUMPS 
Plain and Ball Bearing) 


DIRECT-ACTING 
STEAM PUMPS 
(Simplex and Duplex) 
DUPLEX PISTON 
POWER PUMPS 
TRIPLEX 
PLUNGER PUMPS 
AIR PUMPS 
VERTICAL COMPRESSORS 
(Air and Water Cooled) 
| HORIZONTAL COMPRESSORS 
(Steam and Belt Driven) V4 

















every mill and factory man knows Worthington 
and knows that the Worthington name has stood 
for reliable equipment and fair dealing for more 
years than he can remember. 


Worthington Dealers use the Worthington Line 
as a leader. They find that it paves the way for 
increased sales in the other lines they carry. The 
confidence instilled through their association with 
Worthington is reflected at the close of the year 
in a greater volume of sales per customer . . . and, 
often, more customers. 


The Worthington Dealer Franchise offers you a 
real business opportunity. Write today for information. 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
Executive Offices: 2 Park Avenue, New York, N. Y. 
GENERAL OFFICES: HARRISON, N. J. 


WORTHINGTON 
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| 
THE | PORTER’S 


a a a. ae 


— 


CHAIN OF 
GREATER STRENGTH 


‘Brings larger Dealer 
Profits | 


25% greater strength and | 
longer wear means more | 
sales and larger profits. For, 

+) wherever steel structures are 
i in the process of construction 


Inswell Chains should be. | 


— 


— 
— 


Se 


i Construction Companies | 

uy hai f | 

fh a BOLT CLIPPERS 
ii strength and durability. 


| NUT SPLITTERS 
Each link in an Inswell | SHEAR CUTTERS 
Chain has an extra flash of | 


| CHAIN CUTTERS 


reinforcing material, | Tools that multiply man-power 





Such are Porter Cutting Tools 
for nuts, bolts, rods, chains and 
at the weld. branded C-M. wires. They are portable, with 


every advantage that term im- 
i COLUMBUS - McKINNON | gties over pone sb bench and 


y an extra muscle of and make every precious minute 
fe Every link of “Insnen” Steel, count, cut labor costs and pay 
CA IAEA “for ready ident fication. | for themselves over and over 
is To protect you from | again. 
inferior imitations | 


_The “‘Inswell” link every Inswell link is 


is 25% stronger 


dh CHAIN COMPANY | power tools. And they are stand- 
it Paints | ard modern equipment in busy 
th Tonawanda, N. Y. Columbus, Ohio | shops where “‘lost motion” has 
1 | been found. 

i ee | Send for illustrated 

i Dreadnaught Tire Chains | booklet describing 


‘} 
t 
4 
| 
) 


Porter Tools, their 
uses and economies. 


H. K. Porter, Inc., 13 Ashland Street 
Everett, Mass. 
Instead of cutting 
stranded cable with many 
strokes of a hacksaw, do it 











Cutter 
f Eze | itin afrac- witha 
| | |8 tion of a single 
uy . “™ minute sain. 
H) Wl ye | with the Capacity 
i (S sWE LL Instead of strug- Porter Nut ta! lar 


+ : se ling for half an Splitter. 2 

! a a , & stock, 
(4 LECTR -— WELD- hour to getafew Capacity ince 
i EL IC. = rusted nuts off up to %{- wir 
Ij CHAIN with a wrench, do inch bolt. rope. 


| 
. 
| 494 


o Pak 
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—And because of The 





Diamond Rubber Company’s 





SIMPLIFICATION Program 








THE DIAMOND RUBBER COMPANY, INC. 
Akron, Ohio 
Branches as follows: 
AKRON ATLANTA KANSAS CITY NEW YORK 
BOSTON PHILADELPHIA DALLAS 


CHICAGO LOS ANGELES SEATTLE SAN FRANCISCO 


NOW support our distributors with stocks at 
Akron and at our branch warehouses much more 
extensive and complete than in the past, including 
practically all the wanted sizes of transmission belting; 
air, creamery, fire, garden, gasoline, oxy-acetylene, 
spray, steam, suction and water hose; tubing, sheet, 
hydraulic and piston packing, together with a great 
variety of other items. 

We also assist our distributors with prompter ship- 
ments from the factory, both on stock sizes and on 
special sizes, because our production is geared up to 
produce larger quantities of the smaller items in 
the line 

We make better goods, because of the added economy 
and efficiency resulting from a smaller number of 
variations in grades, sizes, etc. 


And for the same reason, we give our distributors the 
advantage of better price schedules. 


A comparison of actual values in the mechanical 
line now and five years ago reveals clearly the fact that 
where simplification has not been possible, prices are 
now somewhat higher than they were then. On the 
other hand, in every case where simplification has been 
put into practice, it has resulted either in— 


An improved product, A lowér price, Or both. 


The distributor who handles the Diamond simplified 
line of belting, hose, and packing, is, therefore, in a 
strong position. Our representative will be glad to 
discuss this matter with you in detail, without any 
obligation to you. Write our nearest branch office. 


Diamond 


RUBBER BELTING 


HOSE - PACKING 
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OND engineers will solve 
your caster problems. For 
many years designers and crafts- 
men have worked together to 
produce, for every type of in- 





dustry, casters based on one 


Patented « e ° 
Medium Duty dominant idea—efficiency plus 
Swivel Casters oge 
Industrial Type durability and economy. Today, 


you can bring your caster prob- 
lems to Bond with the assurance 
that your trucks, regardless of 
type or size, will be scientifically 
equipped with casters of maxi- 
mum operating efficiency. Cast 
aside your caster problems — 


Standardize On Bond. 





Patented 

Bond Les-Nois 
Swivel Caster for use 

where noise is — 

objectionable Write for the new Bond 
Truck Caster catalog. Be- 
sides showing the complete 
line of Bond Casters it con- 
tains much valuable infor- 
mation. 


Bond Power Transmitting Ma- 
chinery is increasing production and 
lowering costs for many industries. 





Patented i 
Heavy Duty It will do the same for yours—send 


Swivel Caster 


Industrial Type for a catalog. 


Bond Foundry & Machine Company 
Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 




















“T WANT 
A ‘MAN-SIZE’ TRAP 
THIS TIME” 


“I’m tired of these weak, undersized steam traps 
that we've been getting from you. We’ve spent 
enough money on cheap traps for the last two or 
three years to buy two good ‘Man-size’ Traps. 
Personally, I object to the money we've spent and 
to the trouble you’ve put me to in taking off traps 
and putting on new ones and in trying to keep 
my lines free from condensation. 


“This time I want an Anderson ‘Man-size’ Trap. 
If you do not have it in stock, order it. The reason 
I want it is because it is big and will stand the 
racket on our steam line for years to come. It is 
the largest capacity trap on the market. Another 
thing—I can look at the water gauge on the side 
and tell at a glance whether it is working. That is 
something I have not been able to do on these 
other traps you have sold me. So here’s my order 
for an Anderson ‘Man-size’ Trap.” 


More than one engineer has laid down just such an 
order to his supply house. Of course, you can sell 
cheap, undersized, flimsy traps, but sooner or later 
the experienced engineer is going to get a trap 
that he wants, from you or some other house. Why 
not sell him Anderson “Man-size” Traps now? 
Send today for our complete catalog. 





THE V. D. ANDERSON CO. 









ANDERSON 


EXPELLER 


1944 West 
96th Street 


Cleveland 
Ohio 
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__Nation Wide 

Distributing Organization 

— at your Service 
“a 


Williamsport Wire Rope is a quality product—and its grade is certified at 
the factory by the Telfax System of Tape Marking, thus enabling you to 
check its grade instantly—no matter how many hands it passes through. 
A protection of priceless value. Yet it costs nothing to obtain. 


Large warehouse stocks located in all important shipping centers. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works: WILLIAMSPORT, PA. 
General Sales Office: PEOPLES GAS BLDG., CHICAGO 


WILL SPOR 
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Look for Bristos 
At The Machine Tool Show! 


You will find Bristo Safety Set Screws at the 
Bristol Company Booth of course. But that isn’t 
the only place you'll find them. 


You will find them playing an important part in 
, many of the machine tools which go toward 
NY r making up the 16,000 tons of equipment that will 
4 4 be found in action in this World’s greatest ma- 
Fi 
Ne 





chine shop. 


Many manufacturers of precision machine tools 
have already adopted Bristo Safety Set Screws as 


Swords of 
Industr a standard part of every machine which leaves 
y their factory. 


They have learned by actual experience that no 
‘ ther safety set screw gives so positive a grip. 
With y . . 
ith accurate know ledge and exact check They know that no other set screw can be ad- 
justed as quickly nor drawn up so tightly without 
threatening to flare or round out the socket. 


ing on the cost sheet it is easy to deter- 
mine the efficiency that is built into 


VICTOR HACK SAW BLADES. You too will learn these things when you actu- 


Any plant engineer who endeavors to ally see Bristo Safety Set Screws playing their 
maintain an economical and efficient oper- | part in aiding the finest equipment in the world 
ation of his plant will use VICTOR toward even better production records. 
HACK SAW BLADES as they reduce Look for Bristos at the Machine Tool Show!— 
his cutting costs to a minimum. Booth 386. 

A trial will convince you If you have not planned to visit the Machine 


Tool Show we would like to prove the worth of 
Bristo Safety Set Screws right in your own plant. 
Write us for sample screws in the sizes you need. 
Try them on your equipment. Test them in the 
machines you make. 





VICTOR SAW WORKS: 


MIDDLETOWN, WN. Y. | Senco ae Oar SCREWS 












= BRISTOL CO. WATERBURY, CONN. ad 


DEPT H 
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Portable Reelites 
are Easy to Sell... 
... Because 
























Workers easily turn out more work when they 
have lights right on their jobs without the bother 
and hindrance ofa cord trailing around their feet. 
The Appleton Portable Reelite pays out or takes 
in the cord automatically as needed. 


There is no wear and no replacement cost on 
the cord of a Portable Reelite—and therefore no 
lost time while the cord is being repaired or re- 





placed. Their daily use in machine shops, fac- CONSTANT DUTY 

tories, garages, warehouses, offices, studios, the- Reelite 

aters and many other places is proof of their time Carries current where 

: eed: 
and money saving features. In many cases they For eumelanin a 
are being used with portable electric hand tools. = ees ae ne “Re 
. r ° hoists and mobile transfer cats. It is 

There is a type or size of Reelite for every con- made in several types and sizes, suit- 
° able for all needs. 

ceivable use. Let us send you our folder 331 on : 








Portable Reelites, or our Bulletin 501-F on Con- 
stant Duty Reelites, or both. There is no obli- 
gation. Write us today. 





SOLD THROUGH JOBBERS 


APPLETON ELECTRIC COMPANY 


1706 Wellington Ave., Chicago, U. S. A. 
New York—150 Varick St. San Francisco—655 Minna St. 
Los Angeles—340 Azusa St. Seattle—628 Railroad Ave. 


Portable 


Reelit 


REG. U. S. PAT. OFF. 


The Handy Light on a Reel 
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Put Yourself in the 


ig 74 F you were the manufacturer of a line of products useful to 
aK all kinds of industrial plants, you’d want salesmen to whom 


a prospect’s “no” would be like the proverbial red flag to a 


bull. 


And you'd find them, too, in the organizations of industrial dis- 
tributors all over the country. But, obviously, those men couldn’t 
hit every plant at exactly the time when responsible executives 
were considering the purchase of new equipment. Often they’d be 
unable to present their selling arguments directly to the managing 
and operating executives with whom the final decision to purchase 
rests. 


That’s where advertising could do a most effective job for you. 
Your sales arguments presented in the three publications of proven 
interest and usefulness to the men responsible for each of the major 
phases of plant management and operation would be brought re- 
peatedly to the attention of the men who either make or kill your 
sales. 


By advertising in these publications you would be laying the foun- 
dation for leads which would help your distributors’ salesmen cov- 
er their territories most effectively. 


Factory and Industrial Management is read by the “su- 
pers” in charge of production because they find it full of ideas and 
information about equipment and materials which can help them 
lower costs and increase production efficiency. 


Industrial Engineering’s readers are plant engineers, main- 
tenance superintendents, master mechanics, chief electricians and 
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Manufacturer’s Shoes 


others who look to its pages for information about equipment, ma- 
terials and services which can help them to do a better job of keep- 
ing the plant and all its equipment in perfect operating order. 


Power goes straight to the men responsible for the efficient low- 
cost generation and application of power to mechanical equipment 
in the plants of all industries. Power’s careful presentation of 
information about new developments in power generation and 
transmission keeps its engineer readers alert to every opportunity 
for generating and using power more economically. 


These publications are helping you sell. 


FACTORY and INDUSTRIAL MANAGEMENT 
INDUSTRIAL ENGINEERING 
POWER 


McGraw Hill Publications 
520 N. Michigan Ave., Chicago 


Factory and Industrial 
Management 
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Packed carefully 
Shipped promptly 


Cleveland Cap Screws are packaged in 
good, strong cartons and in substantial 
kegs for the user and dealer. Ware- 
house stocks of 20,000,000 cap screws 
are available from seven convenient 
shipping points and at the factory. A 
full list of sizes, SAE and USS thread, 
is always ready for quick shipment. 
Ask for Price List and Catalog C. 


THE CLEVELAND CAP SCREW CO. 
2925 E. 79th St. Cleveland, Ohio 
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Replace Home-Made Scaffolds 











7 ' » ‘i jess 3 : ‘ 2 ; 
Gold Medal ) ae : | 
AYAV, y /, ) , is Adjustable. Automatic 
ng ; ery . : A = _ : safety lock. 

> \ TENSION ee eee . Easily transported or 

od : a, ae ae pn) stored. 
r “Ne. ‘ 2 ‘ ; ne f : ' 3. Four will do the work of 
4 i ee te we whens i _ Be. 16 common “A” ladders. 


The Safety Line: 
“Gold Medal” 
Featherweight 

Stage 
Safety Exten- 
sion Ladder 

“Chicago Painters’ ” 

Ladder 
“The Underwriter” 
Step Ladder 

Portable Telescop- 
ing Tower and the 

“Gold Medal” 








Many of your customers build 
rough scaffolds for mainte- 
nance, repair, cleaning and in- 
stallation jobs, taking a chance 
on their efficiency and safety. 
There’s a sale for you in prac- 
tically every case of that kind 
when you present the features 
of this equipment. It is not ex- 
pensive to buy, and it easily 


roves itself economical to 2 
P This domed entrance hall would be a baffling problem for any 
own. other equipment. Write for descriptive booklet. 


THE PATENT SCAFFOLDING COMPANY 













Safety 
Platform Ladder 
This equipment 

has been tested and 
is listed as stand- 
ard by Underwrit- 
ers’ Laboratories. 
















Chicago, 1550 Dayton St. 

Boston, 49 Ellery St. 

Atlanta, 44 Haynes St., 
N. W. 

Pittsburgh, 518 Foreland 
St.. N. S. 





Philadelphia, 2835 Bridge 
Ss 





St. 

St. Louis, 6168 Bartmer 
Ave. 

San Francisco, 270 13th St. 

L. I. City, N. Y., 3821 
Sherman St. 
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Jhe PROPER AIR.SUPPLY 
in Heat Treatin g 
Saves Ti: 
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tee AIR PUMPS 


Pressure or be sae from the same Few parts, and those large and strong, means long Also used for Fuel Oil Burning 

acnine life for the machines. If you have had all sorts of 
The inlet gives the vacuum and the outlet the trouble with other air pumps, you owe it to yourself 
pressure without reversing the rotation. Cen- to try Leimans because they are continually dis- bottles and tubes with the products of the 
trifugal force holds the wings out against the placing other makes in the most difficult service. laboratory and factory, heating homes with 
cylinder as they revolve, scooping up the air. These machines are very accurately made, each part oil, lifting and blowing all manner of stamp- 
This centrifugal force is always present and being furnished and fitted with skill such as to be ings, chips, etc., from machine tools and for 
never wears out as springs do. found only with the highest grade products. hundreds of other uses. 


Our Complete Illustrated Booklet is Free for the Asking 


LEIMAN BROS. Inc. ** ‘NewYork 


Makers of Good Machinery for 40 Years 


Thousands are in daily use feeding paper in 
printing presses and other devices, filling 


LOS ANGELES—Shaw Palmer Bakewell Co. MINNEAPOLIS—Northern Machinery & Sup. Co. 
ee ~~ Cogswell Co., Satterlee & Co. 
ere to hannon Co. ST. LOUIS—Brown Machinery Co. 

INDIANAPOLIS. Voncggut Machy. Co. Colcord Wright Machy. & Sup. Co. 
BALTIMORE—Benson Co. Southwest Pump & Machy. Co. 

Bu Them BOSTON—Hayes Pump & Machy. Co. ROCHESTER—Homer Strong & Co. 

'y TOLEDO—National Supply Co. CINCINNATI—Kinsey Co. 
PORTLAND, ORE.—Portland Machy. Co. CLEVELAND—Pattison Supply Co. 
TORONTO—Williams & Wilson Strong, Carlisle & Hammond Co. 
MONTREAL—Canadian Fairbanks Morse Co. SEATTLE—Cox & Co. 
Williams & Wilson —Foreig 

QUEBEC—Williams & Wilson ENGLAND—tThos. Ashton, Ted, Sheffield 


DETROIT—Strelinger Co. JAPAN—Fukagawa Shokai, Tokio 
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Jenkins vALVES ARE ALWAYS MARKED WITH THE “DIAMOND” <CJENKINS 
MARK 
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Known at every point of the compass 


On the market since 1864, Jenkins Valves today are 
known for their dependability and stamina at every 
point of the compass .. . known for these qualities by 
engineers, plant superintendents, purchasing agents, 
contractors, architects and owners throughout the 
country. 
These men... all potential valve buyers . . . comprise 
the vast audience reached month after month by Jen- 
kins advertising. This advertising, appearing regu- 
larly in publications reaching valve users in all indus- 
tries, keeps the story of Jenkins always alive in the 
buyer’s mind. 
And since the object of Jenkins advertising is to stimu- 
late dealer sales, it is constantly directing the valve 
buyer to the local supply house. 
JENKINS BROS. 
80 White Street, New York, N.Y. 133 No. Seventh Street, Philadelphia Pa 
524 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago. Ilt 


JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories; Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


Jenkins 


VALVES 
Since 1864 _ 








MILL 
SUPPLIES 


With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
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_MakinG CUSTOMERS- 


Not [Immediate Sales— 
Is What Counts 


During his 18 years in the mill supply business 
—10 in selling industrials —Mr. Sedlmayer 
has absorbed a lot of sound sales knowledge. Be 
sure to read what he has to say in this article. 


have found that it does not pay to over- 

look the so-called trifles. As a matter of 
fact, every sale I make is the result of well- 
planned trifles. 

To begin with, I talk very quietly so that 
my customers actually have to strain their 
ears to hear me. That enforces concentra- 
tion and adds significance to the most simple 
statement. 

Then I maintain that attention by what I 
have to say, and the manner in which I say 
it. For example, I try to handle every buyer 
as if I were a personal emissary from the 
president of our company; as if I had helped 
to buy all of our lines, set our company 
policies, and so on. In short, I handle that 
buyer just as I would like to have him han- 
dled were I the owner of the company. It 
never fails to register, either. While I have 
always followed this method more or less, | 
scarcely appreciated its power until I started 
selling on a straight commission basis. 

In fact, commission selling has intensified 


I: THIS game of selling mill supplies, | 





By 
E. SEDLMAYER 
Salesman, Phillip Gross Hardware and Sup- 
ply Company, Milwaukee 


and improved my 
selling in every re- 
spect. I not only 
make more calls, but 
I have a greater and 
more personal inter- 
est in my company 
and my _ customers. 
lf an account re- 
quires an every-day 
call, I go every day— 
at the same hour if 
possible. Where two 
or three calls a week 
are required, I am 
there on the same 
days each week, at 
the same hours if 
possible. This holds 
true of accounts 
whom I contact only 
once a month. The 
advantage of such 
meticulous regularity 
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is that my customers actually expect me and are ready 
for me at the very time I present my card. 

While this carefully planned schedule of calls is 
precision itself, it is not bullet-proof; for if it were, 
my calls would become calls and nothing more. I 
would be so busy getting from one place to another 
that I would forget to sell. So in order to avoid 
mechanical selling, I follow my schedule, except when 
it is inconvenient to do so. For instance, if an un- 
usually long interview forces me to pass up a call on 
Monday, I am sure to 
make it on Tuesday in- 
stead of waiting until 
the next week. Per- 1 
sonally, it is my belief ; 
that the soundness of 
any schedule depends in 
great measure upon its 


ule of calls, 


flexibility. through. 
Another “big” trifle 3. Listen more and talk less. 
in selling is the matter 4. Make customers, 
of listening. I read in sales. 
a recent magazine ar- 5. Stick to the truth in soliciting 
ticle that the executive business. 
of a nationally known 6. 


organization devoted 
one week a month to 
listening. During that 
week he talked as little 
as possible, and listened 


letter. 


hobbies. 


TEN GOOD SALES POINTERS 
Have a carefully planned sched- 


2. Make your sales presentations as 
brief as possible but don’t rush 


Acknowledge new business and 
large orders with a_ personal 


7. Play up to your 


requisitions to guide him; in fact, he may not know 
the names, specifications, or prices of half the items 
he buys. Therefore I put my small buyers at ease by 
going through the catalog with them on every visit. 
In this manner they can give the exact specifications 
of every item that they have on their want list, and in 
addition, they often see other items that they need. 
On standard articles it pays to learn prices and dis- 
counts so that you do not have to refer to your cata- 
log. Then, when you leave the buyer’s office, he has 
a feeling that you really know 
your stock. That is the kind of 
feeling which breeds confidence 
and orders. 
. Haven’t you often hurried 
through a trifling sale in order 
to make your next call, which 
you are sure will lead to a 
large order? And haven’t you 
lost both the trifling sale and 
the large order, realizing only 
too late that you practically re- 
fused a small sale which, care- 
fully handled, might eventually 
have been boosted to a nice 
volume? You were out for the 
whole hog or none, and you 
took none! Every enthusiastic 
cub salesman makes this mis- 


not merely 


customers’ 


‘ take. He wouldn’t be human 
as much as_ possible, 8. Make yourself a clearing house if he didn’t. However, after 
with the result that he of ideas. considerable costly experience 
accomplished more than 9. Avoid cutting prices. during his cub days a veteran 
when he did the talking. 10. Maintain an agreeable disposi- usually makes it his rule to 


I like this man’s idea 
not only because it co- 
incides with my own, 
but because it works so consistently. 


tion. 


While I don’t 
set aside any one week for listening, I am finding that 
each year as I do more listening and less talking my 
sales step up in direct proportion. 

Salesmen, as a class, hate detail. We all like to 
go out and fight for an order, but when it is ours, we 
are apt to forget all about it. To avoid this natural 
tendency, I have adopted a very simple system of 
follow-up. When I have sold a new customer, or 
when an old customer gives me an unusually large 
order, I send a personal letter to show that I have a 
sincere interest in the order and the man who gave it 
to me. A small trifle to be sure, but a powerful one. 


HAVE been giving a lot of thought to our catalog. 

Since the preparation of any catalog requires a tre- 
mendous financial investment, the least a salesman can 
do is to use it to its fullest extent. But I find that 
the big buyer hasn’t time to study every vendor's 
catalog on every visit. Usually the keymen in his 
plant have their own catalog, and since they do the 
requisitioning, there is no further advantage to be 
gained by going through the catalog with the buyer, 
unless, of course, there is some new item to present. 
The small buyer, on the other hand, has a very defi- 
nite need for leafing through a salesman’s catalog each 
time he is solicited. He has no detailed technical 


At 


spend plenty of time with all 

customers, regardless of how in- 

significant their purchases ap- 
pear in the early days of business relations. 

Don't try to sell your whole catalog in one day, how- 
ever. After all, each salesman “owns” only so much of 
every buyer’s time. The salesmen who follow are en- 
titled to the same consideration as you are. Therefore, 
it pays to make your sales presentation as brief as 
possible. I find that wherever I do this, the buyer ap- 
preciates it to the extent that he is always glad to see 
me on my next visit, and seldom too busy to listen to 
what I have to say. Of course, before I go into his 
office I mentally jot down an outline of what I want 
to talk to him about. Naturally, I take things in rota- 
tion, the most important matters coming first. Then, all 
during the conversation I watch him closely. The min- 
ute he gets jumpy I say, “Now, I did have one other 
item to talk to you about, but I can see that you are 
unusually busy this morning.”” Sometimes he will say, 
“What was it you wanted to talk to me about?” Or, 
in other cases, he will smile his appreciation. 

Nervous buyers don’t buy. Therefore, this sense 
of propriety is an important “trifle” which will carry 
you a long way in making friends and customers. 
In this connection, make it your policy not to make 
sales, but to make customers. Fortunately, it works 
like a boomerang—the more customers you get on 
your side, the quicker your sales mount. 

Every distributor’s sales- (Continued on page 64) 
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We Concentrate 


12 Profitable — 


Lines 


“Our Salesmen Are Engineers 

on L2 Good, Profitable Lines, 

Rather Than Order-Takers 
on Several Hundred”’ 


By G. R. ADAMS 


General Manager, W. W. Hite and Company 
Incorporated, Louisville, Kentucky 


ERCHANDISING methods in the mill supply 
M business in recent years had undergone such 

a change, with short profits and so-called 
service worked overtime, it became apparent to us that 
the only relief or salvation from the steadily increas- 
ing current of price competition and profitless business 
was to devote our time and energy on certain promi- 
nent lines and become. specialists in a sense. I do not 
mean by that statement that we decided to confine our 
business to a certain specified number of lines ex- 
clusively. Rather, we carry as complete a line of 
supplies as ever, and do a good volume of business in 
all of them, but we concentrate on 12 leaders—lines 
which have good sales possibilities and which carry 
satisfactory margins of profit. 

This job of changing our method of selling was not 
an easy one. On the contrary, it was exceedingly dif- 
ficult. The matter of choosing those lines on which 
we would concentrate was comparatively simple. Our 
long experience in handling a large number of lines 
of mill supplies had indicated to us clearly the ones 
it was most to our advantage to push. 

Neither did we experience any difficulty in securing 
the co-operation of the manufacturers of the lines we 
chose as our leaders. They were more than ready to 
give us every assistance. 

The main difficulty we had was in bringing our 
salesmen to the new point of view. They had been 
so used to going out and taking orders that the idea 
of concentrating on the 12 leaders did not appeal to 
them at first. Gradually they began to see the light, 
however, through the special training received from 
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Our Efforts on 
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the factory representatives both in the office and out 


in the field. The more they were instructed on the 
12 chosen lines, the more interested they became in 
them. The more they sold them as leaders, the more 
enthusiastic they became over them. Today our sales- 
men are engineers on 12 good, profitable lines, rather 
than order takers on several hundred. 

When the men learned that a hack-saw blade was 
something more than an instrument used in cutting pipe, 
when they found out more about its construction and 
characteristics, its uses and the possibilities for sales, 
they became more efficient salesmen of hack-saw 
blades, and so with wire rope, and our other leaders. 

Our men now stress one of our leaders on every 
one of their calls. The line chosen for concentration 
during a call is determined by- the nature of the cus- 
tomer’s business and his requirements. In order to 
make wise selections of lines to be pushed in individ- 
ual cases, our men study thoroughly the requirements 
of our customers and prospects. 


HE results of this change in our selling methods 

have been very gratifying. We have greatly in- 
creased the volume of business done in these 12 profit- 
able lines, and our sales in our other lines have not 
fallen off materially. Of course, we have had some loss. 
of volume in our other lines, but this is far offset by 
the gain in our leaders. 

I think the idea of service is often overdone in the 
mill supply business. I do not refer here to legitimate 
personal or physical services rendered to customers by 
the supply house and its representatives. Rather, I re- 
fer to supplying every want of the buyer, regardless of 
whether the item sought is a mill supply item, or 
whether it is carried in (Continued on page 123) 
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Ke pur Qur Salesmen 0 


E HAVE eliminated a 

number of common 

sales problems by set- 
ting up our salesmen in busi- 
ness, so to speak. Instead of 
‘drawing a salary or straight 
commission on sales, they re- 
ceive as their compensation a 
share of the gross profits of 
the company, which actually 
makes them partners in the 
business. 

Conditions during the world 
‘war made us see the need for some plan of re- 
muneration to take the place of the flat salary and 
expense plan we had been using from the start of 
‘our business. During that abnormal period we were 
made aware of the fact that the system was being 
abused, especially in regard to expenses. Sales came 

We knew 
it would be difficult ever to get back to normalcy 
under the existing plan, so, during the period of re- 
adjustment following the war boom, we revised our 
plan of paying salesmen, and have followed the re- 
vised plan consistently since. 

It is evident that the new idea met with the ap- 
proval of the men, because not one of the force 
grumbled, nor did one leave the employ of the com- 
pany. The average man began imme- 
diately to make more money than he had 
been making immediately prior to the 
change, and I know the men are making 
more money today than they would be 
had they remained on the straight salary 
and expense basis. 


easy and expenses were run up recklessly. 


Although all our salesmen work under 
the general profit-sharing system, there 
are two specific plans for dividing the 
profits. One governs the men who travel 
outside the city; the other is for the 
salesmen who cover Atlanta proper. 

Men working outside of Atlanta re- 
ceive 40 per cent of the gross profits ac- 
cruing from their sales, less a deduction 
for shipping costs. The company de- 
ducts from this 40 per cent of the gross 
profits a sum equal to five per cent of the 
cost of the goods sold, based on manu- 
facturers’ prices to the company, to cover 
shipping charges on merchandise, with a 
small amount over. 

The men who sell in the city of At- 
lanta receive 30 per cent of the gross 
profits on their sales. They are subject 
to the same five per cent deduction for 


46 





Through our method of compensation, we have prac- 
tically placed our representatives in business for them- 
selves, with a resulting elimination of a number of 
common sales problems. 


The earnings of each man 


now depend directl y upon his ability to manage himself. 


shipping charges as the men who cover the outside 
territories. 

. The reason for the ten per cent difference in pay- 
ment to local and outside men is obvious. It costs 
the men covering outside territories more to travel 
and to live than those in the city. The city men 
have no hotel bills to pay, they eat most of their 
meals at home, and their automobile travel expenses 
are not nearly so great as those of the men on the 
road. Naturally, the city man should not be allowed 
as big a margin of profit as the others. 

A salesman is allotted a specific territery, whether 
he is on the city force or is covering an outside dis- 
trict. He is held responsible for business in his 
territory and is expected to see that the company 
receives aggressive 
and efficient repre- 
sentation. 

In payment for 
his watching out for 
the company’s inter- 
ests beyond the ac- 
tual sales he makes, 
the firm allows him 
full credit for every 
order that comes out 
of his _ territory, 
whether he brings it 
in himself, or 
whether it comes by 
mail or telephone. 

We believe it is 
profitable to give 
the salesman full 
credit for all busi- 
ness originating in 
his territory, regard- 
less of how the or- 
ders come in, be- 
cause this plan gives 

Hie: him a more liberal 
J. M. TULL policy under which 
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j. M. TULL 


President, J. M. Tull Rubber and Supply 
Company, Atlanta 


to work. 


If a man receives a smaller margin on 
orders sent in by mail or telephone than on those he 
secures personally, he might be inclined to high pres- 
sure a good customer just to get his order personal- 
ly, instead of permitting the customer to mail or 
telephone in his order when he is ready. 


Kk NATURALLY want customers who will give 

us all their business. In order to hold such cus- 
tomers, it is essential that we render them excep- 
tional service and not try to force them into buying 
something until they are ready for it. Some such 
customers prefer to mail or telephone in some of 
their orders as they need the items rather than to 
buy everything when a salesman comes around. If 
the salesman were getting a higher percentage from 
his direct sales than from telephone or mail orders, 
he might wear out a good, exclusive customer and 
actually drive him away from us with his _per- 
sistence. Rather than take that risk, we prefer to 
give the salesman full credit on all business origi- 
nating in his territory. Then he co-operates with us 
in working up exclusive accounts which use their 
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The modern plant and offices 
of the J. M. Tull Rubber 
and Supply Company. 


own judgment about when 
and how they should give us 
their supply orders. 

Out of his share of the 
gross profits, the salesman 
pays all his expenses. That 
includes supplying his own 
automobile and maintaining 
it. Right there the company 
settled another petty, trou- 
Because the salesman owns his own 
automobile and pays all the expenses of operating it, the 
question never arises as to what use the man may put 
the automobile, or whose gasoline he is burning while 
he is not on duty. ; 

The only thing we have to do with the salesman’s 
automobile is the financial assistance we sometimes are 
required to give when he buys a new vehicle. Occasion- 
ally a salesman finds he is unable to float the purchase 
himself, and we help him with whatever loan is neces- 
sary. He buys the kind of car he wants, usually fitting 
it to the needs of both his business and his family. 
Usually he maintains it at less expense to himself than 
he would maintain it at the expense of the company, 
because, knowing that the cost of every mile covered 
and every repair operation comes out of his own pocket, 
he naturally is more careful about running up such 
expenses. 


blesome problem. 


This profit-sharing plan of paying salesmen automati- 
cally eliminates the problem of inducing the men to 
push the lines which bring the best profits to the firm. 
Under the straight salary or commission plan, there 
might be some inclination on (Continued on page 124) 
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Get Your Prospect’s ( 


EPEAT business is most valuable to any mill 
R supply house. It is the “staff of life” to the 
salesman who wishes to build a continuous and 
dependable income. However, valuable as this busi- 
ness is, it cannot be obtained through high pressure 
methods but rather by innocuous persistence fostering 
confidence. 
Unselfish interest in a customer’s problems is the 


surest way to win his confidence. An ever pleasant 


personality gets his approval of one’s character. An 
accurate use of one’s engineering and mechanical 


training, always knowing and never guessing, devel- 
ops his belief in one’s ability. The sale and installa- 
tion of quality equipment and material at a fair price 
gains his faith in one’s firm and products. 

Despite the faithful application of these principles, 
one sometimes finds 
a customer who must 
actually money 
before he is con- 
vinced of one’s in- 
tegrity. For example, 
not long ago we were 
asked to give a figure 
on an elevator bucket 
belt. We spent con- 
siderable time with 
the customer in ob- 
taining data, and fig- 
uring the weight and 
size of a proper belt 
to do the job. In 
trying to economize, 
the customer bought 
a much lighter belt 
of the conveyor type 
from another firm. 
The result was it 
broke down in a very 
few weeks. This ex- 
perience proved to be 
a lesson to the fellow, 
as he came to us with 
an order for the belt we originally specified. It has 
been operating over a year now, and is giving satisfac- 
tory service. This customer came in the other day, and, 
with a thought to future replacement, wanted to know 
just how good a belt he could get for this job—quite a 
different attitude from his first as to how cheap a belt 
he could get. 


lose 


By watching the operating methods employed in 
mills and factories, one can often make suggestions 
which will better the customer’s mode of operation, 
and at the same time bring in some good orders for 
equipment. For instance, in tannery buffing rooms, 
bearings wear out with unusual frequency, because of 
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By C. B. BRADFORD 


Salesman, Lewis E. Tracy Company, 
Boston 


the dust. We found this condition in a tannery and 
pointed out to the customer that it would be an actual 
saving if he used double ball bearing pillow blocks 
with special dust seals. The customer saw the merits 
of this suggestion and ordered a pair for trial. They 
were so successful that the company is now replacing 
all of the old bearings with this new type as soon as 
they wear out. This improvement is being made at 
a cost of about six times that of the plain babbitted 
pillow blocks. If you can show any company how it 
can save money by spending money, it will do so and 
thank you for the suggestion. 

One must always keep up to date with 
reference to improvements and new 
equipment. One machinery manufactur- 
ing plant had a belting hook-up to which 
additional load had been added to such 
an extent that the flat belt used would 
not transmit the required power without 
slipping. Because it was on grinding 
equipment of such a construction that it 
was quite difficult to put on a_ wider 
pulley and larger belt, the cost of this 
change was prohibitive. We suggested 
that they merely install a particular kind 
of belt which we felt sure would do the 
work for them satisfactorily. The sugges- 
tion was carried out and the slipping en- 
tirely eliminated. Obviously our customer 
was well pleased and now has a ready ear 
for our recommendations. We have used 
this illustration in selling other jobs, too. 


T IS always advisable to give complete, 

accurate advice to persons interested 
in one’s equipment, regardless of whether 
or not they are going to buy at the mo- 
ment. One day a person came into our 
office and wanted to know something about steel benches. 
He was reluctant to tell us from where he came, and 
said that he had no authority to buy, being merely 
interested from the users’ standpoint. We spent an 
hour or two with him and found that he was from 
one of the larger universities. It turned out that this 
university was constructing a building in which a 
quantity of benches were to be erected. As a result 
of this man’s call, we made several calls on the uni- 
versity, prior to the issuing of the specifications, and 
as a result, the brand of steel benches handled by us 
was specified. We have just received an order for 
several hundred dollars’ worth of this equipment. 
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CONFIDENCE and 
His Business 


Will Follow 


Talking quality does a lot of good. A paper mill, 
at which we have been calling for some time, has a 
superintendent, who until recently, seemed to have a 
hobby for buying job lots of low-priced material. In 
all of our calls on him we talked nothing but quality, 
even to the detriment of our chance of obtaining orders 
for job lots of our own cheaper material. As a result of 
our persistence, we recently succeeded in getting an order 
of fairly good size for high grade belts 
to be used in the paper mill. Since 
then we have received a number of 
orders for quality merchandise. 


USTOMERS forget the good 
things we do for them, but re- 
member forever and a day the unfor- 
tunate results of a purchase, regard- 
less of how unintentional it may have 
been. About 15 years ago, one of our 
customers purchased some _ inferior 
steam hose, and even today when I 
mention to him anything relating to 
hose he brings up his past experience. 
Wherever the quality of one’s prod- 
ucts is actually tested by the customer 
and found good, he becomes a be- 
liever. One of the principal reasons 
for a customer’s reluctance to try a 
product is that he must test its value 
at his own expense. Where a free 
trial can be arranged the product 
usually sells itself. An automotive 
company was building a large service 
establishment and we went after the 
bench business. We soon found that 
wooden top benches were specified. 
We immediately arranged to have a sample steel bench 
put in their shop. The bench was left there and after 
throwing numerous cylinder blocks, pistons, and the 
like on it, and treating it as rough as possible, the pros- 
pect became convinced that our recommendations were 
sound. This simple demonstration resulted in our re- 
ceiving one of the largest steel bench orders ever made 
in this section of New England. This company has also 
placed a recent voluntary order for steel equipment. 
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CUSTOMER 
CONFIDENCE 
COUNTS: 


HE confidence your cus- 

tomer has in you depends 
not on first impression but on 
continual contact and proof of 
your unselfish interest in him. 
Even then it often takes a vivid 
example to make him realize 
your intentions are good and you 


deserve a share of his business. 


When you sell a man something 
that saves him money he will tell his 
friends. The engineer in one of the 
plants of a large holding company 
saw some rather expensive high 
lead bronze demonstrated at a power 
show, and left his name. As we 
were agents in this territory for this 
bronze his name was sent to us. | 
called on him and recommended it for certain uses in 
his plant. He agreed to try a sample order. Soon he 
had it in use in every possible place in the plant. This 
company has meetings of its various engineers at fre- 
quent intervals, and it did not take long for word to 
get around as to the quality of this product. We now 
receive frequent orders from a number of the other 
plants of this company for this same type of bronze. 

A vivid demonstra- 
tion of one’s interest 
in the welfare of an 
organization is some- 
times useful in gain- 
ing that organization’s 
confidence. I had 
called on a plant for 
some time and had 
obtained no business. 
One morning while 
making a call, the 
millwright got his 
arm caught in a pul- 
ley while putting on a 
belt. As I had my 
car right there I 
rushed him to the 
hospital and spent the 
best part of a day in 
an effort to help him. 
In contrast with my 
previous experience 
my next visit resulted 
in a good-sized order. 
Since that time, the 
management of this 
company has given us 
practically their entire mill supply business. 

One never knows what will establish a particular 
customer's confidence, but my experience has taught me 
that it pays to keep plugging along until you get it. If 
one plan of getting your customer to have confidence 
in you fails, don’t become disheartened. 


Try some- 
thing else. 


For with a customer’s confidence you are 
assured of a share of his business. Without it you 
haven’t a ghost of a chance. 
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ACCOUNTS 


HIS is an age in which credit predominates. It 
pervades all business activity. It permeates and 

penetrates into every filament and fibre of our 
business structure. 
the life-blood of We have long 
since passed through the barter age and the hard- 
money stage of development. Credit, or the pos- 
sibility of obtaining capital, goods or services for 
the promise to return an equivalent at some future 
time, is even more important than the possession of 
capital itself. 


In fact, it may be referred to as 


modern business. 


While the money in one’s possession 
may be lost, it is still possible to recoup and stage a 
come-back so long as the loser has the proper credit 
standing. Indeed, we now live in the credit age, where 
over 90 percent of all business transactions are con- 
ducted on such a basis. 

This means that consumers must be granted credit 
when they purchase goods for consumption in their 
plants. To sell directly to them requires, therefore, a 
large amount of capital in order to carry the numer- 
ous accounts. It also involves the assumption of risks. 
Losses from bad debts should always be expected 
when operating on a credit basis. A credit manager 
who boasts of having no losses at all or an unusually 
small percentage of bad debt losses, probably deserves 
to lose his position. It is not unlikely that his lack of 
loss or unusually small percentage of bad debts re- 
sulted from too strict a credit policy, at the sacrifice 
of a good volume of business. While it is not intend- 
ed to preach leniency in extension of credit or in the 
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collection of accounts, one is safe to say that entirely 
too much emphasis has been placed in the past on the 
percentage of loss from bad debts and not enough 
attention has been given to the second function of the 
credit division of a business, which is to maintain 
sales volume at a maximum while keeping losses down 
to a figure that is commensurate with the sales volume 
obtained. 

As pointed out in a previous article, the industrial 
market consists of about 187,390 plants, while the to- 
tal number of mill supply houses is in the neighbor- 
hood of 2,000. It means that if a manufacturer with 
direct-selling proclivities desired national distribution 
of 100% coverage, he would have to handle almost 
200,000 credit accounts as against less than 2,000 ac- 
counts when selling indirectly. Even when only 10% 
coverage is desired, direct selling would necessitate 
opening and maintaining accounts for about 19,000 
consumers as compared with approximately 200 dis- 
tributors. Surely this is an item of considerable 
importance and one which every manufacturer must 
of necessity consider with the utmost care when laying 
out his sales plans. 


IRECT SELLING, it is evident, would require a 
large credit department in order that each account 
may be properly investigated before opening it. Being 
far away from many of the consumers, investigations 
would not only be costly, but would also prove time 
consuming and might result in ill-will towards the 
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| Simplifies (\REDIT and 
AccounTING Problems 


The distributor reduces many fold the number of credit risks 


the manufacturer must assume. His stability, frequent con- 


tact with consumers, and knowledge of local conditions are 


invaluable assets to the producers he represents. Further- 


more, he eliminates much of the manu facturer’s 





firm. 


Not only is an initial investigation required when 
a first order is received, but the accounts necessitate 
constant supervision and revision. According to the 
two chief mercantile agencies, R. G. Dun and Com- 
pany and the Bradstreet Company, over 5,000 changes 
in ratings occur every business day. 
dynamic. 


Business is 
Failures and other serious changes in fi- 
Accounts car- 
ried on the books, therefore, need careful attention at 
frequent intervals. 


nancial condition constantly take place. 


URTHERMORE, it is believed that, on the whole, 

the credit risks are materially greater when dealing 
with consumers than when sales are made through 
distributors. While no figures are at hand on this 
point, it will be readily conceded that the percentage 
of failures among distributors is considerably smaller 
than the percentage of failures among manufacturing 
enterprises. While some consumers may be stronger 
financially than many of the distributors, the rule is to 
the contrary. The financial strength of the mill supply 
distributor makes him a preferred and superior credit 
risk, obviates the necessity of the manufacturer whose 
products he handles, maintaining a large credit depart- 
ment and reduces the latter’s credit losses to a mini- 
mum. 

Moreover, the distributor is in a better position to 
undertake to perform the credit granting function for 
the consumer, partly because he is in close proximity 
to his trade and partly because his many items make 
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clerical and handling burden 


By ‘(THEODORE N. BECKMAN 


Professor of Marketing, Ohio State University 


it possible for him, through his sales force, to main- 
tain constant contact with consumers. Not only can 
he obtain information concerning applicants for credit 
more expeditiously and more cheaply, but he can also 
keep informed of changing conditions in the territory 
which he serves or of any one line of business or any 
given customer. He can also take advantage, in en- 
forcing payment, of his proximity and superior knowl- 
edge. Thus, many a loss may be averted because of 
timely action on the part of the distributor’s credit 
department. This credit function performed by the 
distributor is too important to be passed over lightly. 
It is just another reason why so many leading manu- 
facturers depend on distributors to get their prod- 
ucts into the hands of the consumer. 


. ISELY allied to this function of credits and 
collections is the accounting problem. In selling 
through distributors, the manufacturer reduces sub- 
stantially the number of accounts carried on his books. 
Sales are fewer in number but larger in amount. This 
means less cost in the order department, in recording 
sales, billing, and in keeping miscellaneous records. A 
smaller clerical force can thus successfully care for all 
of these accounting and record-keeping operations than 
when a large number of accounts are handled because 
of direct selling. 





Number 10 of a series of outstanding articles making 
Re- 
prints in any quantity will be furnished readers on re- 
quest at cost. 


clear the distributor’s place in industrial marketing. 
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lf I Were a Mill Supply $ 


The distributor’s representative has a great oppor- 





tunity to make his job more interesting and proft- 
able by selecting strong lines as leaders at various 
times, gathering effective sales data on them and 


using this data in his calls 


By H. L. RAMSAY 


Sales Manager, J]. D. Wallace and Company, Chicago 


S I look at the job of selling mill supplies, as it 
is ordinarily handled by the distributor’s sales- 
man, it seems rather uninteresting. In fact it 

might be classified as an order taker’s job, as some 
claim it is. However, this same job, it seems to me, 
could be made as intensely interesting as sales work 
in any other line, and, at the same time, more prof- 
itable to both the distributor and his salesmen. 

There is a good opportunity 
for the mill supply salesman to 
make his job more interesting 
and profitable—in fact, a greater 
one than in the average sales 
position—for he has a variety 
of lines to handle, and can 
specialize in one line or a group 
of lines each week, each month 
or for any other period deter- 
mined upon. And this specialty 
work can be done in the same 
way that the regular specialty 
men work. 

Most of the buyers upon 
whom the mill supply salesman 
calls welcome information and 
suggestions. In fact, I know, 
from my own experience, that 
many of them look forward to 
visits from the man who always 
has a new story, and valuable 
information to dispense, while 
the salesman who thumbs a catalog and inquires as to 
requisitions that may be made up on various lines, is 
welcomed in a matter-of-fact, unenthusiastic way, the 


buyer feeling that here is just another half hour 
“shot” by both parties. 
[ believe that if I were a salesman with a mill 


supply house, I would specialize each week—or for 
whatever period is required—on a specialty carrying a 
good margin of profit, making my plans accord with 
those of my employers, of course. When I had de- 
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termined upon the lines I would push at various 
times, I would set about securing all possible selling 
help from the manufacturers of these lines, including 
listings of the various classes of prospective users and 
recommendations as to the sales talks to be given each 
of these classes. 

I would master these sales talks and present them 
to prospective buyers, showing the latter what they 
could save—or how they would benefit 
otherwise—by using the product I was 
trying to sell them. Such efforts might 
not result in immediate business, but in 
most cases they should lead to future 
business. Most certainly they would 
create good will. Incidentally, I believe 
the gathering together of sales data and 
applying it to the various classes of trade 
on which you call is the real interesting 
part of selling. 

Since I am more familiar with port- 
able woodworking machinery than with 
other lines carried by mill supply houses, 
let’s see how a specialization plan could 
be worked out with this line. Among 
the large variety of customers and pros- 
pects on whom you call, you will find 
need in a great majority of cases for 
some type of woodworking machinery, 
and it is on a line of such general use 
that you can most profitably devote your 
study and sales effort. 

The manufacturer could list for you the various 
classes of prospective buyers of the items he produces 
and provide you with sales arguments that would make 
these people conscious of a need for this particular 
equipment. Naturally, he could also provide you with 
definite reasons why he believes customers should select 
his line rather than a competitive line. 

Now, there is no denying the fact that selling by 


demonstration is most effective. Where you can carry 
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Manufacturer’s broad- 
sides and other litera- 
ture can be used to ad- 
vantage by the mill 
supply salesman. Give 
the buyer’s eyes a 
chance to work, while 
you are talking to him. 


a sample of the item 
you are selling, and 
show, as well as tell, 
the prospect just 
what the machine and 
its various features 
are and what it will do, you are at a 
great advantage. However, this is not 
always possible, and, in such cases, | 
want to emphasize the value of using 
manufacturers’ literature to help you 
with your sales talk. 

For example—and I am sure you will 
pardon this reference to my own com- 
pany—we have gotten out a very com- 
plete broadside for use of salesmen when 
calling on the carpenter and_ builder. 
This resulted from a market analysis we 
made of our line. 

The carpenter and builder is naturally 
a prospective user of portable wood- 


OCTOBER, 1929 





Selling by demonstration is, of course, a 
most effective method. It is much easier to 
hold. the buyer’s attention when you can 
show him the item you are discussing. In 
the picture at the left, the salesman is dem- 
onstrating a portable electric saw. 


working machinery. However, he does 
not always fully appreciate the value of 
this equipment. The broadside we have 
issued shows him the machines he can 
use and where, from the time he starts 
to frame. the house down to putting in 
the last piece of material. It demon- 
strates to him the fact that he can make 
his own cabinets, frames, and so forth, 
and gives him an es- 
timate of how much 
he can save in this 
manner. It proves to 
him that he can cut 
(Continued on page 66) 





When the buyer’s in- 
terest is sufficiently 
aroused, you might get 
him to visit your store 
and see the item dis- 
cussed, if it is too large 
for you to carry with 
you. Below, the sales- 
man is showing the 
prospect a bench saw. 
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[n INDUSTRIAL DISTRIBUTION 


G. C. EDGERLY: 


President, Interstate Machinery and Supply Company, 
Omaha, Nebraska 





EORGE C. EDGERLY 
was really brought up in 
the distributing business 
although he has not always been 
in the mill supply game. 
During summer _ vacations, 
when still in school, young Edg- 
erly worked in a wholesale drug 
house in Ottumwa, Iowa, of 
which his father was part own- 
er. In addition to this part-time 
work, he spent about two years 
more in the drug business after 
he left Here, Edgerly 
obtained merchandising experi- 
ence which unusually 
valuable in later years. 
Mr. Edgerly was born in Ot- 
tumwa, Iowa, July 23, 1877. He 
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EORGE C. EDGERLY has 

been in the distributing 
business practically all his life. 
His early merchandising expe- 
rience was with a wholesale 
drug house, but for more than 
25 years he has been connected 
with the industrial supply and 
equipment business. 
that his company has grown 
since 1903 from an organization 
employing 17 people toone with 
80 employees is evidence enough 
of Mr. Edgerly’s success as a 

mill supply man. 


the Sunderland Machinery and 
Supply Company, and eventu- 
ally assumed control. From the 
little place before described, the 
business has grown into a 
large establishment at 1006-1010 
Douglas Street, employing 80 
people. In addition to its mill 
supply warehouse, the company 
operates a complete shop at 
Twenty-first and Pacific Streets, 
for the purpose of making any 
necessary repairs on machinery 
for its customers around Omaha 
and the immediate vicinity. The 
shop makes a specialty of quick 
repairs and averages two nights 
a week on breakdowns. Most 
of the work is done for contrac- 


The fact 








has taken his last look at the 

“old homestead,” as it was torn down just a short time 
He attended grammar and high school in Ottum- 
wa and then decided he wanted a taste of college life, 
so spent a year at Northwestern University. 

After leaving Northwestern, he returned to Ottumwa 
and went to work for his father in the wholesale drug 
business. 

After about two years, he decided he wanted to get 
into a larger city where he could widen his. activities. 
After a time, he chose Omaha, Nebraska, partly be- 
cause of family connections. 

In January, 1899, Edgerly went to work for the 
Pittsburgh Glass Company in Omaha. He remained 
there for three years and held the position of assistant 
to the manager of the company’s Omaha branch. 

At this time Mr. Edgerly’s brother-in-law, J. A. 
Sunderland, was the head of the Sunderland Machinery 
and Supply Company, in partnership with his two broth- 
The company was small then, occupying a little 
store building at 1208 Farnam Street, and having a to- 
tal force of some 17 people. George Edgerly went to 
work for this firm in 1903, as manager. 

He and his brother, D. M. Edgerly, bought stock in 


ago, 


ers. 
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tors and industrial plants. 

In 1923 the firm name was changed to the Interstate 
Machinery and Supply Company. G. C. Edgerly is 
president; D. M. Edgerly, vice-president and sales man- 
ager; E. J. Fehrs, secretary, and E. B. Anderson, treas- 
urer. All of these men are financially interested in the 
company. The territory covered by the company in- 
cludes Nebraska and part of Iowa, with some orders 
coming from South Dakota. The company travels about 
a dozen salesmen. Special departments with special 
salesmen are maintained for contractors’ and power 
plant equipment. There is also a salesman who sells 
tractors exclusively. 


M® EDGERLY was married in 1902 and has three 
children, two boys and a girl. He is very fond 
of music, especially the kind furnished by a good male 
quartette. It is rumored that he is an accomplished 
singer himself, but he refused to commit himself. He 
does considerable fishing, mostly in the Minnesota 
lakes. For social relaxation, golf, and the like, he is 
a member of the Happy Hollow Country Cluh., 

In addition to the firm’s (Continued on page 107) 


*The twelfth of a series of sketches of prominent distributors. 
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Above: Recommend t he 
valve suited to the particu- 
lar service to which it is to 
be applied. Industrial plants 
are rapidly standardizing on 
special valves for hot and 
cold water lines, steam or air 
lines, or oil piping. Gate 
valves should never be sold 
for throttling use. 


When Selling 





a) 


¥ 


jf » > .* 
la. 


Above: Composition disc 

valves using renewable discs 

enable a pipe fitter to renew 

the seating surfaces quickly. 

A small stock of discs often 

is purchased with each order 
for valves. 


Left: The best time to check up 
on stocks of stem packing is 
when valves are being purchased. 
Many operating engineers prefer 
other types of packing than those 
which are furnished by the valve 
manufacturer. 
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VALVES~Sell Him 
Something MLORE 


UYERS of valves are also buyers of other items 
which are used along with valves. Therefore, 
when a supply salesman sells an order of valves, he 
can usually secure orders for additional commodities 
frequently purchased at the same time valve orders 
are placed. 
Included in the items which should be sold with 


valves are unions, stem packing, discs, regrinding 


compound, sheet packing, reseating tools, and chain 
wheels. In addition to these more or less standard 







Right: Reseating tools are 
first aid for the weak valve. 
A worn valve seat can be 
trimmed in a few minutes 
with this special steel cutting 
tool. Reseating outfits are 
available for all kinds of 
valves of every size. 


items there are a number of other commodities, such 
as pipe and fittings, floor stands or extension stems, 
and hand wheels, which many times can be sold with 
valves. 

The “Sell Him Something More” salesman takes 
advantage of every opportunity to step up his sales 
by intelligent sales efforts. He is never satisfied un- 
til he has sold a buyer his entire needs. 

Be a “Sell Him Something More” salesman. It 
pays to do that kind of a job. 


A Regular 
Monthly Feature 


Left: It is becoming a usual practice 

to install a union in the pipe line near 

each valve. This makes it easy to re- 

move the valve without disconnecting 
a large section of piping. 
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Sell Him Something More 


Right: In large power plants ° 
where metal to metal seat valves —~Q 
are used, regrinding compound is . 
necessary for grinding in worn 
seating surfaces. A few tubes of 
abrasive paste kept in reserve may 
enable a maintenance man to make 
a quick repair by regrinding the 
valve seat while the body is still in 
the line, instead of suffering an ex- 
pensive shut down. 




















Left: The modern plants are 
using chain wheels for operat- 
ing valves in inaccessible loca- 
tions, or where handwheels be- 
come too hot for operation 
without gloves. The _ chain 
wheel control can be used on 
both large and small valves, 
and improves efficiency by elim- 
inating waste of time. 


Below: Flanged valves require sheet 
packing for flange joints. Sheet pack- 
ing orders should supplement every 
flanged valve order. Different grades 
of packing, adaptable to special serv- 
ice, can be secured for every flanged 
joint in the plant. 












Left: After you have gotten the or- 

der, your job is not finished. See to 

it that your customer receives his 

goods promptly. If your shipping de- 

partment falls down on the job, it 
reflects on you. 
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Plain Compression 
Grease Cup 





Gas Engine 
Lubricator Snap Lever Oiler 


— for many years 
standard in the boiler 


and engine room 


Specifying Penberthy 
g has become a_ habit 
Screw Plunger with many engineers 
pease. —a habit that means 


business for you. 





Safeguard Automatic 
Liquid Level Gauge 


Navy Type Liquid 
Level Gauge 









Penberthy Products 


are sold exclusively 





through the jobbing io _— 


trade. 





Ejector Syphon or 
Jet Pump 





PENBERTHY INJECTOR Co. 


ESTABLISHED IN 1886 DETROIT CANADIAN PLANT WINDSORONT 
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Distributors’ Prices or Better 


NEWLY formed organization of man- 
ufacturers in a particular industry, 
with a membership of about 30, was 

recently brought to our attention. 

One of the services to be performed by 
this organization will be to connect its mem- 
bers with various supply sources. All pur- 
chasing is to be done by individual members 
from their plants and the organization will 
not be responsible for the payment of bills 
run up by members except that it will be 
glad to cooperate in case of differences. 

The organization states that because of 
the volume of purchases of its members, it 
is expected that manufacturers will offer job- 
bers’ prices or better. 

In a letter to prospective sources of sup- 
ply the following statement is made: 

“Will you kindly advise us the best prices 
that you can give the members of the bu- 
reau? Please understand that the supply 
sources adopted by the executive committee 
will be those giving the best discounts.” 

Here is an organization, which, so far as 
we can learn, is set up primarily to beat down 
manufacturers’ prices. It expects distribu- 
tors’ prices or better. 

Admittedly, its members will buy a lot of 
stuff—but does volume alone entitle a buyer 
to distributors’ prices? 

We think not.’ For the distributor is an 
agent of the manufacturer. He stocks his 
products; advertises them; puts personal sell- 
ing efforts behind them. In other words, he 
performs distinct services for the manufac- 
turer. For these services, the distributor is 
entitled to a profit. 

On the other hand, the consumer buys 
merchandise for use in his own plant. He 
performs no distributing service whatsoever 
for the manufacturer. Therefore, he is not 
entitled to distributors’ prices. 





Most reputable manufacturers recognize 
this fact and, as a result, see to it that their 
distributors are protected in the matter of 
price, which is as it should be. 


An organization which attempts to pro- 
cure prices as low or lower than the distrib- 
utor, simply because of large volume pur- 
chases, it seems to us, does not deserve sup- 
port. 

Surely manufacturers approached by this 
group, or similar ones, are not going to be in- 
fluenced into slashing prices to their own det- 
riment as well as to the detriment of the 
distributors who carry their lines. 


(C—O) 


Cutting Prices Is the 
Bigger Gamble 


NE of the editors of Mit Suppuirs, 
visiting Pittsburgh and Youngstown 
recently, was impressed by the fact 

that most of the distributors in those cities 
seem to be thinking in terms of net profit and 
are thoroughly awake to the evils of price- 
cutting. And what is true of thinking dis- 
tributors in these two cities is also true of 
thinking distributors in other sections of the 
country. 

Discussing the subject of price-cutting, one 
of the distributors in Youngstown produced 
a letter issued by the American Iron, Steel, 
and Heavy Hardware Association to its 
members some time ago, which many of our 
readers may have read, but which furnishes 
food for thought for everybody. 


The letter asks if a cut of 10% in price 
will bring a 50% increase in business. If so, 
it advises, you will break even on the deal. 
In other words, you must do half again as 
much business if your profit at the cut price 
is to equal the profit on the old volume at the 
old price. A table is presented which shows 
the increase in volume necessary to maintain 
old profits on price cuts ranging from 5 to 
15%. If you cut your price 5%, you must 
increase your volume 18 2/3% to maintain 
the old profit; a cut of 8% requires a 
351% increase in volume; a 10% cut ne- 
cessitates a volume increase of 50%; a 
1214% cut must carry a 75% increase in 
business, and a cut of 15% calls for an in- 
crease in volume of 112!4%. 

If an item sells for $100 and you cut the 
price 15%, you must do $112.50 more busi- 
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ness to maintain your profit at the old figure, 
or, to state it another way, you must do 
$212.50 worth of business to maintain the 
profit you formerly made on a $100 sale. 


Thus it may be seen that the supply house 
resorting to promiscuous price-cutting is 
saddling itself with a gigantic load, and is 
gambling a great deal more than the house 
that turns down business rather than make 
price concessions. In the final analysis, the 
latter house—provided it carries good lines, 
renders efficient service and employs effec- 
tive selling methods—will be riding the crest 
of the wave when its short-sighted neighbor 
is struggling to keep its head above water. 


CRO 


The Buyer’s Attitude Toward 
Visiting Salesmen 


N THE reception room of a well known 
mill-supply house hangs a notice advising 
visitors, if they are not granted an inter- 

view within a reasonable length of time, to 
inquire as to the reason. The notice states 
further that this company makes it a point 
to grant courteous hearings to all visitors— 
even book agents. It makes the visitor feel 
at ease immediately. 


While buyers for mill-supply houses as a 
whole accord the visiting salesman the proper 
kind of reception, there are undoubtedly 
some who are too prone to refuse to grant 
interviews, or who fail to give many sales- 
men a real opportunity to tell their stories. 
In some cases, of course, this attitude is en- 
tirely justifiable. In others, the buyer may 
not only be passing up something that would 
be good for his house; he may be failing to 
apply the golden rule. 


The success of the buyer's house, in fact, 
his own livelihood, are dependent on the 
ability of his company’s salesmen to get in to 
see customers and prospects, and to tell their 
stories. What would be his reaction were he 
to learn that several important buyers in his 
community had refused to give his own com- 
pany’s representatives a chance? Probably 
he would feel that a great injustice had been 
done. 

What, then, of his own action when he re- 
fuses point blank to grant an interview, or 
listens half-heartedly or with open hostility 
to what the visiting salesman has to say? 





You Can Sell the Large Consumer 


HE other day we had the opportunity 

of talking with the purchasing agent of 

one of our country’s leading manufac’ 
turers of food products. 

It happened that the “P. A.” did not 
know of our connection with Mitt Sup- 
PLIES and so it gave us a chance to obtain his 
frank views as to the mill supply distributor. 

We asked this buyer from whom he 
bought his supplies and equipment, fully ex- 
pecting him to say, direct from the manufac- 
turer. For here was the buyer of a tremen- 
dous manufacturing plant. Surely, he must 
be one of these fellows we hear so much 
about, who simply refuses to patronize the 
local distributor. 

Much to our surprise, however, we 
learned that he turned practically all of his 
industrial supply and equipment business 
over to the mill-supply house. 

“We buy from the distributor,” he said, 
“because he gives us what we want when 
we want it. Many times we need stuff in a 
hurry. When we do, we know that we can 
usually count on the local distributor for 
prompt service. 

‘Further than the item of prompt service, 
we realize that the local supply house saves 
us a good deal in warehouse expense, insur- 
ance, losses from deterioration of products, 
and the like. 

“We simply cannot overlook the fact that 
the supply house is performing valuable serv- 
ices for us. We could not hope to duplicate 
them unless we went into the distributing 
business ourselves.” 


After talking with this purchasing agent, 
we got to wondering about all this talk we 
hear to the effect that the big consumer 
simply won't buy from the distributor. 

Isn’t it possible—even probable—that a 
lot of this talk is mere propaganda on the 
part of direct sellers? 

The distributor can sell the large consum- 
ers as well as the small ones, if he is on his 
toes. 

Show the big fellow where you fit into the 
picture. Point out to him the valuable serv- 
ices you render. Make clear why you de- 
serve your share of his business. In other 
words, do your selling job effectively and you 
won't have to worry about not getting busi- 
ness from the big buyer. 








OCTOBER, 1929 


61 





62 MILL 





SUPPLIES 





You Get 


What You Give 


‘Tf You Want to Figure What You 
Are Likely to Get, First Figure What 


You Have to Give’ 


Says Bruce Barton 


WAS in the office of the general manager of a 

great corporation recently. The business he man- 

ages has departments in almost every large city. 
It is a business that has unquestionably been of enor- 
mous benefit to the people of America, and has—inci- 
dentally—made millions for its founder. 

The general manager read me a letter from the “Old 
Man.” I obtained permission to copy four paragraphs. 

Here they are. What do you think of them as the 
confession of faith of a millionaire ? 

“T can honestly say now that I have never worked at 
the business for profit as the main motive. 

“My profits have been incidental, though absolutely 
necessary. 

“T have always conducted my business solely for the 
purpose of what I considered ‘public service.’ 

“Had I conducted my business for the purpose of 
making profit, I might have made as much money as | 
have made, although I doubt it. I am sure that | 
would not have made any more. J am pretty sure that 
I would not have made a quarter as much.” 

[ know a man who has grown rich by building and 
operating great hotels. 

[ slept in one of his hotels the other night, and in the 
morning | dropped into my pocket a copy of his book 
of instructions ta his employees. Here are some quo- 
tations from that book: 

“A hotel has just one thing to sell. 

“That one thing is service. 

“The hotel that sells poor service is a poor hotel. 

“The hotel that sells good service is a good hotel. 

“It is the object of this hotel to sell its guests the 
very best service in the world. 


“The service of a hotel is not a thing supplied by 


Harris & Ewing 





any single individual. 
any one guest. 


It is not special attention to 


“Hotel service means the limit of courteous, efficient 
attention from each particular employee to each par- 
ticular guest. 

“This is the kind of service the guest pays for when 
he pays his bill—whether it is for $2 or $20 a day. 
It is the kind of service he is entitled to, and he need 
not and should not pay any more.” 

It is interesting to note how, in the course of time, 
the practical men of the world finally come around to 
the point of view of the world’s dreamers. 

Napoleon, the practical man, refused to see the 
dreamer Fulton, with his absurd claim that he could 
make a boat run against tide and wind. 

3ut today all practical men pay tacit tribute to that 
dreamer. 

For two thousand years practical men have looked 
with a superior sort of tolerance on the teachings of a 
certain Carpenter of Nazareth. What he said was 
very good, of course, but utterly impractical. 

Yet the service idea, which is the big new idea in 
modern business was first discovered and announced by 
that Carpenter: 


“Whosoever will be great among you, let him be 
your minister; and whosoever will be chief among you, 
let him be your servant.” 

It is the one solid, practical rule for building a busi- 
ness or a business career. 


F YOU want to know how far you will go in busi- 

ness, take account of stock: find out how much 
service you are equipped to perform. 

If you want to figure what you are likely to get, first 
figure what you have to give. 


©McClure Newspaper Syndicate 
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of all Orders for 
Stock Pumps and 
Parts Shipped 
within 24 Hours 


Quick Service is Another Goulds Feature 
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— and quick shipments—within 
24 hours—on all standard pumps and 
parts! That is Goulds service—to-day. 


Study the above charts. They illus- 
trate Goulds service—show that 95 per 
cent. of the orders for ‘‘stock’’ pumps 
received during two months were filled 
within one day after receipt of the order 
at the factory. 
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This speedy delivery, in addition to a 
complete line of pumps that includes 
one for every purpose, offers a service 
that is hard to surpass. Send us your 
pump orders and let us demonstrate our 
quick delivery facilities. We carry large 
warehouse stocks at Boston, New York, 
Philadelphia, Chicago and Seneca Falls 
so that your needs can be met speedily. 






Gg 





ss 
0 

Seneca Falls, W.Y. 
Branch Offices: 


Citizens & Southern Bank Bldg., Atlanta, Ga. 16 Murray St., New York, N, Y. 
194 Congress St., Boston, Mass. 111 North Third St., Philadelphia, Penn. 
12-14 South Clinton St., Chicago, Il. 636 Henry W. Oliver St., Pittsburgh, Penn. 
1902 Second National Bank Bldg., Houston, Tex. 705 Kennedy Bldg., Tulsa, Okla. 

Union Trust Bldg., Cleveland, Ohio 
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a forceful 


blow 


without 
damaging 
material struck 





Heads may be re- 


moved and_ re- 


placed merely 
loosening nut 


under head, 


COLVIN 


RAW- HIDE 


HAMMERS 


with INTERCHANGEABLE 
HEADS are scientifically designed 
and carefully made of special raw- 
hide. Smooth, compact and du- 
rable. 






Widely Used 


By engineers, machinists, electrical 
and metal workers and all trades 
that use hand punches and dies. 


Fast Selling 


Colvin hammers are made in five 
sizes to suit the work. You can sell 
more of these hammers in your ter- 
ritory by distributing descriptive 
folders we gladly will send you on 
request. Write today for these ef- 
fective sales helps. 


GREENE, TWEED & CO. 


109 DUANE ST. 
NEW YORK CITY 





Making Customers Is 
What Counts 


(Continued from page 44) 


| 

| 

|man contacts his customers so 
|often that he must tell them the 
| truth about all things, even to the ex- 
| tent of advising them to buy certain 
| items elsewhere, when it will pay 
| them to do it. It is hard to turn 
down business and send it to another 
house, but this strategy may make a 
| permanent customer rather than a 


| temporary one. 
| 
| 





Then there is the “trifle’ of not 
going behind the buyer’s back. As 
an illustration, I have one customer 
who has given me free rein to call 
on any of the foremen in his plant, 
yet if | were to do it without get- 
ting his sanction each time, he would 
resent it. So my procedure is al- 
ways the same. “Mr. Blank, I don’t 
want to waste your time with a lot 
of detail, but I have a new tool 
here that I would like to explain 
‘to the man who actually could use 
it.” Immediately I am given the 
right man’s name and an invitation 
to step into the factory and see him. 
A religious observance of this trifle 


has brought me closer to certain 
buyers than any other method I 


could use. “Going over the buyer’s 

head” is equally as disastrous as 
operating “behind his back.” _ It 
doesn’t pay in the long run. 

But more important than these 
‘two tools the master stroke of 
friendship. It is necessary to win 
a man’s friendship before he will 
give you his confidence and_busi- 
ness. One effective way to win 
a man’s confidence is to “play up” 
his hobby. All of us the world 
over have something in common. 
| Always remember, however, to talk 
your prospect’s hobby, not yours. 

And then, too, be sure to let your 
discussion of hobbies come about 
naturally and logically. Don’t force 
it as I did on one occasion. I was 
calling on a new buyer for the first 
time. As I stepped into his office 
|1 overheard him break a golf date 
/over the phone. He seemed so con- 
cerned over it that I knew he must 
be an ardent golf enthusiast. So 
immediately I launched into a dis- 
cussion of golf, confident that our 
relations would be cemented on the 
|spot! But apparently this move 
was an obvious “play”. 


is 


He closed 


up like a clam, and on my next 
visit was too busy to see me. Since 
then I have had to begin all over 
again. Now I am talking business 
only, but some day the right oppor- 
tunity will present itself for either 
talking golf or playing it with him. 
Incidentally, the more varied your 
interest in sports, the greater your 
opportunity for “getting close” to 
each of your buyers. 

Once you have learned your 
“A BC’s,” you know them, but not 
so in selling. I have been calling 
on the big industrials for 10 years. 
Way back in 1911 I started with 
this company as an_ errand-boy. 
During the next 8 years I worked 
in all departments of the store ex- 
cept builders’ hardware. Yet the 
more I sell, the more I realize what 
a lot I have to learn. 

For instance, I have been calling 
on several quarries a long time, yet 
never thought of selling them any 
hoists for raising the bearings on a 
crusher. Since the caps on these 
bearings weigh several tons, it has 
always been a problem to lift them. 
Old methods consisted of using a 
rope and tackle, or jacking up the 
bearings with 5 or 6 jacks for each 
bearing, or getting 8 to 10 men to 
pull them up. Now two men do 
the job in less than half the time 
it used to take 10. Formerly, the 
crusher was “down” for two days 
at least; whereas now, operations 
are suspended less than half a day. 
After studying this new use of the 
hoist, I am going to suggest that 
all of the quarries I call on do the 
same thing and thus cut down their 
re-babbitting costs to the minimum. 

Such manufacturing helps provide 
a sure-fire tool for making custom- 
ers. Everyone has a horror of be- 
ing “sold.” No one likes to be 
“sold,” but all of us like to buy. 
If you can show a buyer how the 
purchase, say, of two hoists will 
cut his re-babbitting costs, you have 
done a fine piece of selling, but he 
thinks he has bought. 

A buyer can buy from any mill 
supply house, but if you can give 
him ideas as well as equipment, you 
have given him something that he 
cannot buy elsewhere. It pays to 
be a clearing house of ideas, always 
to know of some similar industry 
which is cutting the corners by 
adopting modern methods and mod- 
ern equipment. Thus, instead of 
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New Distinctive Hack Saw 
Packed in a Distinctive Box 
The Fast Selling Simonds Red Streak” 
The Blade With Ihe Red End 











ABST 
MAND BLavEs \j 
The 


Blade wlth the me ed Ena 
WM STEM co, FIT chur, MASS. 15.5, 9 


For more Hack Saw sales and quicker turnover and better profits tie in 
with the big SIMONDS sales plan which is now putting over to the user 
the BEST HACK SAW BLADE EVER MADE. It is the 

a SIMONDS HACK SAW which is the result of years of study and tests 
to make a blade of much better quality and distinctive from the sales as 
well as every other standpoint. Mechanics acclaim the 

as the BEST THEY HAVE EVER USED. They are demanding the 
HACK SAW WITH THE Here is your opportunity to sell 
a distinctive hack saw blade quickly and with profit to your house. 


Easily recognized. Strongly advertised and supported by customer de- 
mand—the hack saw blade with the 


Simonds Saw and Steel Company 


“The Hack Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS, 
Chicago, Ill. New Orleans, La. San Francisco, Cal. Toronto, Ont. 
Boston, Mass. Memphis, Tenn. Los Angeles, Cal. Vancouver, B. C. 
Detroit, Mich. Atlanta, Ga. Seattle, Wash. St. John, N. B. 
New York City Portland, Ore. Montreal, Que. 


SIMONDS 
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Gallon Foam Type 
tinguisher 





2% Gallon Pump Type 
Non-Freezing Ex- 
tinguisher 





5 Gallon Pump Tank 
Extinguisher 


GEO. W. DIENER MFG. CO. 


416 N. Monticello Ave.,. CHICAGO 
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| recapture an old one. 
| customer who has slipped out of 


| SO 


meeting competition, you make com- 
petition ! 

The danger of price cutting was 
never brought home to me so forci- 
bly as on an occasion when two 
large firms merged. I was very 
close to one buyer. One day he 
asked me the price of a certain 
drill. I was rather surprised, as I 
had been selling him the same make 
at the same price for over a year. 
After I quoted him the usual price, 
he told me he understood that the 
buyer of the company with whom 
they had merged was getting a 
lower price than he. Now it hap- 
pened that a third man had been 


| appointed to check the invoices of 


one plant against the other. It 
turned out afterward that this new 
man had made a mistake, as the 


| prices made to both companies were 
| identical. 


However, if such had not 
been the case, I would have per- 
manently lost the business of this 
tremendous new company. As a 
result of this accident that almost 
happened, I am no longer even 
tempted to meet prices. 

It is hard enough to win a new 
customer, but it is harder still to 
I have one 


my grasp for some reason which I 
cannot trace. I am still trying to 


| find the real cause, but meanwhile 


[ am calling on him once or twice 
a month just to maintain contact, 
that if I never do trace the 


| origin of the misunderstanding, I 


may win back the account by help- 
ing out in an emergency. 

No doubt many salesmen study, 
as I do, the Babson reports, as well 
as leading magazine reports such as 
“What's Selling in My Territory?” 
which appears each month in MiILi 
SuppLies. If my sales volume is 
proportionately less than it should 
be according to these general re- 


| ports, I begin some stiff analyses 


of my methods to find out just 
where I[ am slipping, and immediate- 
ly proceed to correct that condition. 


| On the other hand, if my figures 
/are ahead, I continue or intensify 


my present methods. 

Referring again to the straight 
commission plan of compensation, I 
find that it makes me very honest 
toward my house. If I have an 
account that I don’t seem able to 
get close to, even after months of 
trying, I turn it over to some other 


salesman; and similarly, the other 
salesmen do the same. As an ex- 
ample, one of my best accounts was 
once a white elephant on another 
territory. This “trade” might never 
have taken place if we were com- 
pensated on a salary basis. 

But perhaps in the final analysis, 
the “biggest” trifle in making cus- 
tomers is your own mental attitude. 
Here at our company, we have a 
homely kernel of wisdom which has 
become almost a byword: “There 


are no hard customers: it is the 
salesman who is hard.” If your 
feet hurt, buy new shoes. If any- 


thing bothers you, remove the cause, 
but above all else, smile, mentally 
as well as physically. Preserve 
your agreeable disposition at any 
cost! With it you can sell the 
Brooklyn Bridge. Without it you 
can’t sell anything. 


“If I Were a Mill Supply 
Salesman—” 
(Continued from page 53) 

his own material on the job far 
more economically than he can buy 
it ready cut, and shows him how 
the waste can be used for corner 
blocks, plastering grounds, bridg- 
ings, and so on, or for decorating 
the houses he builds with arbors, 
window boxes and other attractive 
features. In other words, it shows 
him how he can make homes of 
these buildings instead of just 
houses, without buying more lum- 
ber. In case he is selling the houses 
he builds, these features make them 
more readily salable, which is an- 
other strong talking point. When 
the contractor-builder does more of 
his own work, he has a greater 
spread of his overhead and puts 
more labor hours in a job for both 
himself and his men, and therefore 
increases his own profits. 

Now, it stands to reason that 
when the salesman takes a broad- 
side of this type, or another effec- 
tive piece of literature, and goes 
over it, point for point, and picture 
for picture, with his prospect, he is 
likely to do a much more effective 
selling job than he would were he 
simply talking and trying to draw 
pictures with his words. 

It is no secret that selling with 
the aid of literature has many ad- 
vantages. You rivet the customer’s 
attention on (Contin’d on page 125) 
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Ball-Bearing Spur-Geared 


CHAIN BLOCKS 


Inside and Out 


yw Ball-Bearing Spur-Geared Chain Blocks 
safely serve all industries, and constitute the 
most efficient method of hoisting by hand. Their rug- 


gedness permits them to do unfailing work outside in 








rough weather, as well as inside under sheltered roofs. 
Heat treated driving pinion; accurately ground for 
fit... hardened and ground chrome vanadium ball 
races for the load carrying bearings . . . accurately 
meshed gears and properly designed lubrication to 
prevent wear ; . . uniform fit of die-shaped links in 
smoothly cast steel load sheave ... perfect co-ordina- 
tion of complete unit, All parts manufactured in the 
Yale plant under the Yale system of rigid inspection 
and test insures a high and maintained efficiency. 





THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A; 





Hoisting Conveying Systems 


YALE MARKED IS YALE MADE 
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K20—4,000 pounds and 6,000 
pound capacities 





ye Electric Industrial Trucks, Tractors and 
Trailers set the standards of service for such types 


of materials handling equipment. 











Yale through its purchase of Stuebing has brought 








about an unparalleled companionship of Electric In- 
dustrial Trucks, Hand Lift Trucks and Skid Platforms. 


The Stuebing organization and products are being ating 3 capacity 
—low li 














maintained intact. 





The complete line of Yale Electric Industrial Trucks 





affords you a selection of models and types that will 
handle your particular transportation problem at the 


lowest cost, and with maximum maintained efficiency. 


Yale Engineers will gladly study your particular 











material handling needs, without obligation to you. 


Just phone or write our nearest representative. K25—6,000 pound capacity 
— high li 
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K24B—3 Wheel Tractor 


























K67—4 Wheel Steer Trailer 





ae THE YALE & TOWNE 
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Blue Streak, 
2,500 pound capacity 








TUEBING Lift Trucks and Skid Platforms now 

have even greater significance in the materials 

handling field through their union with the world 
famous Yale organization. 




















Facilities in production, distribution and service, 
heretofore unexcelled with Stuebing, become further 
strengthened by their association with Yale materials 
handling equipment. 











Red Streak, 5,000 pound capac- 
ity fully ball-bearing equipped 





In selecting Yale Stuebing equipment you have a 
complete line from which to choose that particular 
model or type or system especially suited to your 
conditions for loads ranging from 500 to 20,000 pounds. 





And furthermore, Yale Stuebing service is accessible 
everywhere, a factor industry is keen to appreciate. 
Have our nearest representative explain the many 
added advantages now available in the Yale Stuebing 


line, or write direct to us. 
KX Model, multiple lift, 5,000 — 
pound capacity 
































X Model, multiple lift, capac- 
ities up to 20.000 pounds 























Skid ; 
Stuebing oe ad a 


MANUFACTURING co. 
The Stuebing Cowan Division, Cincinnati, Ohio 
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Have You Heard That-- 


Up-to-the-minute news from the field 
about INDUSTRIAL DISTRIBUTORS 


and their salesmen 





The 1930 Triple Convention 

The Southern Supply and Ma- 
chinery Dealers Association has in- 
vited the American and National 
Association to meet with it early 


in April, 1930, in Memphis, Ten- 
nessee. 
The American Association has 


agreed to go to Memphis while the 
National is putting the question up 
to its members. 

Undoubtedly a definite decision 
will have been reached before an- 
other month passes by. 

* 


Murray Executives Make Use 
of Airplane 

Speed is the watchword in busi- 
ness today and one way of getting 
speed is by using the airplane. 

Charles S. Barry, secretary-treas- 
urer, and Charles M. Nevitt, gen- 
eral manager, The Murray 
Company, well-known manu factur- 
distributors of Dallas, 
Texas, have been using the airplane 
for business purposes with good re- 
sults for time. 

In speaking of flying, Mr. Nevitt 
says, “Flying is safer than motor- 
If you don't think it is, com- 
the statistics of accidents in 
motor cars with those in airplanes. 


sales 


ers and 


some 


ing. 


pare 





We had a hard time getting Fred Pfeif- 
fer, vice-president and general manager 
of the Neill-LaVielle Supply Company, 
Louisville, to step outside and pose for 
this picture, but we finally landed him, 
and here he is. Fred has been with the 
company for many years, and knows the 
ins and outs and every corner of the 

business to a “T.” 


A sensible pilot can wing you about 
the country with more safety than 
you can motor about. And there is 
neither dust nor foolish drivers to 
bother you.” 

Mr. Barry is also enthusiastic 
about flying. To illustrate how 
practical flying is for the busy ex- 
ecutive, he told of a recent experi- 


ence. Both he and Mr. Nevitt had 
to be in Jackson, Mississippi, on a 
Thursday and back in Dallas at 
night. Such a thing was impossible 
except by air. 

They hopped off early Thursday 
morning, completed their business 
there, and ate dinner at their own 
tables in Dallas Thursday night. 

* * * 
Fulton Supply Adds Brown 
and Sharpe Line 

The Fulton Supply Company, At- 
lanta, Georgia, announces that it has 
just been appointed distributor for 
the Brown and Sharpe line of ma- 
chine tools, manufactured by the 
Brown and Sharpe Manufacturing 
Company, Providence, Rhode Island. 

* * * 
Reaching the Men 
in the Plant 


HE Casanave Supply Com- 

pany of Philadelphia, has an 
effective plan for reaching the “men 
on the inside” in plants where buy- 
ers refuse to grant them this privi- 
lege. 

Each salesman makes it his busi- 
ness to find out the names of the 
various foremen and maintenance 
men in the factory. Then these 
men are sent personal letters and 








These photographs will give some idea of how the new pipe warehouse and yard of the Ross Willoughby Company, 


Columbus, Ohio, look. 
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Only the AMES 
ALL STAR’ Line 


can give you all these features 


the perfected R-MOR-D 
handle for all day comfort 








¥ Oe 


ce magia 


the famous AMES BEND, of- 


ten copied, never duplicated 


ee ee 


St.Louis,Mo- Anoerson.|woUSA 


individually wrapped han- 
dles sanded and lacquered. 


I 


every blade heat treated 
to insure Ames quality 


a - ellis: 


a complete “All Star” line of 
shovels, spades and scoops 


MORE 


AMES SHOVELS) 


are USED 
than any other _— 


The complete “All Star” Ames line includes the genuine O. Ames Four Star, the Ames 
3 Star and the Ames 2 Star to meet every need. You will profit best if you “look for 
the stars” on every shovel you buy. 


—and ~ 

















AMES SHOVEL AND TOOL COMPANY 


NORTH EASTON <> MASSACHUSETTS 
ST. LOUIS, MISSOURI - - - ANDERSON, INDIANA 3050 








MILE. SUPPLIES 





ne of Your Custom e 


KMILWAUMER BRUSH MEG COs 
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Look at this MILWAUKEE Mono-Built 
wire brush. Every detail shows skill and 
science in design and construction. A 
production man will recognize these 
points at a glance . . . and will be even 
better pleased after he puts the brush 
into use. But that’s true of any MIL- 
WADUKEE Brush. Let’s talk about your 
opportunities in MILWAUKEE Brushes 


MILWAUKEE BRUSH MFG.CO | 





HE Milwaukee Catalog shows 
—— = every standard type brush. But 

ES brushes for any purpose will be built 

ie ee eae i to customer’s specifications. 

Let us discuss the opportunity for you 

that lies in Milwaukee Brushes. 





The MILWAUKEE BRUSH 
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Brush for Every 


UCCESSFUL distributors recognize the 
advantage of connections with reli- 
able manufacturers . . . . sources of quality 


lines that have wide use .. . . and that bring 
in Repeat Business. 


MILWAUKEE Brushes offer Mill Supply 
salesmen top-notch opportunities. Every 
Number, carefully designed, thoroughly 
built, delivers 100% customer satisfaction ————————— 
and puts smiles on the face of the salesman, Pp Mat etiah he 
and dollars in his pockets. hi yl nO ch hi 


The Mill Supply trade will find MILWAU- 
KEE Brushes a line that can be offered to 
every industrial buyer with pride, and with 
surety of satisfaction to the customer, and 
profit to the house. 


ORR LRRD EEE RN TEER E AT AR ARAN DBCS ER Ab ed TNE 





A COMPLETE LINE 


Brushes and Brooms 
Bristle, Fiber and Wire 
For Maintenance or Produc- 


Remember tion Use 


Hand or Power Operated 


—In other words, for anything in the 
way of a Brush or Broom used in any 
industrial plant—MILWAUKEE 


means 


“Brush Excellence’ 
1 MANUFACTURING CO. 
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“Busy since 1833.” 





No, not these gentlemen, but the H. D. Taylor Company, 
99-117 Oak Street, Buffalo, New York, which they represent. 


From left to 


right they read something like this: Leslie Joslin, outside salesman; Frank 


Pullen, in charge of inside salesmen; 


William Johnston, outside salesman; 


Joe Graber, manager, hardware and steel departments; and Bill Leggett, 
outside salesman. 


circulars at regular intervals. All 
mailing pieces are marked for a par- 
ticular individual, instead of a gen- 


eral title. Thus, they reach the 
actual buying source legitimately 


and effectively, without arousing the 
enmity of the buyer. 


J. A. Dodson Kept from 
Duties by Illness 

J. A. Dodson, purchasing agent 
of the Somers, litler and Todd 
Company, has been confined to his 
home the last five 
months because of illness. Mr. 
has with the 
known Pittsburgh — supply 
house the last 35 years, is a 
well known and 
figure in the mill supply field, and 
many his 


speedy recovery. 


for four or 


Dodson, who been 
well 
for 
highly respected 


his friends hope for 


Distributors Report on Busi- 
ness Conditions 

Following are the reports of 
various distributors, as of the fore 
part of September, on business con- 
ditions in their respective territories: 

Dempster Mill Manufacturing 
Company, Sioux Falls, South Dako- 
ta—business for August showed a 
10 per cent increase over the same 
month for 1928. 

Arkansas Mill Supply Company, 
Pine Bluff, Arkansas—volume three 





per cent under last year, with satis- 
factory profits. 

Jones and Hardy, Incorporated, 
Hudson, New York—August was a 
quiet month, a gradual improvement 
noticed in September, however. 

Lynd-lFarquhar Company, Boston, 
Massachusetts—Business very quiet 


during August, with September 
making a fine start. 
Kane and Keyser Hardware 


Company, Belington, West Virginia 
—a slight improvement has been 
noticed and prospects are better for 
the last half of 1929. 

Industrial Supply Company, Los 
Angeles—Business spotty, not any 
general improvement at present, out- 
look better, collections slow. 

Julius Rasmussen Company, Mil- 
waukee—Largest month since 1922. 

Hayden Supply Company, Grand 
Rapids, Michigan—This company 
reports that business has been fall- 
ing off to the extent of about 15 
percent in the last few months. 

Bittenbender Company, Scranton, 
Pennsylvania—Business is below 
normal now, but there is a hopeful 
outlook for the rest of the year. 

The Hughes Supply Company, 
Mansfield, Ohio, writes that “Busi- 
ness is slowing up materially in 
comparison with June and July. 
Shorter hours are the rule in local 
factories, except the steel mills. Pro- 
jected improvements are being held 
up and money is tighter. We feel 
that some far-reaching: cause is re- 
sponsible for this—not local causes. 


We are wondering if too much 
money is in New York, on Wall 
Street.” 





~ 





A lively looking group, the sales organization of the Leighton Supply Com- 
pany, Fort Dodge, Iowa, don’t you think? This picture was taken at a recent 


sales conference. 


Back row, left to right, C. E. Anderson, sales manager, and 


George Mittelstadt, L. J. Durfee, J. L. Morrison and P. A. Peterson, salesmen; 

center row, P. T. Friest and H. Shields, salesmen; E. I. Leighton, secretary- 

treasurer and general manager, and L. C. Burwell, salesman; front row, Luke 

Leighton, salesman and son of E. I. Leighton, and G. A. Whittington, buyer 
and “price cat” compiler. 
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THE NAME STOCKHAM Is ON THE PIPE FITTINGS 
IN ALL OF THESE LARGE INSTALLATIONS 





N THE following listed power plants, 
oil refineries, industrial plants, public 
buildings, hotels, office buildings and 

apartments, the accuracy of Stockham 
Fittings permitted easy and quick in- 
stallation—in service, their quality is being demonstrated by their 
performance. The full Stockham line of over 7500 different fittings 
is quickly available to you through established wholesalers and 
mill supply houses everywhere. 
























ELECTRIC FURNACE STEEL: CAST AND MALLEABLE IRON: 
Interborough Rapid Transit Co., Chanin Building.............. New York City 
New York City Liggett Building.............. New York City 
United Electric Light & Power Co., - Graybar Building. ............ New York City 
New York City Metropolitan Building. ....... New York City 
Great Western Power Co., SanFrancisco, Calif. park Central Hotel........... New York City 
Standard Oil Company Refinery, ere New York City 
Bayonne, N. J. Stock Exchange Annex........ New York City 
Standard Oil Company Refinery, Bayway,N.J- Brooklyn Towers............. Brooklyn, N. Y. 
Standard Oil Company Refinery, Canton, Md. Bolt RUE. co Chicago, Il. 
Standard Oil Company _ S.C Campbell Soup Company’s Plant, Chicago, Ill. 
Seuntecd Gt Compensy Refinery, ** Straus Building................. Chicago, Ill. 
Baton Rouge, La. Pure Pere Chicago, Ill. 
Wealthy St., Steam Plant, Shoreland Hotel Deas abate wus Chicago, Il. 
Grand Rapids, Mich. Cook County Jail............... Chicago, Ill. 
Power Plant, City of Brownsville, Fisher Building... ...........600 Detroit, Mich. 
Brownsville, Texas Masonic Temple.............. Detroit, Mich. 
Victoria Power Station........ Victoria, Texas Union Trust Building......... Detroit, Mich. 
Oklahoma Power Co...... Sand Springs, Okla. Wolverine Hotel............. .Detroit, Mich. 
Texas Gulf Sulphur Co.. Bowling, Terns City Tall. ...............022:0605 Los Angeles, Calif. 
Comal Power Plant. ....New Braunfels, Texas Lord Baltimore Hotel........ Baltimore, Md. 
Tennessee Coal, Iron & R. R. Co. S. W. Bell Building........... St. Louis, Mo. 
Fairfield, Ala. Bachelor Apartments......... St. Louis, Mo. 
Alabama Power Company’s Steam Plant, Belirieve Hotel................ St. Louis, Mo. 
sorgas, Ala. Chase Hotel and annem .St. Louis, Mo. 
Gulf States Steel Corp.....Alabama City, Ala. Coronada Hotel........... .. St. Louis, Mo. 
Federal Reserve Bank.........St. Louis, Mo. 
Melbourne Hotel............. St. Louis, Mo. 
Scottish Rite Building... .St. Louis, Mo. 


Theodore Roosevelt High School, 
St. Louis, Mo. 
St. Mary’s Hospital........... St. Louis, Mo. 
Clark Buliding............... Pittsburgh, Pa. 
Southern Ry. Building. ...Washington, D. C. 
U. S. Chamber of Commerce, 
Washington, D. C. 
Miramer Apartment Hotel, 
Minneapolis, Minn. 





ree St. Paul, Minn. 
rer Omaha, Nebr. 
Bellevue Hotel............. Kansas City, Mo. 
Kansas City Athletic Club. . Kansas City, Mo. 
Canal Bank Building....... New Orleans, La. 


RO ee eee New Orleans, La. 








Indemnity Building........ New Orleans, La. 


Roosevelt Hotel............ New Orleans, La. 

eS errr -,Columbus, Ohio 
De, ee: Columbus, Ohio 
Auditorium Hotel............ Houston, Texas 
Post Dispatch Building...... Houston, Texas 
Warwick Heotel............... Houston, Texas 


Bankhead-Leland Hotel. .. Birmingham, Ala. 
Thomas Jefferson Hotel... . Birmingham, Ala. 


Public Library. ..........<. Birmingham, Ala. 
Pizitz Department Store. .. Birmingham, Ala. 
Dallas Sanatorium............. Dallas, Texas 
Shrine Temple............. Des Moines, Iowa 
eee Chattanooga, Tenn. 
ae Jacksonville, Fla. 
Post Office Building........... Lancaster, Pa. 
Alden Park Manor.......... Brookline, Mass. 
Buena Vista Hotel. . Biloxi, Miss. 


General Motors Yellow Truck Plant, 
Pontiac, Mich. 
Senior High School........Little Rock, Mich. 
Reynolds Office Building, 
Winston-Salem, N. C. 
New Eastern High School.... . Lansing, Mich. 
Nansemond Hotel........... Ocean View, Va. 
Armory and Theater Bldg., Hopkinsville, Ky. 
The Singing Tower.....Near Lake Wales, Fla. 
The Pioneer Rubber Mills Plant, 
Pittsburg, Calif. 


The President Hotel.......... Waterloo, Iowa 
reer ee Milwaukee, Wis. 
Post Office Building......... .Lancaster, Pa. 


City Hospital and Nurses Home, Atlanta, Ga. 
Saline County Court House.... Wilber, Nebr. 


Eastern High School.......... Lansing, Mich. 
Philtower Building.............. Tulsa, Okla. 
Crownsville Hospital........ Crownsville, Md. 
Villa Riviera Apartments, Long Beach, Calif. 
World Herald Addition........ Omaha, Nebr. 
510 Graveland Apt. Hotel,Minneapolis, Minn. 
Baker Building.......... Minneapolis, Minn. 


Shrine Temple and Consistory, 
es Moines, Iowa 


Co ee re Wausau, Wis. 
John Deere Tractor Plant..... Waterloo, Iowa 
eee Galesburg, Ill. 
Teachers Training School. .....Kutztown, Pa. 
Teachers Training School. ...Lock Haven, Pa. 
a ere Lansing, Mich. 
Masonic Temple... .. ..Lansing, Mich. 


Walter French High School. .Lansing, Mich. 
Olds Motor Co. Administration Building, 

Lansing, Mich. 

Ohio Bell Telephone Co...... Cleveland, Ohio 

William Penn Hotel.......... Pittsburgh, Pa. 

Fort Shelby Hotel............. Detroit, Mich. 

Orpheum Theatre............. Omaha, Nebr. 
Union Pacific R. R. Office Bldg. Addition, 

Omaha, Nebr. 

Irving Junior High School..... Lincoln, Nebr. 


U.S. Army Barracks........ Fort Riley, Kans. 
IE I 55 oo on aoe weceiors Superior, Nebr. 
Yancey Hotel...... ....North Platte, Nebr. 


Woodrow Wilson Junior High School, 

Cedar Rapids, Iowa 
Coliseum....... .. Cedar Rapids, Iowa 
Pennsylvania R. R. ‘Building, Philadelphia, Pa. 


STOCKHAM 
PIPE & FITTINGS CO., 
Birmingham, Ala. 


Stocks in: Boston, New York, 
Chicago, Houston, Los Angeles 





sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL 


MALLEABLE 


Screwed—Flanged—Drainage—Sprinkler Screwed—Flanged Standard—Extra Heavy—Hydraulic—Oil Country 
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Ease of handling 
-power — speed 
and safety. Re- 
liability and long 
life. Better known 
and easiest for 
mill supply dis- 
tributors and 
their salesmen to 
sell. 





Here’s part of the force that keeps things humming for the Pittsburgh Supply 
Company, Pittsburgh. Left to right, George Kay, vice-president; E. M. Taylor, 
secretary-treasurer; M. A. Brocksmith, secretary to Arthur Booth, president 
and manager; Flora Wolfe, telephone operator; Mr. Booth and F. B. McCurry, 











DGER CAR 
MOVER 


-and 
profits 


B 


the 
are 
good. Steady 


busi- 
ness from 
satisfied cus- 
tomers. 


S 
“Bp 


repeat 





Safety 
Car 
Wrench 


Unbreakable with 
ordinary usage. 
Automatically ad- 
justs itself to any 
size winding tap on 
hopper bottom cars. 
Can be’ used where 
other style wrenches 
fail—and with absolute 
safety. 







Write for details and prices 


ADVANCE 


CAR MOVER COMPANY 


Appleton - - - Wisconsin 


city salesman. The people at this place form a big, happy family. 


Colonial Supply Takes on 
New Lines 

The Colonial Supply Company, 
Pittsburgh, is sole distributor in the 
United States for the Cajo gas leak 
detector and the K & S pocket ra- 
diation pyrometer. Both these 
products are manufactured in Ger- 


of 


many. 
The company has also just taken 
on the Toots—E 
signals, Blackhawk hydraulic jacks, 
Sealit joint com- 


following lines: 


wrenches, etc., 


year ‘round pound, and Stronach nails. 


Changes in Officers of Central 
Rubber and Supply 

As announced in the September 
issue of Mitt Supprires, FF. M. 
Peters was recently elected secre- 
tary of the Central Rubber and 
Supply Company, Indianapolis. Mr. 
Peters, who will continue to serve 


|as purchasing agent and as a direc- 


tor of the company, succeeded A. C. 


as secretary, while J. H. 
Ruddell, who has been vice-presi- 
dent, succeeded Mr. Moore as treas- 
urer. Mr. Ruddell, however, con- 
tinues as vice-president of the 
company. Mr. Moore retired from 
the business last spring, disposing 
of his interest to other members of 
the firm. He is at present enjoy- 
ing a vacation in Europe in com- 
pany with his daughter. 
xk *K * 


Moore 


Supply Firm Has Parade 

The force of James McGraw, In 
corporated, Richmond, Virginia, re- 
cently found a way of making itself 
seen and heard. A regular bang-up 
parade was held by the company, 
with a motorcycle cop leading the 
way. One of the company’s large 
trucks was at the head with a brass 
band, followed by the balance of 
the trucks and the salesmen’s cars. 
Sach car carried a sign on top and 
all horn buttons were held down for 











The Barrett-Christie Company, Chicago, holds a sales meeting every Saturday 


morning. 


Our photographer happened around and this group is the result. 


Standing, left to right: R. D. Samson, Aluminum Bearing Company; Harry 


Barrett, president; E. A. Key, Key Boiler Equipment Company; R. P 
Sprinkle; John K. Adams; S. E. Nims; 


vice-president; S. O. Olsen; W. J. 


Kemp, 


Herbert Reese, Victor Saw Works, and J. G. Christie, secretary-treasurer. 
Front: L. E. Brewster; M. R. Pearce; T. G. France; J. R. Smith; C. M. White; 
H. B. Westphal; L. V. Hill, Key Boiler Equipment Company, and E. S. Elliott. 


Y 


OCTOBER, 1929 MILL SUPPLIES 


~ 


~ 








OUTSTANDING! 


The NEW AND BETTER 


Constructed vise with the 
slide machined from a bar of 
solid steel making it un- 
breakable where vises usually 
break and thousands of 
pounds stronger than cast 
slide type. 









Steel 4 
Slide — 





i 


Bia Pah 


a 
ae 
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EXCLUSIVE 


_ JOBBER 
JOBBERS: FRANCHISE 


Now with the Simplex Vise 


your men can offer your trade Here is a fast selling line of vises 
a vise that will not break in that will meet every demand of 
the slide. The industrial field vise work. We are offering you 
will welcome this advance in the exclusive sales rights in your 
vise construction and_ selling territory and full sales co-opera- 
will be easy. The Simplex Vise tion. 

should enable you to get more A . 

than your share of the vise Write us for details. 


business in your territory. 


The Cost: 
Construction NO MORE THAN THE 
atlas ORDINARY CAST IRON TYPE 
Features: 


SAME STANDARD LIST AND 


1—STEEL SLIDE DISCOUNT 


2—RENEWABLE STEEL JAWS 

3—ONE PIECE HANDLE 

{—FINISHED IN BLUE-GRAY Guaranteed 
ENAMEL against breakage 


SIMPLEX 
VISES 


Simplex Tool Company, Woonsocket, R. I. 
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Cushman Nose Type 
COLLET CHUCK 





HIS chuck takes collets from 1%” to 

134” inclusive, and any bar that will 
pass through the spindle can be 
held. It is mounted on spindle nose by 
bolting to a plate the same way that a 
lathe chuck would be. 


Send for Details and Prices 


Cushman Chuck Co. 


HARTFORD,CONN. 


\ 











For transmission 
and conveyor 





Standard self- 
aligning rust-proof 
Belt fasteners 


Quickly applied and speed pro- 
duction for your customers ... 
One tap of the hammer holds 
plates aligned until rivets are 
driven. Rivets are self-piercing 
and _ self-clinching. fast 
money-making item you. 
Write for prices. 


for 


A few exclusive territories in 
the United States, Canada 
and some foreign countries 
still open. Write 


The Bourne-Fuller Co. 
(Upson Works) 
Unionville 


today 


Conn. 











At a sales conference of Beals, McCarthy and Rogers, Incorporated, 40-62 


Terrace, Buffalo, New York. 


Here we see the major portion of the sales 


staff of this company. These boys meet every Saturday morning to discuss 
the problems of the week and receive helpful suggestions from manufacturers. 


the duration of the parade, which 
went past some of the company’s 
customer’s places of business. This 
firm certainly believes in advertising. 

The above company reports the 
addition to its sales force of W. T. 
Ralston, who will travel all of the 
company’s territory, specializing in 


his frequent pleasure trips to Eu- 
rope during August and September. 
Mr. Joynes is one of the best 
known and most experienced ex- 
ecutives in the mill supply business 
in his section of the country. 


* * * 


machinery sales and specialty sales J. M. Tull Company Takes 


to contractors and industrial plants. 
* * * 


Levin Joynes in Europe 

Levin Joynes, president of the 
Southern Railway Supply Company, 
Richmond, Virginia, made one of 


on New Lines 
The J. M. Tull Rubber and Sup‘ 
ply Company, Atlanta, has recently 
been appointed exclusive distributor 
in Atlanta for the P and F Corbin 
line builders’ hardware. This 
department is in charge of John 


of 





This group is a part of the business building force of the Chandler and Far- 


quhar Company, Boston, Massachusetts. 


In the back row, from left to right, 


are: R. D. Clarke; H. C. Merrill; W. N. Fish; G. W. Brown; S. V. Holt, and 


W. E. Currier, sales manager. 


Front row: W. E. Carroll; J. C. Colby; W. J. 


Dowsell, and W. E. Hawes. 
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A New and 
Untouched 
Market 


OAPALITE 
BLACK insiaio 


A water. isti 
Praervag oes weather-proof, acid and alkali resistin : 
atauire ig Product. oe 
er Py ‘unequaled for {Mew dé . 
ager Protecting and preserving surfaces ol reg ee 
Murti 4 non-conductor of electrical current, having a dia-electri s : 
reget to engine MAMET to severe acid and alkali conditions. Its use 0 am, 
fer detail mer 2nd Owners ot ee 3 
Weil noe 2 Tnine its perfect elastic film against the elements S00 eres 
Gt MPaLiTE check, peel or blister. Withstands high temperatu' veh ot 27 e 
Parag a protec tite? No stirring of mixing. is easy spreading with BI coats 
9 otectiv &. desired, (9. 
Bien EH hour 












h turpentine. uti 
two . Naphtha or gasoline. We ca\ 
cme catlaces Seats should be applied just as it comes from t 
‘ean een OnPAL; cag from scale, dirt, grease and oil, this assures # 
Ray he re 











ANY ag at 
THERE IS NO sU OR OAPALITE: : 
DESIRED SATISFACTION Cumnennenn an MONEY REFUNDED 
Made only by 
COLOR TT FERRETS CONN 








CHICAGO, ILL. 


BLACK 
RED 
GREEN 


LERT mill supply distributors have listened 
to the almost unbelievable qualities of 
OAPALITE and PAOLITE. First, they have been 


impressed with our story of profits—then = SOME OF OUR 
have gone out and sold their customers on sheer 

merit. These two highly specialized products for DISTRIBUTORS 
severe service meet every difficult corrosion prob- Among our distributors are the 
lem better than any coating on the market. ie din aed tel ot 
OAPALITE actually withstands boiling muriatic eee 
acid and dripping sulphuric acid. PAOLITE is a Susan, Chen. 
rust-resisting non-corrosive coating, defeating the Great Lakes Supply Co., Chi- 
effects of salt water and the elements. Dries oa 

steel hard in from 6 to 24 hours. Stops seepage ee ee @ Care: te 
water from coming through brick, tile, concrete House-Hassen Hardware Co., 
or plaster. These products cost half as much as meus 

paint and last three times as long. A few ex- ee ee a Sie ee 
clusive territories still open. We get into the M. D. Larkin Co., Dayton, Ohio. 


field with you and help you sell, opening new ac- 
counts for you. Write for all the facts today. 


MERRITT PRODUCTS CO. 


1664 Wright St., Chicago, Ill. 


HALF THE 
COST of 
La 
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Selected for Leading plants in 
all industries! 


SPECIALTIES 


Because they give long, dependable 
service and have proven the means to 
safe and economical operation. 


Kieley Non-Return Valves, Float 
and Altitude Valves, High Pressure 
Cast Steel Pilot Valves, Regulators, 
Traps, Separators are among the items 
in the complete Kieley Line that are 
ordered and reordered for their Quality 
and Simplicity. 


Investigate the unlimited possibil- 
; ities in your territory for the use of 
Special “98” Kieley Specialties. 





Pressure Reducing 
Valve. It Means Orders For You. 


Kieley & Mueller, Inc. 


34 WEST 13TH ST., N. Y. CITY 
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Hollow Set and Cap Screws 
They fit into the industrial picture as the biggest little 
things in machine-assembling. Staunchest aids in setting- 
up tool units. Mainstays in maintaining production without 
interruption... And so they have the “call”—industry-wide. 


The Allen Mfg. Company, Hartford, Conn. 








Oatley and Charles Donnelley, who 
have had much experience in han- 
dling the Corbin line, having first 
sold it for the former Crumley- 
Sharp Hardware Company, and la- 
ter for the Walraven Company. The 
Tull company has also been ap- 
pointed agent for the Richardson 
Company line of roll roofing, shin- 
gles, and so forth. 

Peerless Supply Purchases 

Niagara Asbestos 

The Peerless Mill Supply Com- 
pany, 186 Main St., Buffalo, New 
York, has purchased the Niagara 
Asbestos Company, which has a 
franchise for the application of 
Johns-Manville insulations. This 





John C. McKendry, vice-president and 

sales manager of the Peerless Mill 

Supply Company, Buffalo, New York, 

who has been with the organization 
since 1914. 


recently purchased division will con- 
tinue to operate as a separate com- 
pany. The Peerless Mill Supply 
has also recently issued a new cata- 
log number 4A, consisting of 160 
pages describing completely the lines 
carried. 
a 

Couch and Heyle, Incor- 

porated, Reorganized 

Couch and Heyle, Incorporated, 
Peoria, Illinois, distributor of mill 
supplies, is this year observing the 
fiftieth anniversary of its organiza- 
tion. It is a coincidence that the 
anniversary year comes at the time 
of a realignment in ownership. 
From 1904 to 1929, Couch and 
Heyle, Incorporated, was owned 
jointly and equally by the Heyle 
interests and J. W. Hartz, president 
and treasurer. 

In December of last year, Mrs. 
Heyle passed away without leaving 
any direct heirs. Under the terms 
of her will, the purchase of her 
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Ina Class by Itself 
WHY? 


—Because it is craft made with White- 
head experience in selecting and put- 
ting together fabrics and compounds ; 
dating from 1873. Hickory is strong, tough, and flexible. 
Again you assure user satisfaction and 
repeat orders with a Whitehead Prod- 
uct. Write for samples and prices. 





duced. But more than that, Power 
Losses are less with this belting. 


The degree of Tenacious Friction de- 
termines both efficiency and length of 
service, since there is little slip as a con- ; 
— of stretching with belting such SOLD ONLY THROUGH 
as Hickory, and actual belt wear is re- 

’ DISTRIBUTORS 








DONE eS)(I000 














The Whitehead Bros.Rubber Co. 


“MECHANICAL RUBBER GOODS, SINCE [873° 
Trenton,New Jersey 
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only ONE 
WORKING 
PART / 
§ 








Class B 1 to 20 Ibs. 

Class C 20 to 70 Ibs. 

Sidelug 40 to 150 Ibs. 
Genuine Nason Steam Traps are the 
most simple in construction on the 
market. They require little attention, | 
and are economical in upkeep. 
Shipment from stock day order is re 
ceived, 
Price protection for Jobbers. 
NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


4 | KEEP UPKEEP DOWN 











eo £ oa 
OUR SALES 
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HARDWARE ~ 


| 


TOOLS-CUTLERY 


Joseph Ernst, manager of Louis Ernst & Sons, Rochester, New York, in 


front of the new store located at 65 South Avenue. 


This company now 


occupies about 6000 square feet on four floors of the building, and has re- 
cently become distributors for Grobet Swiss files, Atkins saws and grinding 


wheels, and Sherwin-Williams paints. 


Efforts are now being concentrated on 


mill supply business which has been neglected recently because of the former 


store location. 


stock was left to Mr. Hartz and 
the employees whom he should des- 
ignate, to be paid for over a period 
of years. Six energetic young busi- 
men who had been with the 
company 5 and more have 
taken over stock under this arrange- 
ment. The personnel of the stock- 
holders, in addition to Mr. Hartz, 


ness 


years 


| is now as follows: Lewis E. Forbes, 


POLICY 
IS TO SELL 


THROUGH 
DISTRIBUTORS 





YOST 
VISES 


YOST MFG. C 


MEADVILLE - - 


O. | 


PA. 





| of 


J. Forrest Bennett, J. Herschel 
Spence, Chester E. Broyhill, Dayton 
Gingerich and Henry Schneblin. 
% oo O* 
Sackett Has New Mine 
Specialist 
The Sackett Mine Supply Com- 
pany, Columbus, Ohio, which is part 
the Sackett Electric Company, 
has a new mine specialist in the per- 
son of W. B. Shepherd. Mr. Shep- 


| herd has the advantage of having 


been in that business himself and is 
doing a fine job selling equipment. 


M. J. Daly and Sons 
Building 
M. J. Daly and Sons, Incorpo- 
rated, Waterbury, Connecticut, has 
completed the erection of a new 
brick garage for housing its trucks 
and automobiles and a new 
storage shed. Construction has now 
been started on an addition to the 


also 


| company’s boiler shop and steel fab- 


ricating plant, which is to be 70 by 
94 feet and equipped with the latest 


type of machinery, with a Cleveland 
tramrail electrically operated. 

Inasmuch as M. J. Daly and Sons, 
Incorporated, is one of the largest 
plumbing and heating concerns in 
New England, the company is doing 
all of its own work in this line. 


Conway Back With Old Firm 

President R. C. McLaughlin of 
the McLaughlin Mill Supply Com- 
pany, Hammond, Ind., announces 
the return to the company of R. E. 


(Continued on page 98) 





The big boy on the right is none other 
than B. O. Schmaling, representing the 
mill supply department of Swords 
Brothers Company, Rockford, Ill. The 
party giving Mr. Schmaling the big 
hand is Joe Muzzio who tours the 
country for the Four-Way Lock Co. 
of Cleveland, Ohio. Schmaling has 
just turned in some nice orders for 
Joe’s locks which accounts for the 
happiness shown in their faces. 





THE FOURTH CONSECUTIVE GENERAL CATALOGUE OF MILL SUPPLIES ISSUED BY THE WESTERN 
IRON STORES COMPANY THROUGH THE DONNELLEY SERVICE IN THE PAST TWENTY YEARS 
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THREE FORMER CATALOGUES OF THE WESTERN IRON STORES COMPILED BY DONNELLEYS 


,') _ HEN you place the contract for the building of 


VV your general catalogue, it is very different from 
buying articles that are already made. The things which 
will contribute most to the value of your catalogue, and 
which, to the greatest extent, will lift the burden of labor 


from your organization, cannot be written into a contract. 
to) 


T IS easy to specify paper, binding, and other mechan- 
ical details. But it is not possible to write into the 
contract the more important matters of accuracy, experi- 
ence, trained personnel, practical knowledge of mill sup- 
plies, conscientious attention to details on your behalf, 
ability to relieve you of the maximum of the burden of 
catalogue building, and the other similar elements that 
make for your profit and satisfaction. 


Catalogue Satisfaction 


HE way to assure yourself of satisfaction is to select 
compilers whose dependability is a matter of long 
established record. 
‘OR many years past, it has. been an unquestioned 
fact that the Donnelley mill supply catalogue service 
has set the standard of quality and dependability in the 
industry. Donnelleys have kept faith with their customers 
by continuing to introduce the most advanced methods 
in catalogue building, by maintaining the highest stand- 
ard of accuracy, and by furnishing such catalogue service 
as economically as it is possible with the greatest experi- 
ence, the largest oulpul, and the most modern mechani- 
cal facilities, operated under scientific management. 


We solicit your patronage on this basis. 


R. R. DONNELLEY & SONS COMPANY, Chicago 





More than 900 R 





epeat Orders for Donnelley Supply 
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The Donnelley Repeat Order 


Record Means: 


>») The Jobbers 
Have Learned They Can 
Depend upon Donnelleys 
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Bassick steel stationary caster Bassick steel shaft-bearing caster 
equipped with the Baco Wheel 


and the new Baco Wheel 


Bassick Steel Truck - Casters 


with the New 


“BACO’ Wheel 


is insured by a tough tread of 
special composition rubber. 
Its resilience saves floors, elim- 
inates noise. 




















TREAD WILL NOT 
COME OFF 


By a patented process of ad- 
hesion this tough tread be- 
comes an integral part of the 
wheel itself. It cannot work 
loose. 


ENDURING 
STRENGTH 


is the result of using a body of 
special Bakelite, formed under 
unusually great pressure. This OILLESS BEARING 
body is virtually unbreakable, Whe Dlcatine lites tnation 
requires no lubrication. It is 
found in none but Bassick 


Casters. 


The wheel that 


actually saves floors 


The wheel that lasts as 
no other protective wheel 


. .. and eliminates noise ever could before 


T last... the right wheel in the right — Here’s real floor protection for you, and relief 
caster, for trucks. Unbreakable Bakelite from noise. And endurance beyond your 
on a Morraine oilless bearing with a special greatest expectation. Let us prove it to you. 


composition tread of tough, resilient rubber You'll be more than satisfied with their easy- 
that can’t work loose. rolling efficiency. 


Shall we send you prices and further information? 


BASSICK 


CASTERS 


THE BASSICK COMPANY .- Bridgeport - Connecticut 


= For 33 years, leading manufacturer of high grade casters for warehouse and factory, for office and home 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending September 
15, 1929, with business 
during the corresponding 


period of 1928. 








NEW MIDDLE EAST 
Item ENGLAND ATLANTIC CENTRAL 
Poorer | Better Poorer|Better Poorer 

Belting, Leather . - 
Belting, “‘omposition O * * 
Belting, Rubber * ® 
Belt Fasteners and Lacers * *x 
Chain Blocks * O 
Compressors 
Electric Tools 

Drills, Hammers, etc, 
Grinding Wheels, Wire * 

Wheels, etc, 
Iron and Steel Bars ; 
Ladders, Safety . : ms 
Machine Tools and 

Equipment E O : 
Mechanical Rubber % sf * pe 

Goods 
Mechanics’ Handtools * | 
Nuts, Bolts, and Rivets * 
Packing a * 
Paints, Lacquers, etc. * 
Paint Spraying Equip- * 

ment 
Pipe and Pipe Fittings 
Pumps * 
Sandpaper, Emery Cloth * j : 
Saws * 
Shop Supplies * é * . : * 
Transmission Equipment * O a 
Trucks, Lift Trucks * * O 
Vises * * 
Valves i * 




















tral : 
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KEY TO CHART 


No Change 
Better 

5% better 

Poorer 

5% poorer 


etter comparison than last month 





Better Poorer 
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SOUTHERN WESTERN 


Better Poorer| Better Poorer | Better 
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Ou CAN 
ra 


STANDARD 


HIGH TEMPERATURE 
CcEemenls 









profitably 
to your customers 


OUR customers and prospects that are 

users of high temperature cements can 
now obtain prompt service—GREFCO and 
STANDARD Cements are now being sold 
through dealers. 





These cements have already proved their 
worth for laying up brick, patching, spray 
coating and general repair work. Increased 
furnace lining life and lower refractory costs 
have been possible. You can sell this kind of 
service profitably to your customers. 

The liberal sales plan for dealers includes ex- 
clusive territory, complete dealer protection, 
liberal discount, sales service, correspondence 
service, sales and advertising service, national 
trade journal advertising. 

Some valuable territories are still available. 
Write for details. 


GENERAL REFRACTORIES COMPANY 
106 South 16th St.:, Philadelphia, Pa. 


Branches in principal cities. 


S ilica Bond in Cement 





@ 26914 
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“What's New in Industrial Products?” 





A department for the announcement of new and improved products 


HE new col- 

let chuck made 
by the Cushman 
Chuck Company, 
Hartford, Con- 
necticut, has been 
especially 
designed so that 
collets can_ be 
used in larger 
sizes than _ has 
been the case be- 
fore. With this 
chuck, any bar can be held that will pass through 
the lathe spindle if it is not over 134 inches in size, 
for the chuck offers no obstruction to the hole and 
is mounted on the spindle nose by bolting it to an 
intermediate plate in the same way that a lathe 
chuck would be. The body of the chuck is a solid 
piece of heat-treated steel, which, after hardening, 
has been ground perfectly true on both its outer and 
inner surfaces. As there are two ground bearings 
for this collet, one at the back of the body and the 
other at the nose, it is possible to hold work very 
accurately. The chucking operation consists in the 
withdrawal of the collet, which encircles the work, 
back into the tapering wall of the chuck body. A 
disc with a threaded hole, having a beveled gear 
cut on one face, and which is turned by a pinion 
and key, is seated within the chuck. The collet is 
engaged by the thread in the disc, and as the key 
is applied, the collet is withdrawn until it is securely 
closed. 





CARBON STEEL 





WO new drill sets have recently been devel- 

oped by the Cleveland Twist Drill Company, 
Cleveland. The compact home and farm drill set 
illustrated below consists of 8 carbon steel straight 
shank drills, in sizes fa-inch, ds-inch, Y%-inch, #- 
inch, 's-inch, gz-inch, 1%4- -inch, and #-inch. The 
drills will fit any standard hand, breast, post or 
bench drill. The mechanic's drill set of high speed 
drills shown above is also made up in 8 sizes 
adapted for use in the smaller sizes of electric 
drills. Both drill sets are equipped with nickeled 
revolving caps so that the right size drills may be 
located easily. The drills are displayed in cartons 
with 6 drills in each. The cartons are 5-inches 
wide, 1034-inches long and 2-inches high. 











HE Brown and Sharpe Manufacturing Com- 

pany of Providence, Rhode Island, has recently 
announced a releasing die holder for use with acorn 
dies on Brown and Sharpe automatic screw ma- 
chines. The holder is particularly constructed to 
hold threading to a definite length, as when thread- 
ing close to a shoulder. An adjustable screw on the 
front of the holder comes in contact with the chuck 
guard over the nose of the spindle and so governs 
the length of threading. 


WISS and Sons Com- 
e pany, Newark, New 
Jersey, has placed on the 
market the new Triplex 
Tinners’ Snips, which 
have been designed to cut 
heavy sheet metal. The 
head is shortened consid- 
erably in proportion to 
the length of the handles, 
giving longer leverage and 
more powerful cutting ac- 
tion for all heavy work. 
The snips are drop forged 
from fine cutlery steel. 
For further information 
on this new product, write 
direct to the manufac- 
turer. 








HE Delta-Star Electric Company, Chicago, II- 

linois, has developed a new line of pipe fittings 
known as “Uniclamp,” made for use on 3%-inch, 
l-inch, 1%4-inch, 1%-inch and 2-inch pipe. There 
are five parts from which any desired combination 
can be made. The half and quarter clamps each 
have a shorter ear which lines up with the center 
line of the pipe and a long ear ‘s-inch from the 
pipe center line. 
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“PIONEER” Steel 
Hanger costs less to 
stock than any other 
and is now so well 
introduced that it al- 
most sells itself. Mil- 





AVORITES 


These unique specialty lines — widely 
advertised — respond wonderfully, you 
will find, to a little push and pep. 





“HALLOWELL” 
Steel Collars are rec- 
ognized to be the best 
made. Their quality 
combined with their 
high polish and low 
price, explains their 
great popularity. 





lions in actual use. — 


Steady repeat busi- 
ness brings. sure 
profits. 





New uses are being 





Patd. Pats. Pend. 








“UNBRAKO”  Hol- 
low Set Screws stand 
up under strains that 
wreck other screws 
similarly tested and 
| naturally the “UN- 
| BRAKO” has become 


| very popular — in 
found right along for “HALLOWELL” Steel Table for Sorting, Wrapping, Assembling, Inspecting, | other words—it’s easy 
the “UNBRAKO” —in other words, every wholesale house, shipping room, mill shop and Fac- | to sell. 


Socket Head Cap 
Screw; the sales, 


therefore, are increas- 1368 Standard Styles and Sizes of “‘HALLOWELL” Steel Work Benches and 


ing —and rapidly. 
Don’t miss this op- 
portunity. = 





tory are excellent prospects.—Go to it. 


Tables 








Pats. Appl. For 


“HALLOWELL” Steel Truck—One of 
2745 standard sizes and styles. Stake 
pockets and similar corner fixtures are all 
interchangeable. The “HALLOWELL” 
Steel Top is smooth and will not splinter, 
never gets soggy; no screw or nail heads 
to scratch and tear. The “HALLOWELL” 
is easy to push. 








{| 


Me Patd. Pats. Pendg. 


“HALLOWELL” Steel Bench Legs 
have become very popular because they 
can be picked up from stock, ready for 
use. As they are rigid as rocks, give 
absolute satisfaction and cost little, it’s 
no wonder they are ready sellers. 





Patd. Pats. Pendg. 


“HALLOWELL” Steel Benches save time 
and money. No carpenter to hire—no lumber 
to buy. Can’t splinter or burn. Rugged—built 
to last for years. Standard lengths easily 
joined for continuous benches. Steel Bench 
Drawers protect tools. Complete line of Steel 
Benches, Steel Tables, Steel Tool Stands—all 
lines in stock ready to ship. 





STANDARD PRESSED STEEL CO.| 





BRANCHES 


BOSTON JENKINTOWN, PENNA. 


CHICAGO 
DETROIT 


BOX 16 


BRANCHES 


NEW YORK 
SAN FRANCISCO 
ST.LOUIS 
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HE St. Paul Welding and Manufacturing Com- 

pany, St. Paul, has developed the 8-KA kero- 
sene burner, which is portable and may be carried 
about on outside jobs where a big flame is neces- 
sary. A new feature of this burner is an arrange- 
ment which permits either air or kerosene to be 
pumped into the tank, thus making it unnecessary 
to extinguish the flame before refilling. According 
to the manufacturer, very little air is used, as only 
the kerosene is forced out through the torch. The 
capacity of the tank is three gallons. 





HE Schauer Machine Com- 

pany, Cincinnati, is featuring 
two new tools—the quarter inch 
drill illustrated above and screw- 
driver shown below. Both employ 
the same motor and are ball bear- ‘aaacniaiiel 
ing with enclosed ball-thrust bear- 
ing and heat-treated nickel steel 
gears running in grease. The 
cover cap is removable without 
disturbing bearings or electrical 
connections and permits inspection 
of the motor while running. No 
moving parts are exposed to mar 
the work in case of slipping or 
close corner operation. The posi- 
tive clutch and thrust bearings 
are located in the gear head. This 
feature provides positive lubrica- 
tion and allows the use of a large 
diameter clutch, which insures 
greater strength. 




















NEW threader which incorporates universal 
“2% guides that automatically center the pipe, has 
just been placed on the market by the Oster 
Manufacturing Compan», Cleveland. This new tool, 
called the “Leader,” threads and cuts pipe from 
one-inch to two-inches. The universal pipe guides, 
the radically different ratchet construction, a float- 
ing stud arrangement, and fully adjustable dies, 
make the new tool easy to operate and unusually 
fast in threading and cutting operations. The 
“Leader” is available in two types—the number 1, 
a plain tool without the ratchet device feature, 
and the number 1A with the ratchet construction. 
Because the ratchet is built directly around the 
dies where the strain of the pull ordinarily comes, 
less effort is required to cut the thread. On the 
ratchet type tool, the ratchet can be set for forward 
or reverse or locked for use as a plain tool by a 
turn of a control wheel. 





HE’ Up-To- 

Date Machine 
Works, 2911 
South Wabash 
Avenue, Chicago, 
has brought out 
a new band saw. 
A few of the fea- 
tures of this saw 
are: solid one- 
piece semi-steel 


frame; hardened 
and ground 
shafts; tension 
springs; adjust- 


ment slide ma- 
chined and fitted 
to slide block; 12 
inch wheel and 
% inch face 
made from semi- 
steel completely 
machined and 
balanced. 











Ts ‘Spray Brush,” manufactured 
by the Simons Paint Spray Brush 
Company, Dayton, Ohio, is designed 
to be used in painting, varnishing, 
and so on, but it can also be used 
with kerosene to clean motors, or 
with oil to lubricate inaccessible 
auto parts. The brush has a nozzle 
control from a line %-inch to 7- 
inches in width. It is attached to 
either a one-quart container or a 
two-quart, with detachable neck piece 
which enables the cup to be easily 
cleaned. 
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THIS IS ADVERTISEMENT NO.10F A SERIES OF FOUR 
MESSAGES TELLING... 


Always useé a 


SQUARE 


when you cut 
Belting 


Wo) Yom 


, 
La 
La 
A eee 


The story of the 
proper joining of 
belts is of vital in- 
terest to the men 
who make and sell 
belting. Ninety per- 
cent of belt troubles 
arise from poor join- 
ing. Send for the 
booklet “The High 
Cost of Indifference.” 

















O RECEIVE service from belting far in excess of vour expectations, 
the belts must run true. Thus the strain is uniformly distributed 
across the entire width and all of the belt contacts the pulley. 


It’s all in the joining. 


The first step is naturally to be sure to cut the belt ends square. USE A 
SQUARE .... always .... hold the square in place until the belt is 
cut all the way through. To gain the full advantage of the square ends 
they must be butted tightly together and joined with Crescent Belt 
Fasteners. 


Crescent Fasteners are easy to apply. They last longer than any other 


type of Fastener, for no metal touches the pulley. They make possible the 
joining of belting that works better ... . that lives longer. 


CRESCENT BELT FASTENER COMPANY 


247 Park Ave., - NEW YORK, U.S.A. 


Distributed throughout the world 





’ With Crescent Fast- 
- ad eners it’s only half 
Make Good Belts Give Better Service the work to shorten 
PES aE SE a EI = - a belt. 
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HE Star Expansion Bolt Company has devel- 

oped a new improved type of toggle bolt, called 
“Springin.” The resilient wings, which are the 
distinctive features of “Springin,” are made of tem- 
pered spring steel with a cam action against the 
saddle which throws them to an open position. 
The wings are the springs and are very powerful, 
giving greater strength and holding power Over a 
large area of wall. The “Springin” saddle has an 
embossment to increase the length of its thread, 
thereby enlarging its load capacity. The hardened 
steel ends of the two resilient wings form the 
four trunnions pivoted in the saddle. By reversing 
the bolt in the saddle, the “Springin” may be used 
as a nut type or plumber’s toggle, the outstanding 
bolt permitting adjustment to any projection length. 





HE development of a new machine for tap 

grinding is announced by the J. G. Blount 
Company, Everett, Massachusetts. This machine, 
driven by a specially designed 1% horse power 
motor, is applied to the grinding of tap flutes by 
the use of a taper arbor on the end of a spindle, 
using various sizes of grinding wheels. These 
grinders are self-contained, being driven by a spe- 
cial direct connected, totally enclosed, ball-bearing 
motor with a speed range of 4,000 to 7,000 revolu- 
tions per minute. The motor is controlled by a 
field rheostat so that any grinding speed may be 
obtained up to 7,000 revolutions per minute. A 
smooth finish can be obtained by the inherently 
close speed regulation of the drive. 


NEW 


hack 


HE Decatur Pump Company, Decatur, Illinois, 

has added to its line, a new condensation out- 
fit, called the “Burks Super-Turbine Pump.” This 
pump has only one moving part; is self-priming; 
pumps water alone to high pressure, or pumps air 
and water mixed to high pressure. The working 
pressure is 100 pounds, The acid-proof, non-cor- 
roding shaft is made of stainless steel, and the 
impeller and raceway are of cast bronze. The out- 
fit is extremely compact and neat in appearance. 
The balanced hydraulic load insures minimum torque. 
The style 100 unit can be installed to occupy a floor 
space 24 inches square, and the larger style 900 unit 
occupies a floor space 40 inches square. 








- Bev 16-inch sensitive motor-driven drill has 
been developed by the Buffalo Forge Com- 
pany, Buffalo. The head of the drill has a travel 
of 8'%4 inches while the spindle travel is 7 inches. 
The outer part of the spindle is guided by a sleeve 
running in bronze bearings provided with a ball- 
thrust bearing. Three spindle speeds are provided, 
418, 835, and 1725 revolu- 
tions per minute. The 
floor type is 76 inches 
high and the bench type 
48 inches. The belt can 
be taken up by loosening 
the hand operated nut on 
the shifter bracket which 
permits adjusting of belt 
with handwheel at left 
side of machine. A hand 
lever feed is provided on 
the bench type and hand 
lever and foot treadle are 
provided for speed and 
convenience on the floor 
type. A knurled nut di- 
rectly back of the feed 
pinion permits the opera- 
tor to idle the foot treadle 
at any time. 





saw blade bearing the name “Red Streak” has 


just been put on the market by the Simonds Saw and Steel 


Company, 


conditions, 
cutting hard 


Fitchburg, Massachusetts. 
this blade have established a tooth shape which has been adopted 
because of its ability to stand up under severe metal cutting 
eliminating the difficulty of the teeth shelling when 


Experiments in developing 


metal. There is no change in the general shape 





of the blade, but a special method of heat-treating brings out 
more completely the steel quality, edge-holding teeth, and ability 
to withstand to a greater degree the shock resulting from diffi- 
cult metal cutting. The blades are made for hand and power 
machine use. 
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Tomorrow’s best 
on view today! 


Power plants and power using 
plants of tomorrow will produce 
and use power and steam more 
economically than today’s. 

Construction, operat- 
ing and maintenance 
costs will be cut by 
means of modern 
equipment, materials, 
methods, instruments, 
tools and supplies 


the Eighth National Exposition 
of Power and Mechanical Engi- 
neering. A hundred thousand 
will view these exhibits dur- 
ing the week of De- 
cember 2 to 7 at 
Grand Central Palace, 
New York. Surely you 
will not be one of the 
few engineers and 
executives who will 


8TH NATIONAL EXPOSITION 

0 POWER» 
MECHANICAL 
ENGINEERING 


GRAND CENTRAL PALACE N.Y. 


which you can inspect 
and compare, examine 
and discuss NOW—at 


Remember the date 
—December 2-7 


not grasp this oppor- 
tunity to see tomor- 
row’s best today. 


Grand Central Palace 
New York 


Management International Exposition Company, largest industrial exposition organization in the world. 
4015 









































O MILLION 


CAP and SET SCREWS 
NUTS andMILLED STUDS 
| IN STOCK ..... : 


HE head of every Steelcraft Cap Te 
Screw can be distinguished by its 


flat, horizontal, top surface formed 











by careful machining; also, by its smooth- 
ly chamfered rim or edge. 











(Wie CLEVELAND 
WROUGHT 
PRODUCTS (- 


CLEVELAND, OHIO 
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COMPRESSED 
SPRUCE 





fo the American Pulley line 


The American Pulley Company now offers Industry 


a complete, vastly extended line of superior motor 
pulleys, in addition to their already well-known 
AMERICAN Steel Split Shafting Pulleys, suitable for 
all purposes. For by recent arrangements, The 
American Pulley Company is now exclusive national 
distributor for all Sprucolite Pulleys. 


This is an important forward step—a_ logical 
development in the rounding out of the AMERICAN 
Pulley Line with products worthy of the AMERICAN 
Name—a development of economic significance 
to pulley users everywhere. 


Nation-wide Availability 


Already, AMERICAN Sprucolite Pulleys are carried 
by a large number of mer- 
chants served by AMERICAN 
Pulley Warehouses through- 
out the country. The Ameri- 
can Pulley Company will 


continue to extend the distribution of this new line 
until Sprucolite Motor Pulleys are as easy to buy 
as AMERICAN Pressed Steel Pulleys have always been. 


Even now, whether you are in Connecticut or Cali- 
fornia, any plant operator can buy these preferred 
motor pulleys “over the counter” from _ stocks 
on hand, ready for immediate delivery. 


A Proven Product 


Sprucolite Pulleys are not new and untried. They 
were first produced about ten years ago and many 
subsequent improvements in their design and con- 
struction have perfected them, so that they meet, in fuli 
measure, the most exacting modern requirements. 


Sprucolite, the patented material from which these 
pulleys are made, is lam- 
inated long fibered Sitka 
Spruce, impregnated with 
waterproof cement and 


compressed under 3000 
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an Important Addition 


tons of pressure to become an extremely dense, 
homogeneous, hard, strong, resilient material ideal 
for pulley construction. 


Sprucolite Motor Pulleys, by laboratory tests at the 
University of Washington and at Leland Stanford 
University and by other tests conducted by nation- 
ally known concerns, have unquestionably proved 
that they possess a higher coefficient of friction 
than any other pulleys made commercially for the 
transmission of power. 


Sprucolite Motor Pulleys were adopted by The 
American Pulley Company only after exhaustive 
and careful investigation. Conrequently you 
may expect this company to stand behind this 
new addition to the AMERICAN line with the 
same unqualified guarantee 

of satisfaction under which 

AMERICAN products have 

always been sold. 


Write for literature describing AMERICAN Sprucolite 
Pulleys, or ask any dealer about them. It will be well 
worth your while. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue, Philadelphia 


For nearest distributor see MacRae’s Blue Book 


AMERICAN Pressed Steel Shafting Pulleys in sizes from 3 inches to 
120 inches. 


AMERICAN Sprucolite Motor Pulleys in sizes 11 inches diameter 
and up. 
AMERICAN Pressed Steel Shafting Hangers. 
AMERICAN Sprucolite Taper Cone and Step Cone Pulleys. 
AMERICAN Pressed Steel and AMERICAN Sprucolite Flanged Pulleys. 
AMERICAN Pressed Steel and AMERICAN Sprucolite Conveyor Pulleys. 
AMERICAN Pressed Steel Reels and Spools in sizes from 21/4 inches to 
8 feet in diameter. 
AMERICAN Pressed Steel Car Axle 
Lighting Pulleys (standard equip- 
ment on 27 leading railroads). 
AMERICAN Pressed Steel Hand 
Trucks (12 Standardized Models 


serve practically every hand truck 
need ). 
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Less trouble, 
less expense, 
and less 

replacements 





DANIEL’S P.P.P. 


Shutting down the plant because 
packing falls down on the job, is a 


waste of time, energy and money. 


P.P.P., the 
self-adjusting rod packing, has a long 
life, holds cylinders steam 
tight, and does not drag the rod. 


P.P.P. is known to thousands of 
engineers as “Perfect Piston Pack- 
ing” because it keeps rods in fine 
condition and gives three or four 
times the usual packing service. That 
means less labor for everyone con- 
cerned. 

PPP. is and 
spiral form for all types of engines, 
pumps and compressors. It stands 
highest pressures and temperatures. 


And it is unnecessary. 


service 


made in ring, coil 


We manufacture a complete line of 
mechanical rubber goods for mills, 
contractors, and 


railways, marine 


agricultural purposes. 


Quaker City 
Rubber Co. 


Main offices and factories: 
Wissinoming, Philadelphia 


Branches: 
Chicago 
San Francisco 


New York Pittsburgh 











Munnell and Sherrill, Portland, Oregon, have just moved into this new three- 
| story and basement building. It is made of reinforced concrete and contains 
20,000 square feet of space. 


| (Continued from page 82) 
(Bob) Conway. Bob was originally 


| with McLaughlin, and has_ spent 
'several years with the Hanway 
| Stamping Company. He is now 


calling on sewer contractors and 
| factory trade in the Hammond terri- 
| tory. 
* * * 

| Distributor Gets Out 
| Classified Circular 

J. T. Wing and Company, Detroit, 
|have issued a circular, reminding 
| their customers of the many differ- 
‘ent articles they carry in stock for 
| quick service. For convenience these 
|items are classified under the head- 


|ings: “Contractors’ Supplies,” “Fac- 
tory Equipment,” “Engine Room 
| Supplies,” “Rubber Goods,” and 


“Tools.” 


Gartner with Hibbard, 

Spencer, Bartlett 
| ©. K. Gartner, formerly vice- 
| president and manager of 
| the H. Channon Company, Chicago, 
now associated with Hibbard, 
| Spencer, Bartlett and Company, also 
| of Chicago, as manager of the 
|manufacturers’ sales department. 
| Mr. Gartner has had a broad ex- 
[perience in the mill and factory 
| supply field. 


sales 


lis 


| Munnell and Sherrill in 
New Quarters 
Munnell and Sherrill, Portland, 
Oregon, mill supply distributors, 


have removed their offices to their 
own building at First and Stark 
Streets, the construction of which 
has just been completed. It is a 
three story and basement building of 
reinforced concrete and _ contains 
20,000 square feet of floor space. 


te 
7K 


Kenneth Anderson Company 
Moves 

The Kenneth Anderson Co., De- 
troit, Michigan, has moved into new 
and larger quarters at 431 West 
Jefferson Avenue. In addition to 
the warehouse space in the new lo- 
cation, the company has a commo- 








F. J. Schlichter is in the Mill Supply 
Department of the Moore-Handley 


Hardware Co., Birmingham, Ala. He 

knows his company as well as his goods 

and talks interestingly of both. That 

kind of loyalty is a good advertisement 
for any house. 
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A. E. Kruse, a member of the sales 
staff of the Pittsburgh Supply Com- 
pany, Pittsburgh, had just returned 
from one of his busy days of calling 
on prospects when we got this snap- 
shot of him. “Buck’s” hearty grin 
would seem to indicate that things 
were going, well, not so bad, for him, 
would it not? 


dious and up-to-date warehouse for 
pipe and shop on the river front. 


Suelflohn and Seefeld 
Publish Catalog 

Suelflohn and Seefeld Company, 
Milwaukee, Wisconsin, has published 
a new industrial catalog, designated 
number 30. This catalog contains 
{74 pages devoted to the display and 
price listings of the company’s com- 
plete line of products. 

An unique feature of the catalog 
is the fact that the type pages, 
which are 97% by 314 inches, are so 








This husky chap is L. E. Foley, who 

handles the orders for the mill sup- 

ply department of the M. D. Larkin 
Company, Dayton, Ohio. 

















2-gallon pressure 
tank. Easily hand 
portable — weighs 
only 50 lbs. Plugs 
into any light 
socket. 












All-Purpose Model 
ELECTRIC SPRAYIT 


Industry’s NEW 


Fast-Selling SPRAYIT 
Makes Money for You 


NTRODUCED only thirty days ago, the All-Purpose Model Elec- 

tric Sprayit has already won the support of leading dealers— 

proving itself to be a product with merit, a market—and profitable 
sales. 


Big gun performance—small gun convenience. It’s just the type 
of paint spraying equipment you can sell to your industrial cus- 
tomers—because it actually fills their needs. Right size for gen- 
eral utility and maintenance work—right price for practical selling 
—and profit to you. 


Mill supply dealers throughout the country will want to tie up 
with Electric Sprayit’s new product—and know the details of the 
strict jobber and dealer policy which forms the backbone of Spray- 
it’s distributing plan. Write for descriptive literature and the 
special sales plan originated for you. List price, subject to an at- 
tractive discount, f. o. b. South Bend, $149.50. 


The All-Purpose Model comes complete with 14 H. P. motor, pow- 
erful compressor, 2-gallon capacity aluminum container, newly de- 
signed gun with simple, accurate adjustments for fine trim work or 
wide fan spray for large surfaces. 


Quart container for small jobs, which fas- 
tens direct to gun, also furnished. All 50 
necessary hose, cord, etc., included. e_ 


Also furnished with Gasoline Engine Drive instead 
of electric motor at $199.50. 


DISTRIBUTED BY: 


Foredom Electric Co. Sprayit Sales Co. 

15 Park Row 547 W. Washington St. 
New York, N. Y. Chicago, Ill. 

Ledig Sales Co. Reid Sales Co. 

3617 N. Broad St. 308 E. 17th St. 
Philadelphia, Pa. Kansas City, Mo. 


ELECTRIC SPRAYIT COMPANY, INC. 
1310 E. Colfax Ave., South Bend, Ind. 


REG. US PAT OFF. 12-20/27 
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Our DISTRIBUTORS 


know the superior quality of 


Monarch Ball Metal 


the “Steel Babbitt” 
never varies—it is a repeat item 
—the margin of profit is lib- 
eral—consumers cannot buy di- 
rect and we have but one Dis- 
tributor in any territory. 

A few territories are available 
—yours may be, better write us 
now. 


Process 


MONARCH METAL COMPANY 


Established 1895 
119 South Lincoln Street, Chicago 
Manufacturers of MONARCH BALL the 


“Steel Process Babbitt,” and QUAKER 
METAL, the “‘Ladle Bronze” 


SEE - 
THE 








| The photographer who took this picture of the staff of the Chandler-Boyd 
Supply Company, Pittsburgh, called right in the midst of a busy day’s work, 
| but they obligingly consented to take time enough to pose for a “shot.” The 
gentleman in the center of the front row, wearing a coat, is A. J. Williams, 
vice-president and general manager of the company. 
| — 


arranged that facing pages may be Frank Hughes in Temporary 
combined for use in a standard size Retirement 

| catalog when so desired. This may Frank A. Hughes, president, The 
| be accomplished without any re- Hughes Supply Company, Mansfield, 
| arrangement of pages or type. Ohio, has been obliged to retire from 

















x ££ active duties due to ill health. His 

| W. J. Kelly Vacations in physicians state that a year of abso- 
: lute rest will restore him to normal 

| Mobile health. 

| W. J. Kelly, president, The Ss 

| Pickett Hardware Company, War- Hayden Adds Tool Line 


| ren, Pennsylvania, spent his vacation 





The line of tools manufactured by 








INJECTORS 


Needed by 
every steam 
boiler user— 


and easy for mill supply dis- 
tributors and their salesmen to 
sell more all year ‘round. 
More than 700,000 satisfied 
users. Get the sales facts to- 
day and line up this profitable 
business in your territory. 


AMERICAN © 
INJECTOR CO. | 


DETROIT, MICH. 


| last month in his native city of Mo- 

bile, Alabama. His son, W. J., Jr., 
| was married on September 17 to 
| Mary Kelly Vizard of that city. 


the Cincinnati Electrical Tool Com- 
pany has been taken on by the Hay- 
den Supply Company, Grand Rapids, 
Michigan. 











| 
| 
| 





E. B. Andrews, manager of the Indianapolis branch of the E. A. Kinsey Com- 
pany, takes time out to have his picture snapped. The machine in the foreground 





is a gear buffer. 
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— on - es Belting 









Fabreeka can be split 
in width like leather 
—is waterproof like 
rubber—therefore 
covers a complete ser- 
vice with a minimum 
stock. 
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STANDARD 


Electric Drills 
Grinding, Polishing and 
Buffing Machines 





6”-%%” and %” Heavy Duty —_ 
made in various sizes from %4” te 
General Electric Universal Motors 


Drills are 
” capacity. 





BALL BEARING BENCH BUFFER 


40° Motor S. K. F. Ball Bes 1 and 2 
H. P. sizes. 


arings 44, 





TOOL POST OR CENTER GRINDERS 
Without Horizontal Feed 


Manufactured in two sizes with 6-in. 
wheels. Also with horizontal feed. 


and 8-in. 





HEAVY DUTY GRINDER 
G. E. 40° Motor and Push Button Control. Four 
S. K. F. Ball Bearings. Nickel Steel Armature 
Shaft. Made in 5, 7% and 10 H. P. sizes 
Write for catalog 
THE STANDARD ELECTRICAL TOOL CO. 
1948 W. Eighth St., CINCINNATI, OHIO 
Estab. 1912 











| printed by R. R. Donnelley 


| 
| 





| This is part of the staff of E. C. Atkins and Company, Memphis, Tennessee, and 


a fine looking bunch they are. These gentlemen are, left to right: A. V. Wright, 

salesman; W. F. Simmons and J. I. Easter, auditing department; G. L. Petty, 

salesman; K. W. Atkins, general manager; G. B. Holloway, salesman, and D. B 
Gibson, assistant sales manager. 





New Catalog Issued 
[Louis Hanssen’s Sons, Davenport, 
lowa, have just brought out a new, 
standard-size catalog of 440 pages, 
& Sons 
According to 


Company, Chicago. 


F. C. Bonney of the Hanssen com- 
| pany, this catalog is now being 
distributed among customers, and 


many favorable comments are being 


| received as to its general makeup 
'and the completeness of lines cov- 
| ered, 


Inland-Peoria Succeeds 
Ideal Tank 
The Ideal Tank and Supply Com- 
pany, Peoria, Illinois, has been pur- 


| chased and will be operated by the 


| houses now 


Inland-Peoria Supply Company in 
connection with other local supply 
handled by the Inland 


Supply Company, Chicago, and the 
Yelton-Weaver Supply Company, 
Springfield. The new firm will use 
the offices and warehouses previous- 
ly occupied by the Ideal Tank and 
Supply Company. 

D. P. Taberty, president and gen- 
eral manager of the Peoria company, 
remains with the new organization 
as manager. 


* ok * 
Getting the Customer’s 
Attention 
P. H. Rockstroh, salesman with 


the Kansas City, Missouri, branch 
of the Essmueller Mill Furnishing 
Company has a mighty good 
scheme for getting a buyer’s at- 
tention in order to introduce the 
Essmueller lines. 

Rockstroh carries with him an 
18-inch sample of re-inforced belt- 








Isn’t this a fine, happy appearing crowd? 


Well, they’re a business-like crowd. 


too, and important cogs in the activities of the Standard Supply and Equip- 
ment Company, Pittsburgh, that is, with one exception, for there is a manu- 
facturer’s representative in the group. Front row, left to right, Virginia Slay- 
baugh, comptometer operator; Mazie Schramm, typist; Kathleen Slater, tele- 


phone operator; 
Murphy, auditor; 


Ann Rising, stenographer. 
F. W. Hetzlein, purchasing agent; F. W. Scott,*salesman, 


Back row, left to right, C. F 


and V. D. MacCubbin of the Wickwire Spencer Steel Company. 





SAS 


3p rae 
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ing of a particular manufacture. | ™ 
When he calls on a buyer, espe- 
cially one with whom he is not 
very well acquainted, he tosses the 
piece of belt on the buyer’s desk. 
Rockstroh makes no comment one 
way or another, but nine times out 
of ten the customer will make some 
such crack as, “That belt is no 
good. It won't hold up.” 

That kind of attitude on the part 
of a buyer is perhaps natural. It 
is a human tendency to want to 
argue and question the merits of 
any unfamiliar article. 

Rockstroh welcomes the oppor- 
tunity presented, as it precipitates a 
friendly discussion and before he is 
through he manages to tell his man 
about his belt, as well as his house 
and the entire line handled. 





ACL EL NC NE EN ON SE NE ES 
= 


nnn”, 








Despite the extreme hardness of tungsten carbide tools and their 
ability to hold a cutting edge many times longer than other cutting 
tools, they too, become dull and must be reground to renew the cut- 
ting edge. 


Abrasive Engineers, both inside the Abrasive Company’s laboratory 
and outside in the users’ shops have made extensive experiments be- 
fore selecting the most efficient grinding wheel for this type of work. 


The characteristic hardness of the tungsten carbide alloy actually 
places it in a class comparable to previous stones so that renewing 
the cutting edge with a grinding wheel really becomes a lapping 
operation calling for a fine soft wheel. 





Carl F. Woessner is secretary of the 

M. D. Larkin Company, Dayton, Ohio, 

and also is the head of the mill sup- 

ply department. Carl is very well 

versed in the business and we hope at 

some future time to have a nice arti- 
cle over his signature. 


For all around grinding recommend Electrolon 60-I; for roughing 
Electrolon 46-I or J, and for finish grinding recommend Electrolon 
80 to 120-H, according to the size of the tool. 


PSST SH SIMU SIMUL eM? LLL LLLLLLL? LALA AoL Le eA Sa 





(We would be pleased to have you 
write us concerning the grinding 
problems you encounter. ) 





Faeth Company Handling 
Aeroplane Supplies 


The Faeth Company, Kansas City, 
Missouri, distributor of mill, ma- 
chine shop, contractors’ and auto- 
motive supplies, is now handling a 
complete line of aeroplane parts and 
supplies, and has issued a 96-page 
catalog on the items carried in this 
line. | 





<> 
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Chicago Engineer Supply in 
New Home 

The Chicago Engineer Supply 
Company is now well settled in its 
permanent location at 116 West II- 
linois street. A. W. Lundbom, sec- 
retary, reports that the new loca- 
tion is very (Continued on page 109) 








ABRASIVE COMPANY 


DIVISION OF SIMONDS SAW AND STEEL. COMPANY 
Tacony and Fraley Sts. 
CHICAGO PHILADELPHIA, PA. DETROIT 
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Sew ad eee 7) VERY 


Divisions of 
a Better Selling 


Bear oe ae eee » Bie Diet RIES 

BA see a ea ; AT nad gt et ot 
+ Nie Supls. opie Mae ey De IFN RT a A te any 4 ae Sie 
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Power Transmission E,quipment. 
A complete line. Every type of pul- 
ley, hanger, pillow block, etc. 


Dodge- Timken Bearings. For 
power transmission and machine ap- 
plications. A size and type for every 
service. 


Material Handling Equipment. 
Every type of conveyor to handle 
any kind of packaged or bulk ma- 
terial. 
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DODGE offer you 


Opportunity 


HE Industrial Executive has known 

Dodge for years as “The World’s Mar- 
ket Place for Industrial Equipment.” He 
knows what it means when Dodge says 
‘Parts made together work best together.” 
By standardizing on Dodge, he weaves to- 
gether the various products of the Dodge 
divisions gaining uniformity in source, prod- 
uct, performance and result. 


Dodge has also told him “Go to your deal- 
er!” Dodge service must be as valuable as 
its products—and can only be as good as its 
dealers. So Dodge’s plan of selling is Prod- 
uct—Service—Dealer—each as ane as 
the other. 







Three divisions of Dodge offer you a better 
selling opportunity because of reputation, 
vast resources, complete -lines, centralized 
buying—and a history of successful opera- 
tions with hundreds of mill supply dealers 
from coast to coast. 


DODGE MANUFACTURING CORP. 
Mishawaka, Ind. 


Factories at Mishawaka, Ind., and Oneida, N. Y. 





DODGE 


M SNA wAKA a 
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DART | 
UNIONS 





Two 
Bronze 
Seats 


Ever stop to think that your 
customer is looking for perma- 
nency—real economy— Well, 
you can give it to him with 
DART UNIONS — double 
service! Two bronze seats prop- 
erly ground at the joint. No 
corrosion. A strong and du- 
rable connection is afforded in 
combination with heavy pat- 
tern certified malleable iron 
pipe ends and nut. 


Screwed — Flanged 


Ells —Tees 


Made in all desirable forms for every 
industrial use. 





Write today for complete catalog and 
samples desired. 


E. M. DART MFG. CO. 


Providence, R. I. 


Sales Agents 


THE FAIRBANKS COMPANY 
New York and all branches 


Canadian Factory 
Dart Union Co., Ltd. 
Toronto, Canada 


QUVAUUUNAUONOUADOUNUONUOOLE | 


HE question of changing the 
| calendar has reached a stage 


| ent time-measuring 


The 


uestion of the (Valendar 


Is There Need of a Simplified Calendar ? 


Would a 


13-Month Year, Each Month Consist- 
ing of 28 Days, be Desirable? 


in which an organized inter- 
national effort is being made to de- 
termine whether public sentiment 
of the different nations approves it. 

With the progress of civilization, 
certain shortcomings in our pres- 
instrument, in 
use for nearly 2,000 years, have 
come to be felt more and more. 
Its inconveniences are endured by 
reason of custom and tradition, in- 
herited from generations past, which 
have fixed its use habitually in our 
lives. 

Custom and tradition have here- 
tofore kept discussion of calendar 
change from becoming effective. 
But recently the movement toward 
improving the calendar became 
strong enough, especially in the 
United States, to start a serious and 
official international undertaking to 
decide the question. What must be 
determined is whether public opinion, 
after having been as fully informed 
as possible of the advantages and 
disadvantages of calendar change, 
will be decided enough in favor of it 
to warrant calling an international 
conference for discussion and action 
on the question. The time consid- 
ered desirable for such a conference 
is during 1929 for the reason that 
the nearest convenient year for put- 
ting a new calendar into effect is 
1933 when January 1 falls on Sun- 
day, and the interval between 1929 
and 1933 would be needed to pre- 
pare for the change. 


For the purpose of ascertaining 
public sentiment in the United 
States, there was organized in 
Washington, D. C., on July 9, 1928, 
with the sanction of the Secretary 
of State, the National Committee 
on Calendar Simplification. 


Thus the question of calendar 
change becomes a national issue. 
Shall it be done? And how? 


Plan number 1 and an alternate 
plan number 2 have been suggested 
as illustrated on this page. Space 
will not permit going into all the 
various advantages and objections to 
each, although upon study of the 
two plans they will for the most part 
be evident. 


When the National Committees of 
the different countries reach their 
conclusions, and if a prevailing de- 
sire for calendar improvement is 
shown, it will then become necessary 
for an International Conference to 
be called. 


The agreement on calendar sim- 
plification at this International Con- 
ference would probably take the 
form of a treaty which, when rati- 
fied by the different governments, 
would become the law of each coun- 
try. This law would take care of 
conversion of dates from the old to 
the new calendar, maturity 
tracts and the like. 


con- 


An Act of Congress stating that 
such a calendar would take effect on 


Every Montu, Every YEAR 












































-| Tue. | Wed. | Thur.| Fri. | Sat. 
“al a2) 3] 4] s| of 2 
Ys | 9 | 00 | a | 12 | 03 | 00 
“15 | 16 | 17 | a8 | 19 | 20 | 21 
22 | 23 | 24 | 25 | 26 |-27 | 28 

Plan 1. The 138-month plan re- 


ferred to is the International Fixed 
Calendar as shown in the diagram. 
The new month would be placed be- 
tween June and July; the 365th day 
of the year would be dated December 
29 and called “Year Day.” It would 
be observed like the historic Mosaic 
“Extra-Sabbath.” 





JANUARY -30 day FEBRUARY -30 day 


Me eee ke ke ae 


MARCH-3! days 
T F 5 : " “ie 
3 




















eee s 9wit 21311 a oat ie 1314 
1516171 115 16 17 Is rie 44 oe 18 19 20 21 
23 24 25 2 22 23 24 25 26 27 23 24 25 26 27 28 
29 30 29 Ju 2 30 31 
Five Su & Mo Five Tu & We Five Th Fr Se 
Plan 2. The type of alternative 
proposal, equalizing the quarters of 
the year is illustrated here. 
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a certain date, simultaneously with 
all other nations and probably two 
or three years in advance, would in- 
clude, as a part of it, an adjustment 
table and would provide that dates 
on existing bonds, mortgages, leases, 
contracts and so on would be auto- 
matically changed to the correspond- 
ing dates of the new calendar as 
determined by the adjustment table. 
It would also provide for the pro- 
rating of fixed charges—monthly 
rent payments, for example, would 
be reduced by the yearly total being 
divided into 13 instead of 12 parts. 


Who’s Who in Industrial 
Distribution 


(Continued from page 54) 
membership in the National Con- 
tractors’ Equipment Association, Mr. 
Edgerly himself is a member of 
Rotary International and the Omaha 
Chamber of Commerce. He also is 
a former State Treasurer of the 
Young Men’s Christian Association, 
having held the position for 10 years. 


While he has no particular com- 
ments or predictions to make on the 
industrial supply business, Mr. 
Edgerly is well-posted on all phases 
of the industry. 
nite ideas on what is good business 
and what is not, and the success of 
his firm is ample proof that he be- 
lieves in carrying out sound business 
practices. 


Evidently the struggle for busi- 
ness has agreed with Mr. Edgerly, 
for he is undoubtedly one of the 
youngest looking men of his age in 
the mill supply business today. 








In picking out leaders recently in the 
various activities at the M. D. Larkin 
Company plant at Akron, Ohio, our 
photographer took this picture to show 
cooperation between two important de- 


partments. On the left is C. Baggard, 
shipping department manager; right, 
W. E. Sheets, store manager. 


He has very defi- | 





| 








BEEBE COCCOCCCBCEE 


Covering 
every 
need 


VALVES 
TRUCKS 
BARROWS 


Did you ever think about the ex- 
pense of delay? This is entirely 
applicable when you delay inves- 
tigating the FAIRBANKS dis- 
tributor franchise in your territory 
. . The FAIRBANKS quality 
line of valves, trucks and barrows 
is established—Many years of 
honest value built into FAIR- 
BANKS products have caused 
them to be adopted as standard 
equipment by big industrial users 
. . . Line up now with FAIR- 
BANKS and cash in on the fast 
moving profitable year ‘round re- 
peat business in your territory. 
Write today for catalog and sup- 
ply of circulars for customer dis- 
tribution that help you sell. 











Fairbanks No. 739 
Family Barrow il- 
lustrated is a good 
little General Pur- 
pose barrow and a 
fast mover. 





Fig. 01—Globe 


As a Grocery and Ware- 


house Truck, the Fig. 
Q2183 illustrated, is un- 
excelled. You can sell 


hundreds 


factorres 
and 


houses, 


of them to 
ware- 
various 


wholesalers in your ter- 


ritory. 


THE FAIRBANKS ©o. 


NEW YORK 


BOSTON 


Factory: ROME, GA. 


PITTSBURGH 


BERCCECECOCECOCEEBEE 
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ONTRAST the handling 


methods of this Thibetan 4 
w& _burden bearer with the Z 


effortless efficiency of 

straight-line production. 
Witness, in any modernized indus- 
trial picture, the absence of manual 
handling effort: note the certain, 
ceaseless flow of materials in process. 
Analysing this scheme we find ma- 
terial handling equipment the back- 
bone of every production system. 


NEW YORK 


, 


PHILADELPHIA 


CLEVELAND 


Moving is often 90 percent of 
making! And the economies of 
Chisholm-Moore moving in many 
cases represent the basis of produc- 
tion profits. 


Chisholm-Mooreengineersand C-M 
installations have solved difficult 
handling problems in every indus- 
try. Regardless of the size of your 
plant the sound principles of C-M 
engineering apply. 

This advertising message is selling 
hoists for C-M jobbers. If you are 
not in on the profits, write for the 
facts. 

Chisholm- Moore Hoist Corp. 

(Division of Columbus-McKinnon Chain Company) 

5028 Fremont Ave. Tonawanda, N. Y. 


In Canada—St. Catharines, Ont. 


CHISH 


CHAIN HOISTS 












CHICAGO 


PITTSBURGH 
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(Continued from page 103) 
handy for the company’s transient 
trade and pick-ups, and that the 
house is now in a position to give 
excellent service. 


Hennon Back Home 
The Ross-Willoughby Company, 
Columbus, Ohio, announces the re- 
turn of R. D. Hennon, after several 
years absence. Mr. Hennon will 
sell the company’s entire line in the 
city. 





B. L. Doris, president and treasurer of 
the Providence Hardware and Supply 
Company, Providence,* Rhode Island, 
has just sold a large order of leather 
belting, the initial delivery of which 
amounts to $4,000, with orders to con- | 
tinue at the rate of more than $20,000 


per year from this same source. 
started ten years ago with $200 and he 
now has an inventory rated at $50,000. 


Davis Company Building 
Sand Blasted 

The Davis Hardware Company, 
Gardner, Massachusetts, recently 
had its building sand blasted. This 
operation has given a spick and 
span appearance to the structure, 
which was erected in 1892. The 
company will observe its fiftieth an- 
niversary next year. E. W. Crouch 
reports that he has been with the 
company half that time and is still 
going strong. 


Murray Has Two New 
Salesmen 
The Murray Company, Dallas, 
Texas, has added W. T. Ball and 
W. R. Liles to its west and north- 
west Texas sales force. 
This company is now distributing 
“Delta” files. 











Doris | 








isl E) 
{hale | sad 
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DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 
Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 

And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmis- 
sion by making absolutely tight threaded and gasket 
joints in evlinder heads, pipe lines, ete. Also Dixon’s 
Boiler Graphite, which keeps boiler tubes clear and 
free of scale. 

More than a 100 years of experience in overcoming 
power losses by means of graphite is back of every 
ounce of Dixon’s Graphite Products. 


Write for Bulletin 16-C 


Joseph Dixon Crucible Company 
Jersey City, XOxK N. J., U.S. A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 














Graphite Seal (insoluble in gas or oil) 
q Graphite Motor Brushes 
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A bout Ma n 


What’s the News 


ufacturers 


A department where manufacturers may announce new litera- 


ture, changes in personnel, news of executives or salesmen, 


changes in quarters, or any other facts of interest to the trade. 


Photographs or cuts are especially desirable. 


Graf Zeppelin Carries Letter Connors, former president of the 


to Cleveland Twist Drill 

A letter mailed in Tokyo, Japan, 
on August 21 by B. P. Sweeny, 
Japan representative of the Cleve- 
land Twist Drill Company, Cleve- 
land, to the main office at Cleveland, 
was received there exactly nine days 
later, having been carried by the 
Graf Zeppelin on its recent trip 
from Japan to the United States. 
The letter reached Lakehurst, New 
Jersey, on August 29, and was de- 
livered in Cleveland on August 30, 
exactly nine days from the date of 
mailing. Since under ordinary cir- 
cumstances the time required for 
delivery from this distance is ap- 
proximately four weeks, this speedy 
transmission shows the possibilities 
for the zeppelin type of mail car- 
rier in the future. 

* cS * 
General Refractories Has 
New Sales Policy 

The General Refractories Com- 
pany, Philadelphia, Pennsylvania, 
is now broadening its field of ac- 
tivity on its high temperature ce- 
ments—Grefco Chrome High Tem- 
perature Cement and Standard Sili- 
ca Bonding Cement. The company 
announces that these two well-known 
cements are to be _ distributed 
through distributors in all parts of 
the country and that its sales plan 
includes complete protection for 
them. 

ok * * 
Goodrich Acquires Hood 
Rubber Assets 

Through a_ subsidiary company, 
the B. F. Goodrich Company, Ak- 
ron, Ohio, has taken over the as- 
sets of the Hood Rubber Company, 
Watertown, Massachusetts. 

The B. F. Goodrich Company an- 
nounces the appointment of J. H. 


Republic Rubber Company, as gen- 
eral manager of its mechanical di- 
vision. He will have charge of the 
manufacturing and sales of that de- 
partment. The management of the 
manufacture and sale of tires has 
been taken over by T. C. Graham, 
first vice-president, while T. B. 
Farrington has been made head of 
the factory service division. 
K * * 


Hooper Appointed Baker 


Sales Manager 

Announcement has been made of 
the appointment of Blake C. Hoop- 
er as sales manager of the Baker 
Industrial Truck Division of the 
Baker-Raulang Company, Cleveland. 
Mr. Hooper has been connected 
with the company since 1921, first 
as northwest representative and 


then as manager of railroad sales. 
He will continue to have charge of 
addition to 


his 


the latter in 
duties. 


new 





Blake C. Hooper 


Goulds Pumps Appoints 
New Distributors 


Goulds Pumps, Incorporated, 
Seneca Falls, New York, has ap- 
pointed distributors of the full 


Goulds line of centrifugal, power 
pumps and domestic water systems 
for eastern Pennsylvania as follows: 
William H. Taylor and Company, 
Incorporated, Allentown; Henry R. 
Herr, Lancaster; Lang Engineering 
Company, Reading, and George F. 
Motters’ Sons, York. In Baltimore, 
Chatard and Norris have been ap- 
pointed distributors for the full 
Goulds’ line. In their capacity as 
distributors the different firms will 
carry ample stocks and will be 
equipped to give complete Goulds 
service to their customers. 
* * x 


Cushman Chuck Issues 
Catalog 
The Cushman Chuck Company, 
Ilartford, Connecticut, has issued a 
44-page catalog covering its entire 
line of chucks. The book gives 


details on the many designs in 
chucks that are in the Cushman 
line. 

* * Kk 


Lake Erie Bolt Acquires 
American Bolt 


The Lake Erie Bolt and Nut 
Company, Cleveland, Ohio, has tak- 
en over the assets of the American 
Bolt Company, Birmingham, Ala- 
bama. This consolidation merges 
two of the oldest bolt and nut man- 
ufacturers in the country. 

N. L. Miller, former president of 
the American Bolt Company, has 
retired, leaving F. H. Mohns, also 
a former executive of the company, 
in full charge of the affairs of the 
Birmingham organization, which 
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will retain the name of the Amer- 
ican Bolt Company, operating as a 
subsidiary of the Lake Erie Bolt 
and Nut Company. There will be 
no other changes in the active man- 
agement of the company. However, 
immediate steps are to be taken, ac- 
cording to the announcement, to 
modernize the American Bolt Com- 
pany’s facilities. 


THE 
MILBURN 


West Plant Franchise 


The Lewis-Shepard Company, * 
Boston, Massachusetts, announces 1S 
the purchase of a brick manu- 
facturing building containing ap- 
proximately 60,000 square feet of Valuable s 


floor space at Crawfordsville, In- 











diana. 

The new plant will commence im- Seldom does a single MANUFAC- 
mediately on the manufacture of TURER offer the DISTRIBUTOR 
skid platforms for lift trucks, and such a diversified line as does The 
storage racks for use with portable . 
elevators. It is planned to add the Alexander Milburn Company. Ana- 
production of lift trucks and stack- lyze this fact—three distinct lines in 
ers to the schedule as fast as pos- one, namely: 


sible. 
Simonds Prize Winner 
Announced 
Robert F. Elder, Berlin, New 
Hampshire, has been announced as 
the winner of the first prize of 
$1,000 awarded in the Alvan T. 
Simonds economic contest for 1928. 
Essays submitted in the contest 
were on the subject, “Reducing 
the Costs of Distribution.” It is 
interesting to note that Elder has 
been appointed instructor in mar- 
keting at the Massachusetts Insti- 
tute of Technology. Alvan T. 
Simonds, who fosters the essay con- 
test, is president of the Simonds 
Saw and Steel Company, Fitchburg, The potential demand for MILBURN 
a EQUIPMENT in your territory is suffi- 
: cient to justify real sales work by your 
organization, and when supplemented by 
our sales cooperation should make MIL- 
BURN EQUIPMENT your LEADER. 


WELDING AND CUTTING EQUIP- 
MENT, Torches, Regulators and 
Generators. 


CARBIDE LIGHTS for contractors, 
road work and building operations. 


PAINT SPRAY EQUIPMENT. 
The modern method of painting. 





“Rusco” Officially Opens 
Canadian Plant 
The Russell Manufacturing Com- 
pany, Middletown, Connecticut, ob- 





served the official opening of its There are some communities where the 
new Canadian plant in St. Johns, Milburn Franchise is open. If you believe 
Quebec, recently. The officers and that your firm can take full advantage of 
staff of the Russell Company enter- this outstanding opportunity, write for 
tained about 80 guests, including the particulars. 


acting mayor and some of the alder- 
men, members of the automotive ™ 
trade and representatives of various 7 he Alexander Milburn Co. 


manufacturing plants in St. Johns, 


with a lecture tour of the plant and 1416-28 W. Baltimore St. Baltimore, Md. 
a dinner. W. T. Palmer, manager 
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Efficient Operation, 
Maximum Production 
and Low Power Costs 
in this Group Driven 
Wire and Nail Mill 


In this well ordered, well lighted wire and nail of installation, lowest wiring and control costs, 
mill the economical transmission of power has been greater flexibility, high power factor and lower 
assured by the use of group drives. Sturdy mo- current cost, fewer motor repairs and other 


tors of larger horsepower rating effect sav- e R substantial savings. 
ings in the cost of electric current as well ~j . 1/ — 
, ' ' NS If you have any transmission problems to 
as in maintenance. Penalties for low Y oa ; 
; : he solve, the Power Transmission Associa- 
power factor are avoided and continuous QJ = ' . ; 
tion will supply you with facts that will 
production assured. 
help you select the most efficient and 
Group driving from electric motors to L economical power distribution system for 
line-shafting will result in lower first cost MEMBER OF your plant. Write for booklet. 
POWER TRANSMISSION ASSOCIATION 


Power Transmission Association 
Drexel Building, Philadelphia, Pa. 





Group Drive for Power Efficiency and Economy | 

















OCTOBER, 1929 


MILL SUPPLIES 





of the replacement parts depart- 
ment, served as toastmaster at the 
dinner, and the speakers included 
T. M. Russell, president of the com- 
pany; W. C. Fisher, vice-president 
and general manager; C. Harwood, 
superintendent of manufacturing 
and research, and R. L. Conroy, 
who is in charge of the Aero 
Products department. 

The new plant is modern in every 
respect and capable of turning out 
a mile of brake lining every hour, 
which is the equivalent of 600,000 
feet a week. The Canadian factory 
takes care of the company’s export 
business, standard equipment to car 
manufacturers and the replacement 
requirements of the Canadian auto- 
motive trade. While the St. Johns 
plant at present manufactures only 
brake lining and clutch facings, the 
parent company manufactures a 
wide range of asbestos and textile 
products, and it is intended that 
these lines shall be manufactured 
in this plant later on. 

x * * 
Torchweld Catalog Ready 
The Torchweld Equipment Com- 

pany, Chicago, has issued catalog 
number 29, containing 40 pages 
descriptive of its complete line. It 
is illustrated with cross section 
views of gas welding and cutting, 
soldering, brazing and decarbonizing 
equipment, ete. 


Donald A. Hampson Dies 

Donald A. Hampson, member of 
the board of advisory engineers of 
the Power Transmission Associa- 
tion, passed away on August 3. 
Mr. Hampson was a conscientious 
worker and writer and was just 
beginning to gain national recogni- 
tion for his practical knowledge of 
the problems of transmission. 

A sister, Helen G. Hampson, 31 
Hanford Street, Middletown, New 
York, survives him. 


Annual Convention of Acety- 
lene Association 
The annual convention of the 
International Acetylene Association, 
to be held this year at the Congress 
Hotel, Chicago, on November 13, 
14 and 15, is an outstanding event 
in the oxy-acetylene field. 
At the 1928 convention, the re- 
port of the Oxy-Acetylene Com- 
mittee on the use of oxy-acetylene 














emt eg 


When competition stiffens, and you are searching for 
an opening for a drive to greater profits, call on 
RED CAPS. Go into a huddle with your salesmen 
and send them out with instructions to clear the way 


with RED CAP orders. 


That strategy will make it easy to reach your profit 
goal. The CAPITAL RED CAP Line of Industrial 
Brooms and Brushes is the leader in its field, a certain 
winner over any competition. RED CAPS are sold 
by America’s leading mill supplies distributors, many 
of whom handle RED CAPS exclusively. They are 


making big money by that policy. You can do the 
same. 


INDIANAPOLIS BRUSH © BROOM MFG. CO. 
126 Brush Street Indianapolis, Indiana 
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Special Alloy, 
Heat Treated 
Back —un- 


breakable. 


Patented 
Electric 
Weld— 
fused 
integrally 


18% Tungsten, 
High Speed Steel 
Cutting Edge— 
long-lasting, fast- 
cutting. 


Here is a blade 
that combines every de- 
sirable feature—the fast- 
cutting, long-lasting qualities of High 
Speed Steel coupled with the abso- 
lutely unbreakable factor. 





| 





MARVEL | 


High-Speed-Edge 
HACK SAW BLADES 


are Guaranteed not to break under 
any working condition—even in case 
of accident. Made in sizes for all 
power hack saws, 


ARMSTRONG-BLUM MEFG.CO. 
“The Hack Saw People” 


CHICAGO 
U.S.A. 


353 North 
Francisco Ave. 














welding in all the major industries 
of the country, presented such a 
comprehensive picture that it was 
necessary to print it for distribu- 
tion. This year, in addition to an 
amplified version of this report, 
other specific developments in the 
field of oxy-acetylene welding and 
cutting will be covered in detail 
by technical papers which are in 
course of preparation and will be 
presented at the meeting. 
Although the program committee 
has very definite arrangements com- 
pleted, Mr. L. F. Loutrel, presi- 
dent of the association, has ad- 
vised all members that suggestions 


| for making the program more com- 


plete and constructive will be glad- 
ly received. 
* 
Exhibits New Product in 
Cleveland 

The United States Electrical Tool 
Company, Cincinnati, exhibited a 
new multi-speed buffer and polisher 
at the National Machine Tool Build- 
ers’ Exposition in Cleveland. The 
exhibit was in booth 1A-15, in the 
Public Auditorium, from Septem- 
ber 30 to October 4. 


Detroit Manufacturer Issues 
New Catalog 

The Detroit Brass and Malleable 
Works, Detroit, manufacturer of 
“Fourdee” malleable fittings, has is- 
sued a pocket-size catalog of 28 
pages and cover, giving sizes, ap- 
proximate weights, and average list 
prices on these products. Weights 
shown are on black fittings. 


*x* * 


ok * 


Smith Wins Price Stabiliza- 
tion Contest 

The award of $100 for the arti- 
cle containing the best and most 
practical, pertinent suggestions on 
the subject of “Stabilization of 
Prices” offered by the Chicago Nip- 
ple Manufacturing Company, Chi- 
cago, has been won by Dr. C. 
Copeland Smith, president of the 
League of Reconciliation, Chicago. 

“Price-cutting,” says Dr. Smith, 
“is war. The causes of price-cut- 
ting are the same as the causes of 
war—ignorance, greed, suspicion, 
and overproduction. 

“We are afraid of the man around 
the corner because we do not know 
him. Inter-communication as men 
is the greatest need of trade com- 


petitors today. The need for com- 
mon action is necessary. It needs 
to be complete. There must be 
educational action. Cooperation and 
intercourse should not only be be- 
tween the members of each branch 
of the business but between all its 
members. 

“Trade agreements are all very 
well, but there must be something 
more than penalty clauses to en- 
force them. Your trade combina- 
tion must be armed with the 
weapons necessary for enforcing its 
will upon each member who pro- 
fesses to act with the rest, but 
makes his profession with his tongue 
in his cheek. That makes necessary 
a strong central fund capable of 
advertising the names of delinquents 
in the press and by other means. 
It also involves the making known 
of the superior products of the 
combination and the spreading of 
the information that the delinquent 
cannot offer them to the public or 
trade any longer. 

“It can be done, 
price stabilization. 
Think together. Work together. 
Act together. And let the common 
action run right through the trade, 
in all its branches, from the raw 
material to the marketing of the 
finished product.” 


this task of 
Get together. 


ok 


Van Dorn Electric Tool 
Demonstration Car 
The Van Dorn Electric Tool 
Company, Cleveland, Ohio, is now 
using a new Electric Tool Demon- 
stration Car to assist the jobbers’ 
salesmen in demonstrating various 
Van Dorn tools in operation. 





Demonstration car used by the Van 
Dorn Electric Tool Company, Cleve- 
land, Ohio. 


This car consists of an especially 
designed closed body mounted on a 
chassis of one of the well known 
car manufacturers. The large rear 
door, when opened, shows the vari- 
ous electric tools in neatly arranged 
sections making them accessible for 
immediate use. This enables the 
salesmen to bring the tools to users 
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so that they can prove for them- 
selves the merits of the product. 
At the present time, this car is 
being received so enthusiastically by 
the trade in Maryland and Virginia 
that arrangements have been made 
to send it or similar cars to all parts 
of the United States. 
* * * 
Wall Chart for Shop 
Mechanics Published 
The National 
Tool Company, Detroit, has pub- 
lished a wall chart containing deci- 
mal equivalents, tap drill sizes, and 
hints for twist drill users. The 
chart is made in three folds for 
convenience, and contains valuable 
information for shop mechanics. 
x * x 
California Representative 
Appointed 
The American Kron Scale Com- 
pany, New York, has appointed the 
Gilbert Glasow Company, 514 East 
Eighth street, Los Angeles, as Cali- 
fornia representative on its line of 
industrial scales. 
* * * 
New Sales Manager for 
Laughlin Company 


Twist Drill and | 


| 


ARMSTRONG 
‘TOOL HOLDERS 


The Thomas Laughlin Company, | 
Portland, Maine, manufacturer of | 


heavy hardware for marine and in- 


dustrial uses, has added E. E. Baker | 


to its staff as sales manager. 


During the last 16 years Mr. | 


Baker has had a varied experience 


in the marine and hardware field, | 


including marine design and con- 
struction in some of the largest and 
most important ship yards. During 


the war he was with the purchasing | 


division of the Emergency Fleet 
Corporation, handling the purchase 
of machinery, boilers, and mechan- 
ical equipment. For the last seven 
years he has been engaged in in- 
dustrial heavy hardware sales ac- 
tivities. 

Reciprocal Sales Arrange- 

ment Made 

A reciprocal sales arrangement 
has been made by the Billings and 
Spencer Company, Hartford, Con- 
necticut, and the Husky Corpora- 
tion, Kenosha, Wisconsin. Accord- 


ing to R. W. Dittus, sales promo- | 
tion manager of the Billings and | 


Spencer Company, the new arrange- 
ment simply makes possible the 
merging of a line of socket 





(Selected for the Byrd Expedition to the South Pole —dependable, efficient). 


ARMSTRONG TOOL HOLDERS are Used in Over 96% of the Machine Shops and Tool Rooms. 












offer an unusual 
opportunity for 
building profits. 


With ARMSTRONG TOOL HOLDERS of one kind or another 
used in over 96% of the Machine Shops and Tool Rooms, and with 
over a hundred sizes and shapes of tool holders to sell—unlimited 
sales and profits are possible for Mill Supply Houses who take 
every opportunity of pointing out to machine shops the advantages 
of using ARMSTRONG TOOL HOLDERS for every operation on 
every Lathe, Planer, Slotter and Shaper. With the large majority 
of your customers already sold on the basis principle that “Saves all 
Forging, 70% of Grinding, and 90% of High Speed Steel,” it re- 
quires only a knowledge of your customers’ equipment and of the 
ARMSTRONG System of Tool Holders, to point out the advantages 
of ARMSTRONG TOOL HOLDERS and to sell them for all 


machines. 


ARMSTRONG TOOL HOLDERS are known the world over. 
Advertisements in which industrial technical authorities have praised 
their efficiency and economy have appeared and are appearing in 
the leading trade papers. Works 
managers, superintendents, tool 
foremen, and purchasing agents 
everywhere are prepared and 
waiting for the _wide-awake sup- 
ply men who grasp this oppor- 
tunity to build profits by pushing 
the entire line of ARMSTRONG 
TOOL HOLDERS. 


See that all your men are 
thoroughly familiar with the 
ARMSTRONG System of 
Tool Holders. Catalogs B-27 


ARMSTRONG 


Planer and Shaper Tool 





rd 


showing and describing all 
ARMSTRONG TOOL 
HOLDERS will be supplied 
upon request. 





| Like most ARMSTRONG TOOL HOLDERS, 
| the Planer and Shaper Tool equals a dozen 
| forged tools. Cutter can be set at almost 
| any angle or clearance. With bit reversed 
| it makes an efficient “goose necked’ tool. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. Francisco Ave., Chicago, U.S. A. 
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The story goes that the Gordian 
knot was so ingeniously done, 
none could untie it. Alexander 
was told that whoever undid 

the knot would become 
conqueror of the world, 
so he cut it with 
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There are knotty problems in your plant today that can be 
solved in this drastic manner. Cut out the old valves and fittings 
that are causing trouble and put in Vogt Drop Forged Steel. 
It is a matter of time, money and labor saved. 


‘ 4 AV/ Drop Forged Steel a 
‘§ OQ Valves & Fittings 


HENRY VOGT MACHINE CoO. 





INCORPORATED 
; LOUISVILLE, HY. 
Manufacturers of: Oil tangy Equipment, Drop Forged Steel Valves and Fittings, Water PHILADELPHIA CLEVELAND 
Tube and Horizontal Return Tubular Boilers, |ce Making and Refrigerating Machinery . DALLAS CHICAGO NEW YORK 
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A Clipper Belt Sc 
that has run~_.. 


*A BELT MAN FOR 
FOURTEEN YEARS ” 


writes this letter... The man who 
does the lacing knows! 


Whatever yeur shop requirements, there's 
a Clipper Lacer to meet them efficiently 
—lacing the smallest of belts up to the 
heavier and wider ones. And the use of 
Clipper Pins and Clipper Hooks ensures 
a perfect lasting joint. For complete 
demonstration, communicate with your 
nearest dealer, or with the 


Clipper Belt [acer 


N° 6 
SPEED 


MICHIGAN 
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This bird 


leaves it to you 


On car movers as well as on other 
equipment ... he shifts the respon- 


sibility to your’ shoulders... 
“You're selling it to me, boy,’ he 
says, “You know what happens if it 


doesn’t do the work!” 


And Atlas distributors don't have 
to flinch! They know from actual 


eases that Atlas Movers’ have 
POWER and DURABILITY that 
backs all sales talk. 

Want to get the dope on some of 
these cases? Just drop us a line. 


APPLETON ?, 
CAR MOVER 
CO. 


Appleton, Wis. 






This cutaway 
shows the source 
of ATLAS’ tre- 
mendous power. 
Compound lever- 
age—that’s the 
big thing. 
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wrenches and open end wrenches. 
It gives both the Billings and Spen- 
cer and Husky organizations more 
complete lines, in that they are now 
| enabled to have a complete auto- 
motive wrench line, which would 
not have been complete for Husky 
without open end wrenches and for 
Billings and Spencer without sock- 
ets. 


New Valve and Fittings 
Catalog Published 

The new Reading-Pratt and Cady 
| catalog recently issued covers Pratt 
and Cady iron and bronze valves 
|and asbestos packed cocks, and 
Reading Steel Casting Company 
steel valves and fittings. It includes 
valuable information on the care 
and use of valves, floor stand and 
chain wheel applications, motor op- 
erator applications, drilling tables 
for iron, bronze, and steel flanges; 
and a general section of useful 
facts for the engineer, steamfitter 
and plumber. 

* * * 
Kingman Vice-President of 
Foster Company 

Arthur W. Kingman has been 
made vice-president of The Foster 
Bolt and Nut Manufacturing Com- 
pany, with headquarters at the ex- 
ecutive offices in Cleveland. For 
twenty-five years Mr. Kingman had 


been connected with The Bourne 
Fuller Company, Cleveland, in an 
important capacity. The Foster 


business has been expanding rapidly 
in recent years. Additions are now 
being made to a plant built in Chi- 
cago three years ago. 

* ok K 


Nicholson File Issues Catalog 

The Nicholson File Company, 
Providence, Rhode Island, has is- 
sued a new catalog illustrating and 
describing the company’s complete 
line of files and tool specialties. [I- 
lustrations show the full variety of 
| files and rasps commonly used, and 
detailed information concerning 


| them is pene. 


Second ne Tool Exposi- 
tion in Cleveland 

Those fortunate enough to attend 

the second National Machine Tool 

3uilders’ Exposition, held in the 


| Public Auditorium, Cleveland, Sep- 
| tember 30 to October 4, had a good 
| opportunity to see the machines and 

other products of some 240 compan- 


ies on display in almost 100,000 
square feet of floor space. 

The exposition this year was on a 
larger scale than the 1927 exhibit, 
almost % more floor space being 
used and the number of exhibitors 
increased by 30%. It was expected 
that there would be present over 
3,000 machine tool executives, de- 
signers, and other people interested. 

General changes in the trend of 
development were evident. On the 
whole, equipment is heavier, faster, 
more powerful, has more automatic 
features, and is handier to operate 
than was true even a few years ago. 
Tools not yet fully developed were 
studied ; the full production possibil- 
ities of the tungsten carbide cutting 
tool is still a matter for investigation. 

During the week of the exposi- 
tion technical sessions were held 
in Cleveland by the Machine Tool 
Congress, the production group of 
the Society of Automotive Engi- 
neers, and the machine-shop prac- 
tice division of the American So- 
ciety of Mechanical Engineers. 

* *K * 


Three New Ton-Tex 
Distributors 


In the state of Ohio, three well- 
known industrial supply houses have 
recently been appointed distributors 
for Ton-Tex belting, manufactured 
by the Ton-Tex Corporation, a di- 
vision of the F. Raniville Company, 
Grand Rapids, Michigan. The new 
outlets are: W. M. Pattison Supply 
Company, Cleveland; Stambaugh- 
Thompson Company, Youngstown, 
and the Canton Supply Company, 
Canton. 

* 


Forged Tool Simplification 


The manufacturers of forged tools 
have revised their simplified practice 
program, finding it necessary to add 
24 items and eliminate 16. 

a 


Manheim Opens New Office 
in Chicago 

A complete stock of balata, can- 
vas and thresher belting will be 
handled by the Manheim Manufac- 
turing and Belting Company in its 
new office and warehouse at 565 
West Washington Street, Chicago. 
Arthur H. Raff has been appointed 
manager of this branch. During his 
16 years of belting experience he 
has been with the Gutta Percha 
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Rubber Company and the Victor 
Balata and Textile Belting Com- 
pany. 
Babbitt-Metal Consumption 
The total apparent consumption 
of Babbitt metal in August, based 
on reports received by the Depart- 
ment of Commerce from 31 firms, 
was 5,432,597 pounds, as compared 
with 5,360,711 in July and 4,755,662 











in August, 1928. This consumption | | — 7 

. e | e e e 

is calculated from sales by manu- Quality — Price and Profit 
facturers and consumption by those — what more can a dealer ask? 

= = : parm Sees) a oa The best mechanics the country over know Lenox Screw 
irms, among whom are several m- | Drivers—know that they can’t chip nor bend—that the 
portant railroad systems, which con- handles cannot split. They know that the price of these 


quality tools is within their reach. 


Do you know the profits you can make on a Lenox stock— 
how they’re advertised to your trade? Do you know 


sume their own production. The 
total apparent consumption for the | what we'll do to help you sell? 
first 8 months of 1929 was 46,525,- | Just a note will bring you the details. 
480 as compared with 37,955,584 in | 

| 

| 


fs e . DP 
the first 8 sacanties of 1928. The Sooty in the Plaid Bor 


sg '‘ AMERICAN SAW & MFG. COMPANY, Springfield, Mass. 
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Let SS SSS SSS SSESSSSESSESSS 
Announcement has been made of | ve — eS 
the resignation because of ill health 


Va SS SSS wen ES Ss : S : 6S SN SD 
of F. B. Caldwell as vice-president : 


of the Chicago plant of the Link- 
Belt Company. His duties will be 
assumed by W. C. Carter, formerly 
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SS SEER RR RET RRR 
vice-president in charge of produc- : ; SSD . pew ERR Sa SARA SHAG Ses 


tion of all plants. Mr. Carter will 







































A Rapid 
Seller 
With Liberal 
Discounts. 
Live 
| Distributors 
Wanted For 
A new type of enclosed unit construction keeps - - 
| ball bearings dust-proof, smooth-running and Territories 
| long-lived. Caan wie es P 
The Clements Cadillac is built by ements an 
not merely assembled. Each part is designed to Not Already 
meet the exact requirements of our Blowers. 
Clements Cadillac Blowers clean efficiently the Covered. 
most delicate machines, with clean, dry air and 
with the utmost safety. 
They may be used to blow, suction clean or 
spray insecticides and paints. Market 
This pioneer portable Blower is answering all 
cleaning requirements in twenty thousand large Hasn’t Been 
2 J a and small industries. 
W. C. Carter, vice-president of Chi- Gleawithis saadeenvere or 
cago Link-Belt plant nomical and safe way. cratc . 


Let Clements crafts- 
manship protect you. 


Write for folders 
giving prices, spe- 
cial vacuum 
cleaning and 
spraying attach- 
ments and listing 
various uses. 


act as general manager of the Chi- 
cago plant also. 

Other changes recently made are: 
E. J. Burnell, formerly Pittsburgh 
manager, has been appointed sales 
manager of the western division, 
with headquarters in Chicago, and 
Nels Davis has been transferred 
from the Chicago engineering sales 





Hundreds of 
thousands of 
prospective users 
of CLEMENTS- 
Cadillac Blowers 
are being con- 
stantly reached 
through advertise- 
ments like these. 
Cash in on. this 


_ 
fe ' a Vv l P | N a S| v | Pr. © © Bh alli genteel publicity. 


ULvY. 31 ANU LARGEST MANUFACTURERS OF PORTABLE ELECTRIC BLOWERS 
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13 Sizes 
3 to 5 in. 


“VULCAN” 










“VULCAN” 
HEAVY SERVICE 
LATHE DOG 


3 Sizes 4 to 6 in. 


“VULCAN” 
CLAMP LATHE 
DOG 
7 Sizes, 1% to 


3% in. 


“VULCAN” 
MILLING MACHINE 
DOG 
With Flat Tail 
4 Sizes \% to 2 in. 


eps EERE see os 
TE a, 






~" 


“POLICE” 


ILLIAMS’ “Vulcan” Dogs might well 

be called the “Police” Dogs of the Shop. 
“Vulcans” have many of the characteristics 
which have made this breed justly famous— 
strength, dependability, a long record of out- 
standing performance. 


“Vulcan” Lathe Dogs are drop-forged from a 
strong, tough grade of specially selected steel 
and are furnished either with hollow head 
(Safety) screws, or with conventional (Non- 
safety) set screws, as desired. Heavy Service 
dogs carry TWO screws each. Screws are 
hardened and tempered. 


Send for literature today. 


J. H. WILLIAMS & CO. 
“The Drop-Forging People” 
BUFFALO 


New York Chicago 


Outs 





- \ 
~ 


LATHE DOGS 
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force to Pittsburgh, where he will 
succeed Mr. Burnell as manager of 
the Pittsburgh office. 

* 1K 


* 


Hill Clutch Establishes New 


York Office 
The Hill Clutch Machine and 
Foundry Company, Cleveland, has 


opened a branch office at 30 Church 
Street, New York City. This of- 
fice will be under the supervision 
of Arthur L. Whiteside, a man of 
experience in the transmission, 
power and power drive equipment 
business. 


Stanton Receives Republic 
Appointment 

C. W. Stanton, formerly western 

representative of the Boston Woven 

Hose and Rubber Company, has 

been appointed New York district 


manager for The Republic Rubber 
Company, Youngstown, Ohio. His 


offices 
Mr. 
business 


will be at 11 Park Place. 
Stanton has been in the rubber 
since 1916, and prior to 
that time he was in the mill supply 
business, where he worked his way 
up from a stock clerk to traveling 
salesman. 


New Deming Catalog Issued 


The Deming Company, Salem, 


Ohio, has recently published a new 


216-page catalog, number 28. It 
describes completely the entire Dem- 
ing line and is profusely illus- 
trated. The back part of the 
catalog is devoted to tables and 


statistics, as well as wiring diagrams. 
Andrews Steel Adds to 
Building 
A contract has been awarded by 
the Andrews Steel Company, New- 
port, Kentucky, for the construction 
of a two-story addition to its plant. 
This addition will be equipped pri- 
marily for laboratory service and 
is reported to cost approximately 
$40,000. 
Manufacturers Discuss In- 
dustrial Casters 
A number of conferences 
been held with 
users of 


have 
manufacturers and 
industrial casters with a 
view to planning a reduction in the 
present variety. Users of this com- 
modity are interested particularly in 
bringing about a greater degree of 




















THE GREATER STRENGTH 
of 


Rutt Vales 


[* is improved designs and patterns, careful foundry 

erie generous metal proportions, rigid inspec- 
tion and accurate testing that combine to give Greater 
Strength to Powell Valves. 





Fig. 102 
Bronze “White Star” 
Fig. 110 Globe Valve 
Bronze “Model Star” 


Globe Valve 


Fig. 150 
Bronze “Union Disc” 
Globe Valve 


Powell Valves are designed and processed to give 
Greater Strength where strength is required. Care- 
ful foundry practice insures uniformity of alloy. It 
is generous metal proportions so distributed through 
the castings that insures the utmost wear resistance 
and safety. Rigid inspection during the process of man- 
ufacture, and final testing assures the user of perfect 
workmanship and a high s4fety factor under the most 
abnormal working conditions. 


Because of their Greater Strength, Powell Valves 
will better withstand the strains and distortions of pipe 
line service. 


Powell Products include bronze, iron and 
steel valves, oilers, lubricators, grease cups, 
water and oil gauges, and sundry engi- 
neering appliances. 


THE WM. POWELL CO. 


2521-2531 SPRING GROVE AVE. 
CINCINNATI, OHIO 
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MADE IN U.S.A 


MILFORD 








Sell Milford Blades 


for All Uses 


The Henry G. Thompson & Son 
Company, through consistent ad- 
vertising in the industrial field 
tells the advantages of using the 
right blades for the right jobs. 
Milford and Milflex Blades made 
for all uses are giving remark- 
able service because they are 
carefully designed and perfectly 
made, with 53 years of manu- 
facturing skill behind them. 
They are _ distributed 100% 
through the jobber. Be sure 
your line is complete. 


Milford All Hard Milflex 
Milford High Thompson Metal 


Speed — Band 
Milford Double T hompson a 
Duty ( 


Wood Cutting 


Milford Rail Band Saws 


The Henry G. Thompson & Son Co. 


Est. 1876 
New Haven, Conn., U.S. A. 











| interchangeability. A second pre- 
liminary conference of caster manu- 
facturers will probably be held in 


the near future. 
* * * 


| 
| Osterlein Issues New Catalog 
on Aurora Steel 
| The Osterlein Machine Company, 
| Cincinnati, has ready for distribu- 
tion, a catalog giving details on its 
|Aurora drills and containing com- 
| plete specifications on all sizes from 
|20 to 44 inches. The new Osterlein 
multiple drill head is also shown. 
* * x 
| New Catalog Showing 
Wallace Line 
| <An especially helpful catalog of 
'J. D. Wallace and Company, Chi- 
|cago, is now off the press. The 
‘various machines contained in the 
| Wallace line are illustrated with 
‘extra large size cuts and the speci- 
fications and information about the 
| machines has been arranged in such 
'a manner that the salesman should 
|have no trouble in answering in- 
| quiries quickly. 
| * * * 
Harry S. Ashmun Travel- 
ing in Europe 
Accompanied by Mrs. Ashmun, 
Harry S. Ashmun, vice-president of 
the Armstrong Manufacturing Com- 


|pany, Bridgeport, Connecticut, is 
|touring Europe. They left on the 
|North German Lloyd — steamer 


|“Bremen” on August 23, planning 
|to return to the United States No- 
| vember 9. 

Mr. Ashmun is visiting the com- 
|pany’s foreign connections and in- 
| vestigating the tool manufacturing 
| situation in Germany and the gen- 
‘eral tariff conditions in all countries 
| visited. 

* ok x 

| New Revolvator Bulletin 

| The Revolvator Company, Jersey 
| City, now has ready bulletin 91C on 


ie eee |the new red giant silent chain-spur 


gear drive “Model M.” Besides il- 
lustrations and descriptive material, 
this sheet includes a table of dimen- 
sions and a code list for motor 
specifications. 
* 2K * 

New York Regional Meeting 
of Transmission Association 

Paul Bonner is arranging a date 
for a New York regional meeting 
of the Power Transmission Associ- 





ation, convenient for the New York 


City mill supply and the leather 
belting clubs. The date and place 
will be announced later. 

* * * 
Richards-Wilcox Out With 
New Catalog 
The Richards-Wilcox Manufac 
turing Company, Aurora, Illinois, has 
brought out a new catalog, Number 
50, on the company’s line of “Over- 
Way” conveying equipment. It 
consists of 192 pages, containing 
details and illustrations of the va- 
rious products manufactured, many 
valuable tables and plans of actual 

installations. 


Standard Cotter Pin Com- 

pany Organized 

The Standard Cotter Pin Com- 
pany has been organized by H. M. 
Cresswell, 215 Glen Avenue, EIl- 
wood City, Pennsylvania, and asso- 
ciates, with a capital of $75,000, for 
the purpose of manufacturing cot- 
ter pins and other small iron and 
steel specialties. It is planned to 
start operation of a factory soon. 

ok * * 
Bales Named Vice-President 

J. E. Bales has been elected vice- 
president of Lyon Metal Products. 
Incorporated, Aurora, Illinois, to fill 
the vacancy caused by the resigna- 
tion of W. N. Vance. Mr. Bales 
has been with the company for 28 
years, and is a director and in 
charge of the development work of 
the organization. Mr. Vance’s 
physician has ordered him to take 
a complete rest. 

* * * 
Establishing New Sales 
Representatives 

William S. Waldrip, chief engi- 
neer of Neilan, Schumacher and 
Company, Los Angeles, manufac- 
turer of regulating devices and con- 
trol equipment, recently took a trip 
to Chicago and New York in con- 
nection with the establishment of 
sales representatives for the com- 
pany in both of those cities. 

J. M. Coffeen, who has had sev 
eral years’ gasoline plant and in- 
dustrial instrument — experience, 
accompanied Mr. Waldrip from the 
factory and has established himself 
as the sales representative for 


Neilan equipment in Chicago. A fter 
leaving Chicago, Mr. Waldrip was 
to go on to New York and estab- 
lish a sales representative there. 
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We Concentrate on 12 
Profitable Lines 


(Continued from page 45) 


stock or must be picked up here, 


there, or elsewhere. 

Naturally, a great deal of care 
and judgment must be used by the 
mill supply salesman in determining 
his course of action when asked to 
supply the buyer with some item 
his company doesn’t carry in stock, 
for often this service leads to busi- 
ness in lines his house carries. 

There are some people who might 
object if a mill supply distributor 
did not carry everything they could 
possibly want, but this difficulty is 
less serious nowadays than it used 
to be, because we are dealing with 
purchasing agents more and -more 
rather than with a great number 
of small plants and department 
heads in the larger plants. It is, 
of course, advantageous and oft- 
times necessary for a salesman to 
have personal contact with those 
who superintend the use of the com- 
modities he is pushing, but the 
concentrated buying policies of most 
companies have done away with the 
necessity for going through the 
plants as much as formerly. 

I think it would be ideal if the 
supply houses of every community 
had an arrangement whereby each 
handled certain lines and concen- 
trated on them. With slower mov- 
ing items an arrangement could be 
made whereby one house would 
carry certain items, another others 
and so on. A _ reasonable inter- 
change price could be set up, and 
a big part of the slow-moving stock 
problem would be removed. 

Such a plan of course could not 
be worked out in a day and would 
necessarily depend on the sincerity 
of purpose of those interested. It 
would probably be difficult in some 
instances to determine on certain 
brands of articles, but there are 
many staples in the line that could 
be handled on such a plan and I 
am sure a lot of unnecessary 
price-cutting would also be avoided. 

Conditions being as they are, how- 
ever, I think the one best bet for 
the mill supply company which 
wants to secure a satisfactory re- 
turn on its investment is to con- 
centrate on a number of good, profit- 
able lines, and let business on the 
other lines follow along. 











1012 Craft St. 
== 





PIONEERED 
CHARAVAY 


Fred Charavay, aeronautical engineer, de- 
signer of the famous Hartzell Cross-Country 
Propeller, pioneered in aviation. He has seen his 
propeller designs speed great loads across the 
sky, make altitude records and establish long 
distance tests. He knew this especially designed 
propeller had super “air moving” power—so he 
adapted it to ventilation. There he pioneered again! 
giving the world the Charavay Propeller Fan, the first 
fan of its kind and a record breaker, too. 





Only Charavay Propeller Fans Can Give 
You Charavay’s Greatest Air Volume 


KE! 
LooKs- 
RY DIFFERENT 


sane Fan Not a Charavay 


These two designs may look alike—but they are vastly. 
different. The one on the left is the Charavay Pro- 
peller Fan principle. Note that the tip of the propeller 
blade extends beyond the inner ring of the frame. That 
is a patented Charavay feature. With this overlapping 
blade Charavay is practically 100% efficient. On other 
fans, with blades that do not overlap the frame, not all 
of the blade and ring surface is productive of direct 
air current—the gap between the blade and frame draws 
air from in front instead of from behind the fan, 
causing the current to “backwhirl’ and lose much of 
its force. 


Charavay is the practical way. It is also the economical 
way. Not only do Charavays save you 40% to 80% on 
power, you can purchase and install them at a very eco- 
nomical figure. Let us tell you more. 









Distributors and dealers in all principal 
cities. Quick efficient service. 


Hartzell Propeller Co. 
Division of 

Hartzell Industries Inc. 

Piqua, Ohio 
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Well known to the trade for 
efficient power transmission, 
“Edgemont” Friction Clutches 
find a ready sale wherever a 
clutch is needed. 


Write now for supply of 
catalogs and circulars 
that will interest your 
customers. 


THE EDGEMONT MACHINE Co. 


Service 
Tested 





DAYTON, OHIO 


Friction 


Clutches 











Electric 





INCORPORATED 


PITTSBURGH, PA. 





WAPPAT 


Handsaws 


for enduring 
service to your 
customer, without 


service worries 


Divison of Simonds Saw Name...--.---------------------+--+--+----- 
and Steel Company I i nn AB I i 
7524 Meade Street City 











We Put Our Salesmen on 
Their Own 


(Continued from page 47) 

the part of salesmen to pull 
for a volume showing, irrespec- 
tive of the profit their sales repre- 
sent; but under our plan, there is no 
inducement for a man to run up 
mere volume. Sales figures alone 
mean nothing to him. What he 
wants is to build up the profit col- 
umn, and that is also what the firm 
wants. 

Every item listed in our catalog is 
keyed to show its actual cost. (The 
key is in code, of course.) Thus the 
salesman has right before him the 
exact profit he makes from every 
item. He may figure out his prof- 
it for himself at the conclusion of 
every sale if he wishes. 

The code figures automatically 
show the salesmen which items to 
push for bigger profits. It is only 
reasonable to assume, under this 
plan of payment, that where there 
are two items of similar description 
and merit, he will push the one 
which carries the longest profit. It 
is reasonable to assume, too, that he 
will not load up a customer on easy- 
selling, short-profit supplies, rather 
than get down to real salesmanship 
and sell long-profit goods as well. 

Although the company requires 
that salesmen give assistance when 
necessary in the collection of over- 
due accounts, it does not hold them 
responsible for such _ collections. 
Once the house passes on the relia- 
bility of a customer and recognizes 
his order, the salesman _ receives 
credit for the sale and is not penal- 
ized even though the customer fails 
to pay his bill. 

Under our plan it costs us ap- 
proximately 10 per cent to sell. 
Thus, the firm knows in advance 
what its selling costs are going to 
be, in percentages, regardless of vol- 
ume fluctuation. In other words, 
under this plan, if sales should 
slump, actual costs of selling would 
slump in proportion, and it. still 
would cost only ten per cent to sell. 

Still another advantage we have 
found in the use of this profit-shar- 
ing plan, is that the salesmen no 
longer need any specific direction. 
Every man manages himself, and he 
does it conscientiously for the rea- 
son that his earnings depend direct- 
ly upon his ability as a manager. 
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If I Were a Mill Supply 
Salesman— 
(Continued from page 66) 
the subject you are discussing. 
He reads as he hears—a double im- 
pression—and if the manufacturer 
has gotten up a thorough piece of 
literature, you do not run _ the 
chance of overlooking some good 


argument which may make the sale 
for you. 





Now, since we are on the subject 
of portable woodworking machinery, 
why not a word as to the mill sup- 
ply salesman’s prospects for sales of 
this equipment? The majority of 
the plants on which you call have 
shipping departments. In many 
cases, they buy their crates, or have 
vesmagy ae - seney wate. Yon Sell the best known and most widely used vise from 
mt Ue Srgeneme oe them that coast to coast. Seven superior construction features 





have been successful in getting other 
industrials to put in portable elec- 
tric saws and other equipment for 
use in making these shipping re- 
ceptacles, thus saving considerable 
a cana and eee, Most plants, TS Genes RANE oe. 
MERIDEN, CONN., U. S. A. 
hotels, office buildings, theatres, hos- | NEW YORK SALESROOM, 25 MURRAY ST., N. Y. C. 
pitals and schools have maintenance | 
departments. When you are prop- | 
erly equipped to sell portable wood- 
working machinery, you can con- 
vince many of these prospects of 


the advisability of putting in such 
equipment. 


I realize that selling of the kind TRADE MARK REG.U.S.PAT.OFFICE 
outlined in this article takes a little 


more time than is required for han- STEEL BELT LACING 
dling the job in the regular cut and 

dried fashion of order taking, and, 
to make up this time, I would try 
out the idea of making a fewer 
number of personal calls, but, at the 
same time, getting my good cus- 
tomers in the habit of expecting a 
telephone call from me at a certain 
hour of a certain day each week, or 
some such period. I don’t mean 
that you should give up calling on 
any accounts, for personal calls 
must be made frequently, but by 
properly educating certain of your 
customers, you can cut down the 
number of personal calls necessary 
in many cases. 


are the result of 85 years of high grade vise making. 
Parker offers you a complete line, well advertised to 
your trade. Distributed entirely through the jobber. 








+ 


“JUST A 
HAMMER TO 
APPLY IT” 









Protection of belt ends is belt protection. 
The teeth of Alligator Steel Belt Lacing 
penetrate lengthwise of the belt, clinching 
over and compressing the entire belt end in 
a vise-like grip of steel. 

, Manufactured by a house that protects the 
jobber’s profits, , 


Flexible Steel Lacing Company 
4643 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London E. C. 2 





Why not give serious thought to 
the subject of specialization? Pick 
out the lines it would be most in- 
teresting and profitable to push, 
and then set out to equip yourself 
to sell them properly. 











For Your 
Protection and Ours 


Accept No Substitutes | 
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BUSINESS TIPS 


ALEXANDRIA, LA.—Plans are 


in the hands of the Louisiana 
[ce & Utilities Co., for an ice 
manufacturing and _ refrigerating 


plant, including a car icing division. 
The plant, which will be a _ three- 
story structure, will about 
$100,000, including equipment. The 
architects are Samuel Stone, Jr., 
& Co., Masonic Temple, New Or- 


cost 


leans. 


BALTIMORE, MD. Option has 
been taken by the Aviation Cor- 
poration of the Americas, Inc., 100 
East Forty-second Street, New 
York, on a 500-acre tract on Black 
River, Mary- 
land, as a site for a new plant for 
the manufacture of all-metal flying 
boats and other combination sea and 
air craft. The first plant units con- 
structed will be for the production 


near Todd's Point, 


of parts and assembling, and they 
are expected to cost approximately 
The 
\viation Corporation of the Ameri- 
Inc., the Fairchild 
and 


$750,000, including equipment. 
cas, operates 


Airplane Mfg. Co.., other air 


craft units. 


BIG SPRING, TEXAS.—T h e 
Texas & Pacific Railroad Co., Dal- 
las, Texas, will soon start work 
on a group of 13 one-story build 
ings at an engine terminal it is 
establishing at Spring. The 
buildings to be erected include an 
engine house, machine shop, forge 
shop, locomotive boiler and_ plate 
shop and power house. [. F. Mit- 
chell is the chief engineer. 


>: 
1g 


BROOKLYN, N.Y. 
contract has 
Polito Construction Co., 1601 
nue P, the 
plant 
298 


-General 
the 
Ave- 
construction of a 
Murcott & 
Union 
of files, rasps, and 
The project is expected 
$40,000, 


The architects are Til- 


been awarded to 
for 
one-story for 
Campbell, 
manufacturers 
so forth. 
to cost 
equipment. 
lion & Tillion, 415 Lexington Ave- 
nue, New York. 


Avenue, 


about including 


CAMAS, WASH.—Plans are in 


the hands of the Crown Willamette 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








Paper Co., 248 Battery Street, San 
l‘rancisco, for a new unit in Camas 
for the production of bleached pulp. 
This new unit is part of an expan- 
sion program at the plant, which is 
expected to cost more than $3,000,- 
000, including equipment. 


CHICAGO, ILL.—Plans have 
been filed by the Ajax Quilting Co. 
for a new mill, 100 by 125 feet in 
dimensions, two stories in height, at 
Kilbourne and Thirtieth streets. The 
project is expected to cost about 
$125,000, including equipment. The 
architect is Harry Glube, 360 North 
Michigan .\venue, Chicago. 


CHICAGO, ILL.—Plans are in 


the hands of the Barco Mfg. Co., 
1777 Winnemac Avenue, for a 
three-story plant addition, 50° by 
225 feet. The cost is estimated 
at $140,000, including equipment. 
The Bareo company manufactures 


railroad supplies and equipment. 


CLEVELAND, OHIO.—T h e 
contract for the construction 
boiler house has been awarded by 
the Champion Machine & Forging 
Co. \ 1000-horsepower boiler and 
auniliary equipment will be instal- 
led. The boiler house is said to 
be the first unit of a large addition 


of 2 


to the company’s plant. 


CLEVELAND, OHIO.— T h e 
Colonial Iron Works Co., 17643 St. 
Clair Avenue, is planning an addi- 
tion, to cost approximately $55,000, 
including equipment. The addition 
will be one-story, 100 by 150 feet. 


CORTLAND, N. Y.— The Aus- 
tin Co. has been awarded the gen- 
eral contract for the erection of a 
one-story addition by the Brewer- 
Tichenor Corporation, Cortland. 
The addition is expected to cost 
about $50,000, including equipment. 


The Brewer-Tichenor Corporation 
manufactures automobile equipment 
and accessories. 

DAYTON, OHIO.—Delco Prod- 
ucts Co. is planning a_ five-story 
factory unit, which will cost about 
$200,000, including equipment. This 
company manufactures isolated elec- 
tric lighting plants, electric lighting 
auto- 


and starting equipment for 


mobiles, and so forth. 


DETROIT, MICH.—Construc- 
tion of a $1,000,000 plant has 
been started by the Detroit Steel 
Products Co., on a site about two 
miles north of the present factory, 


on East Grand Boulevard. The 
company . will manufacture auto- 
mobile springs in the new _ fac- 
tory. ae 

DETROIT, MICH.—Wolverine 
30lt Co., 9660 French Road, is 
planning a one-story plant unit, 
which is expected to cost about 


$70,000, including equipment. D. B. 
Ireland is secretary-treasurer of the 
company. 

EL PASO, TEXAS.—Plans are 
in the hands of the Rio Grande 
Oil Co. for a new refinery to cost 
more than $500,000, including 
machinery. The company is located 
at 525 East Seventh Street, El 
Paso. The new refinery will adjoin 
the company’s present plant. 


FLUSHING, N. Y.— Arrange- 
ments are being made for the con- 
struction of an airport on a 280- 
acre site in Northvale and Rock- 
leigh boroughs, Bergen County, 
New Jersey, by the Thompson In- 
terstate Airways Corporation, which 
operates the Pioneer Aero Training 
School of Flushing. The airport 
will include hangars, repair shop, oil 
storage and other units, and con- 
struction will cost more than $500,- 
000, including equipment. 

K ok * 

(GULFPORT, 
tion on its 
pushed by 


MISS.-—Construc- 
new mill is being 
the Walcott-Campbell 


Spinning Co., and it is expected it 
will be equipped very soon. 


The 
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new unit consists of two stories 
and a basement, and is 100 by 415 








| 

feet in dimensions. The reported | SCHIEREN TANNED 
— of the total cost is $100,- | WATERPROOF 
000. 
oe | DUXBAK Leather BELTING | 

HIGH POINT. N. C—T h e| | THE MOST PLIABLE OAK-TANNED BELT 

> oe | 


Highland Cotton Mills, Inc., has wwe 
started work on a $50,000 addition. | 
The new structure will be 102 by 
172 feet in dimensions and _ will 


consist of one story and a base- | | What is a profit for eee 
| 


ment. 


HUNTING, W. VA.—The Kat- | 
ona Mining Co., 1241 Charleston | 
Avenue, which was recently organ- | 
ized by Samuel W. Perry, presi- 


if not to keep ? 


dent, and associates, is planning | P = 
construction of tipple, power house | ROFIT is the re- 
and other units, and the installation | sult of all your good works. You 
of mining equipment on coal prop- | a ci ° , 

erties acquired near East Lynn, | can’t afford to see it frittered a 


W. Va. It is reported that the 
entire project, including a one and 
one-half mile standard gage rail- 
road, will cost more than $125,000. 


* 


If the leather belt you sell doesn’t 
make good, you must. 


eck a On that basis alone there is no belt 
KANSAS CITY. MO. — The | 


Glasco Electric Co. is planning a | better to sell than Duxbak. It is 
one-story plant, 100 by 110 feet in | going to run straight and true on 


dimensions, to manufacture electri- | 
cal equipment. The plant is ex- 
pected to cost more than $40,000, 
including equipment. Victor J. De- | 
Foe, 114 West Tenth Street, is the 
architect. 


the pulleys. It is going to deliver 
every ounce of its rated power capa- 
city. And it is going to last as long 
— | or longer than your customer ex- 


KLAMATH FALLS, ORE.—A pects. 
new plant, 99 by 154 feet, will be | 
erected by the Spring Street Iron 
Works, to take the place of a 
building destroyed by fire recently. | 





Many Duxbak distributors are find- 

ing our belting sales promotion plan 

BAe oe, HN a splendid aid. Write for it, Your 
LEWISTON, ME.—Expansion is | | 


planned by the Androscoggin Mills | request incurs no obligation 
and the Hill Mfg. Co. Announce- 
ment has been made by Walter C. | 
Wyman, president of the Central 
Maine Power Co. and the New | 
England Public Service Co., which 
has acquired controlling interest in 
these mills, that $1,000,000 will be | 
spent to re-equip them. | | 





LONG ISLAND CITY, N. Y.— 
The general contract has _ been 
awarded to the Barney Ahlers Con- 
struction Co., 110 West Fortieth 
Street, New York, for the construc- 
tion of a one-story plant for the 
Dictograph Products Corporation, 
220 West Forty-second Street, New 
York, in Long Island City. | 


YW 42 FERRY STREET 
NEW YORK.US.A. 
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SALESMEN 


Be sure to read the 
article by E. Tedl- 
mayer “Making Cus- 
tomers — Not Imme- 
diate Sales—Is What 
Counts.” This article 
appears on page 43. 


MILL SUPPLIES 


The Magazine 
of Industrial 
Distribution 











ADLETS 


CLANCY “SURE GRIP” Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices, and 
distributors’ discounts.—J. R. CLANCY, INC., 
Syracuse, N. Y 








MARTIN PORTABLE VISE STAND and Pipe 
Bender — For cutting, 
threading and bending 
pipe. Portable, with 
no bolts, screws’ or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 414” pipe. 


My - 
MARTIN & SONS, 625 
E. 2nd St., Owensboro, Ky. 





PORTABLE WHITNEY LEVER METAL 
a _, PUNCHES — Widest 
ga _ known. Most universally 
used on market. Eight 
sizes and types. Over 
40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 
NEY MFG. CO., 636 Race St., Rockford, IIl. 








“AIR SPRING” 
AIR GREASE CUPS 


COMPRESSED 
Automatically 
maintain film of grease on bear- 
ings with greatest efficiency and 
utmost economy Four sizes, plain 
and polished steel. We also make 
the ‘“‘Shurflo’” wick feed oil cup. 
Folder on _ request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 














JOSLIN STEEL STAMPS AND DIES—Any de- 
sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. CO., 123 Arthur St., Manistee, Mich. 


“SMOKELESS” ASPHALT HEATERS, Lead 
Melting Furnaces, Portable Oil Burners, Paving 
Tool Heaters, Asphalt Spray Outfits, Weed 
Burners and Large Kerosene Torches. Over 
10,000 Aeroil Heaters in use. Send for Bulletin 
No. 70-M, giving prices and full information. 
AEROIL BURNER COMPANY, Inc., Chicago, 
Ill., and West New York, N. J. 


CLASSIFIED 
ADVERTISING 


POSITION WANTED 


Can offer twelve years’ experience as 
salesman and branch manager contact- 
ing with mill supply, railroad and in- 
dustrial trade of the Southern states. 
Best of references. Early change 
desired. Address No. 998, care of 
Mitt Suppvirs, 520 No. Michigan Ave., 
Chicago, IIl. 


An important announcement regarding 
the 1930 edition of the BUYERS 
GUIDE will be made during October. 
Every industrial distributor in the 
country will be interested in the plans 
for this valuable directory. 











FOR RENT 


{or sublease till 1931} 


CHOICE OFFICE SPACE IN CHICAGO 


Available immediately—-approximately 3,000 square feet of most 
desirable Loop office space in the central business district of the 
city of Chicago. Our present lease (made when rentals were much 
lower than they now are) does not expire until 1931 and we will 
rent or sublease the entire amount of space, or any part thereof, to 
responsible tenants at a great reduction. For complete information 


Write Box 1313 
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520 N. Michigan Ave., Chicago 
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MEMPHIS, TENN. — Plough, 
Inc., 121 South Third Street, is 
planning a five-story plant, to cost 
about $1,000,000, including equip- 
ment. The architects are Hanker 
& Cairns, Court Square Building. 

* * * 

MILWAUKEE, WIS.—T h e 
United Iron & Metal Co. is plan- 
ning a new office, plant and shop 
to cost about $40,000, including 
equipment. 

oe * * 

PHILADELPHIA, PA.—The 
general contract for construction of 
a two-story and basement mill unit 
at A and Courtland streets, Phila- 
delphia, has been awarded by the 
Modern Hosiery Mill, Philadelphia, 
to Albert Dunlap, Jenkinton Manor, 
Pa. The unit will be 50 by 70 feet 
in dimensions, of brick and _ steel 
construction, and, it is reported, will 
cost about $25,000, including equip- 
ment. 

* * * 

PROVIDENCE, R. I.—The gen- 
eral contract has been awarded to 
the Cruise Construction Co., Paw- 
tucket, R. I., for the construction 
of a one-story addition to the Prov- 
idence mill of the United States 
Rubber Co., Broadway and Fifty- 
eighth Street, New York. The ad- 
dition will be 100 by 300 feet in 
dimensions, and is expected to cost 
about $100,000, including equip- 
ment. 

* * * 

TULSA, OKLA.—Shaffer Spe- 
cialty Co., 113 South Denver Street, 
is planning a one-story machine 
shop, 50 by 100 feet, to cost about 
$28,000, including equipment, and 
has awarded the general contract to 
the Oklahoma Building and In- 
vestment Co., Boston Building. The 
Shaffer company manufactures 
mechanical equipment. 

* * * 

WICHITA FALLS, TEXAS. 
—Orient Petroleum, Harvey-Snider 
Building, a subsidiary of the Atlan- 
tic-Pacific & Gulf Oil Co., Kansas 
City, Mo., is planning extensions 
and improvements at its Wichita 
Falls oil refinery, to cost about 
$500,000. The program includes 
the installation of equipment for 
gasoline production. 

*-* « 

YORK, PA.—The Triumph Hos- 
iery Mills is planning a one-story 
brick and steel addition to its plant. 





SKINNER 
CHUCKS-—- 


Grip 
Quick 





LEADERSHIP 


It means a lot, Mr. Distributor, when your men can go out 
and say, “Our line of Skinner Chucks leads the field and are 
backed by more than 40 years of manufacturing experience.” 


True leadership cannot be bought with money. SKINNER 
has paid the price of leadership in making chucks through 
more than FORTY YEARS of pioneer work—nearly two 
generations spent in acquiring specialized knowledge, skill, 
and satisfied customers. 


Here Are Two Popular Models 


The 3-Jaw Chuck, shown on the left, 
is especially adapted for repetition 
work and general manufactur- 
ing. Its rigid construction 
and powerful grip make 

it suitable for heavy 
cuts, yet it is accu- 
rate enough for 
finishing op- 
erations. 













Universal “Geared Scroll’? 3-Jaw Chuck with two sets 
of jaws, Style No. 1 and No. 2 


The 4-Jaw Chuck at 
the right is also de- 
signed for general 
manufacturing but for 
a different class of 
work. This chuck will 
handle a large variety 
of work of much 
larger diameters and 
heavier than the chuck 
shown above. 





A 4Jaw Independent Chuck—Solid Reversible Jaws 
—Steel Bearings 





THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN U.S.A, 
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ET one of these famous Quick-As-Wink Tobin Bronze 
Hose Couplings and look over its amazing sales pos- 
sibilities! Outlasts the ordinary couplings four times. 
Can’t leak. Connected or disconnected in 30 seconds. 


Swivels freely at all times. Prolongs hose life. Can’t 


be put out of commission. Not affected by ice, snow or 


mud. We will mail you one on approval— 


C. B. HUNT & SON 
640 McKinley Avenue Salem, Ohio 
London Agent: Gaston E. Marbaix, Ltd. 














When you ask for a 
WALL Dreadnaught 
Blow Torch you se- 
cure maximum value 
—you get everything 
you can expect in a 
Torch — and more! 
Brazed steel connec- 
tions, self-cleaning 
burner, double-check 
valve, pistol-grip han- 
dle — features that 
offer service with 
safety! Write. 








P. WALL MFG. SUPPLY CO. 
3126 Preble Ave., N. S. 


NE ADN 


Since 1864 
Pittsburgh, Pa. 


AUCHT 


Service with Sakty 


DR 'sLow TORCHES 


AND FURNACES 














Or MAN can easily 


lift 2000 Ibs. with 

this general utility 

Write for hand winch. 
sizes and 
prices 


Worm 
gear reduction makes 
self - lock- 
ing and absolutely safe; 
load cannot drop. 


Stephens - Adamson Mfg. Co. 


121 Ridgeway, - AURORA, ILLINOIS 


mechanism 














MILL 
SUPPLIES 


Two Magazines 
in One 
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A Complete Service 


OW the exclusive medium to 

build sales for manufacturers 
of mill supplies through the dis- 
tributor. The newspaper of the 
distributor’s salesman, the man 
who actually places the equipment 
and supplies in the hands of the 
users. 


prs s ists thbi sss tstitthtttrhrerrrrereteerehrreeee*eer 
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Solve Your Customers’ 
Pumping Problems With 


TRAHERN PUMPS 


RES. U.S. PAT. of 


Below is a Fig. 1091B TRAHERN Direct 
Connected Rotary Pump used to circulate 
brine around tanks in ice manufacture. 

There's a TRAHERN Pump for every 
pumping purpose, whether for pumping wa- 
ter, milk, paint, alcohol, syrup, molasses, road 
oil, tarvia, brine, fuel oil or petroleum prod- 
ucts. 

This broad field for sales coupled with the 
long life, high efficiency and low price of 
TRAHERN Pumps makes it a profitable line 
for you to handle. 





Write For 
Catalog 54 


Geo. D. Roper 
Corp. 
Rockford, 
Il. 











Swartwout 
Steam Products 
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The Valve with the Reversible Disc& Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, 
close-grained nickel alloy 
—resists effectively the 
cutting, wearing action of 
high temperatures and 
pressures, that is one fac- 
tor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Reverso’s 


vitality as disc and seat are 
easily regrindable. 
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Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 1 


REVERSO :—Bronze body for 
200 lbs. pressure. Total tempera- 
ture 550 deg. F 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
No. 780 perature 450 deg. F 


THE D. T. WILLIAMS VALVE CoO. 
CINCINNATI, OHIO 


PS eee 


nts 
. 











If a purchaser of any 






Swartwout Steam Product 
is not entirely satisfied, 
he may return the equip- 
ment and will be refund- 
ed the total purchase 
price, plus all transpor- 


tation charges both ways. 
Ask for catalogue. 


‘THE SWARTWOUT CO. 


18511 Euclid Avenue, 
Cleveland, Ohio 

















Our Field men Help 
You Sell -HOLD HEET 


CATT a Ab 


GLUE POTS 





QUICK 
PROFITS 


and rapid turnover 


for YOU! 


Every furniture factory, nov- 
elty and specialty manutacturer 
in your territory is a live pros- 
pect . . . Our factory salesmen 
start your men making money 
on this profitable mill supply 
item . . . Attractive descriptive 
folders furnished free also make 
selling easy . . . Liberal profits 
and steady repeat business for 
you. 

RUSSELL ELECTRIC CO. 


368 W. Huron St. 
Chicago, Ill. 


A Dry Pot 


—no water jacket to boil 


dry—no_ evaporation—no 


cliance of overheating— 
KEEPS GLUE AT 150°, the 
proper temperature. 


















Write for 


lO Methvam Gut Mec s 
to Mill Supply Distributors 
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HROUGH our store, our 

salesmen, our catalogue, 
our telephone, and our de- 
livery service, we bring the 
world of industrial supplies 
direct to you. 


You may not have given 
much thought to the com- 
pleteness of our ability to 
serve you and other indus- 
tries of this section, because 
even the best servant in time 
becomes an accepted part of 
our daily routine. 


But with us every day is a 
day filled with service--- 


ROGRESSIVE 


uM 


buying, selling, delivering, 
advising---helping to keep 
industries going and our sec- 
tion prosperous. 


There is no need to wait for 
supplies when an organiza- 
tion like ours is at your serv- 
ice every business day of 
the year. 


ILL »UPPLY ~— O. 


Enterprise City, N. Y. 
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SELLING 
RAHMANN 


is just plain 
common sense 


RAHMANN LEATHER BELTING has an established 
reputation for quality and durability. It is made to with- 
stand the abuse of excessive heat, moisture, fumes or steam. 


Selling RAHMANN BELTING is a sure way of bringing 
in steady orders and increased profits. Dealers who sell 
RAHMANN BELTING know where the biggest profits are. 


Write today for our illustrated booklet giving complete in- 
formation on all our brands of belting. 


GEO. RAHMANN & CO. 


31 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. 
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(Note the Brass Ring) 


Made of refined malleable iron with brass seat inserted 


in place by powerful pressure so that it cannot become 
detached. 


Approved by Underwriters Laboratories 


ILLINOIS MALLEABLE IRON CO. 


CHICAGO, ILL. 


Manufacturers Full Line Iron Pipe Fittings 











Wire Brushes for every 


RRR ICRI, 
bh Heater or Boiler 


Sd 2% 
S ubscribers | * FLUE BRUSH: Boiler Tube Cleaners— 
, ; Sectional and House Heat- 








You can’t afford to miss a | ae ae 
single issue. Give us your = See Prices on thie economical 
new address if you have |, WORCESTER 


BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 


moved. 


























134 MILL 


SUPPLIES 








For Safety 
and 
Efficiency 

| Use 


Harris Seamless 
Copper Floats 


Made by a process developed through years of 
experience, combining the two essentials— 





Strength and Buoyancy 


Harris Floats are standard with scores of manu- 
facturers. Copper ball floats are carried in 
stock. 

Send us your orders. 





ARTHUR HARRIS & CO. | 


| Coppersmiths—Engineers—Brass Founders | 
210-218 N. Curtis St. Chicago, Ill. | 





DON’T WAIT 
for the 


SWITCH ENGINE 
Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


MALLEABLE CHAIN 
STEEL CHAIN 
SPROCKETS 


BELT CONVEYORS 
CHAIN CONVEYORS 
SPIRAL CONVEYORS 
BUCKET ELEVATORS GEARS 
ELEVATOR BUCKETS SKIP HOISTS 
POWER TRANSMITTING MACHINERY 


WELLER MFG. CO. 


1820 N. Kostner Ave. 
CHICAGO, ILL. 

















More Business 
Greater Profits 
Better Satisfied Customers 


Three conditions that naturally follow 
when you get your Trade interested in 








The words, ‘““Moore & White Patent,” 
on a Friction Clutch, means absolute 
satisfaction for the user, and the trade 
knows it. 


Are you taking advantage of this? 
not, let's get better acquainted. 





If 


The next time you have a call for a 
Friction Clutch, get a proposition from 
us. It will pay you. 


Ask for Free Catalog ‘‘C”’ 


The Moore & White Co. 


2 11-2741 North 15th St., Philadelphia, Pa., U.S. A. 





MOORE & WHITE FRICTION CLUTCHES | 





} 


| 
| 
| 


| wil | 
“Wy are some firms remembered 


| on orders, and others forgotten? 


When selecting firms to which orders 
go, buyers are identical. 

They remember the ones which have 
impressed them—and forget the ones 
which haven’t. 

It’s surprising to note how big a 
point a business card is when it comes 
to remembering. 

For the salesman’s cards that the 
buyers save must preach the gospel of 
quality, prestige, and fitness long after 
the salesman has departed. Doing this, 
they point to the firms most entitled to 
confidence and orders. 

Such is the reward of prestige! 


You will learn and 
profit by knowing 
what kind of busi- 
ness cards preserve 
prestige. A request 
| from you will bring 
samples. 





| The John B. Wiggins Company 








( Established 1857 ) 
1143 Fullerton Ave.. Chicago 


WIGGINS 
ook 0 


Peerless B rm 
CARDS 
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Successful 
Performance 
for 


and that is what you and your 
customers can rely on... . 
TAYLOR MADE CHAIN has 
the indorsement of the Asso- 
ciated General Contractors of 
America for meeting strict re- 
quirements and this wonderful 


more than 50 









chain fully protects you and 
builds good will. Right now is 
the time to stock up on TWIST 
LINK chain for anti-skid pur- 
poses, trucks, ete. Profitable 
winter business ahead. Write 
for catalog. 








S.G. TAYLOR CHAIN CO. 


P. O. BOX 117A HAMMOND, iND. 


TAYLOR MADE CHAIN 





























REG. U.S. PAT. OFF. 


BULLETIN K4 


A new catalog of 


FRICTION CLUTCHES 


just received from the printer 


' Bolts - Nuts - Washers 


WASHERS 


Twenty-six standard sizes car- 

ried in stock—from No. 3 ma- 

chine screw to | in. bolt size. 

Special sizes manufactured to 
order in quantities 





Write for copy—We would 
be pleased to send it to you 





A profitable line for dealers 





Tae 
H.M.Harper Company 
2622 Hetcher Street 


KINNEY MANUFACTURING COMPANY 


CHICAGO 3541 Washington St. BOSTON, MASS. 


NEW YORK 


ILLINOIS 
ST.LOUIS - LOS ANGELES 
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SHUR-GRIP 


FILE HANDLES 
Sell Them by the Dozen 





Patented July 12, 1921, No. 1,384,154 





Note how the hardened steel die cuts into the 

file tang, giving the same result as a nut being 

screwed onto a bolt. 
Many shops that use files buy Shur-Grip 
File Handles by the dozen, and larger in- 
dustrials buy them by the gross. They be- 
come a profitable specialty for any dealer 
who will introduce them. The principle 
is so simple, appealing and unique that 
every purchasing agent with an eye for 
economy will immediately place a trial 
order. Once sold the orders repeat auto- 
matically. 


Write for our Jobbers’ Proposition 


HYRO MFG. CO., INC., 205 Varick St., NEW YORK 


(Also Manufacturers of SHUR-GRIP Solder Iron Handle) 











What Distributors Should Know About 
“FRICTIONLESS” METAL 





On the market for over thirty years. 

Used throughout the mechanical world, in the 
bearings of every class of machinery. 

Made from highly refined metals, amalgamated 
under our special process. 

Lead base, toughened with tin and hardened 
with copper. 

Has a low coefficient of friction. 

Unexcelled for general railroad and machine 
shop use, and almost universal in its applica- 
tion. 


Stands high speeds and severe service. 
Carries our guarantee of satisfaction. 


Write for Distributors’ sample and terms 


frictionless Metal Company 


1458-60 Collins Street SAINT LOUIS, MO. 














ESTABLISHED 1874 CLEVELAND, OHIO 


SUPERIOR BRUSH SERVICE 














THE HEROLD BROTHERS CO. 
1104 W. Ninth St. CLEVELAND, 0. 











Tailored to fit the installation—Myers Self- 
Oiling Power Pumps meet depth, motive and 
volume specifications up to ten thousand gallons 
of water per hour. Engine or motor power, belt 
or chain drive, shallow or deep well service, open 
or pressure tank, direct or long distance discharge 
—complete units With motor or engine—separate 
units for any motor or engine—the selection is 
wide—the installation is simple—the operation is 
economical—the service is dependable and long 
lived. 

Catalog on request. 


THE F.E. MYERS & BRO. CO., Ashland, Ohio 


Pumps 





Water Systems 





Hay Tools —— Door Hangers 
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HIGH SPEED DRILLS 


Ol, ARE FOREMOST 
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Abs 
si Mm Like a tower stands out distinctive and well 
m even with the short time they have been on the 


t 
} 
shi remembered, the new), High Speed Drills, _ 
> | 5 us 
} 
market, have won identical recognition. 
| 














| im \! iti Drill users who require high speed drilling with 
4 uniformity of performance, less breakage, and 
I less grinding and at less cost per hole always re- q 
member that Drills give such service. 
Vj, t | The in actual red color, is stamped r/ 
i e ; - on each Drill. ALL SIZES. ft b 
= "5, aA 


Manufactured by 


THE STANDARD TOOL (0. 


NewYork Cleveland rear terst te) 











BARNES 


HIGH SPEED STEEL HACK SAW BLADES 








BEKOW INITIN 
imate PANPIEIR BUT LIEAY,S) 


| 
| 
| 
W. 0. BARNES CO., INC. | 


_ 
as sane 
am 


1297 Terminal Ave. DETROIT, MICH. 











— 


“V_B” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 
Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 











Chicago Wareh : 345 W. Austin Ave. Factories: Easton, Pa. 
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BUY ADVERTISED PRODUCTS 


S| A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Page 144 
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ABRASIVES 
Abrasive Company 
ANVILS 
Columbus _— & Forging Co. 


Yost Mfg. 

TE RONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 

ARBORS 

Morse Twist Drill & Machine Co. 

BABBITT METALS | 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co 

BARRELS, TUMBLING ‘ 

Royersford Foundry & Machine Co. 
BARROWS 

The Fairbanks Company 

BEARINGS, BALL AND ROLLER 

S K F Industries, Incorpora 

BEARINGS, BRONZE 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 

The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
Monarch Metal Compan 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. | 
Todge Manufacturing Corporation 
The Medart Company : 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 
BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co. 

Royersford Foundry & Machine Co. 
K F Industries, Incorporated 
BELT DRESSING 

E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., 
Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co. 
BELT FASTENERS 
The Bourne Fuller Co. 
The Bristol Company 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 
BELT LACINGS, = 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELT LACINGS, METALLIC 
The Bourne-Fuller Co. 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Medart Company 
T. B. Wood’s Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
Victor Balata & Textile Belting Co. 
BELTING, COMPOSITION 
Fabreeka Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Liamond Rubber Co., Inc. 
Fabreeka Belting Co. 

The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., 
Graton & Knight Co. 

The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile Belting Co. 
Whitehead Bros. Rubber Co. 


Inc. 


BELTING, COTTON, SOLID 
WOVEN 
Victor Balata & Textile Belting Co. 
BELTING, FABRIC 
Fabreeka Belting Co. 

BELTING, LEATHER 

Chas. Bond Co. 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, LINK 
Chas. A. Schieren Co. 
BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 

I. B. Williams & Sons 
BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 

Cincinnati Rubber Mfg. Co. 

The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

The Mechanical Rubber Co. 
Quaker City Rubber Co. 

The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 

BELTING, TRACTOR 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co. 

BELTING, THRESHER 
The Cincinnati Rubber Mfg. Co. 
The Mechanical Rubber Co 

BELTING, TWISTED 
Graton & Knight Co. 

Chas. A. Schieren Co. 

Victor Balata & Textile Belting Co. 
BELTING, “Vv” 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Chas. A. Schieren Co. 

BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Geo. Rahmann & Co. 

Chas. A. Schieren Co. 

Victor Balata & Textile Belting Co. 
I. B. Williams & Sons 

BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS’ 
Leiman Bros. 

BENCHES, STEEL 
Standard Pressed Steel Co. 

BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 
J. H. Williams & Co. 

BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 

BLADES, HACK SAW 
Armstrong-Blum Mfg. Co. 
Simonds Saw & Steel Co. 

BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 

BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Inc. 

T. B. Wood’s Sons Co. 

BLOCKS, TACKLE 
Wiliamsport Wire Rope Co. 

BLOWERS, FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 

BLOWERS, GAS AND OIL 

COMBUSTION 
Electric Blower Company 
Leiman Bros. 


BLOWERS, PORTABLE, 
ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
BLOWERS, SANDBLAST 
Leiman Bros. 
BOILER TUBES 
National Tube Company 
BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 
BOLTS, CARRIAGE 
The Bourne-Fuller Co. 
Clark Bros. Bolt Co. 
Foster Boit & Nut Mfg. Co. 
H. M. Harper Co 
Russell, Burdsall & Ward Bolt & 
ut Co. 
BOLTS, COACH OR LAG 
Clark Bros. Bolt Co. 
BOLTS, EYE, — RING AND 


Armstrong Bros. Tool Co. 
The Bourne-Fuller Co. 
Clark Bros. Bolt Co. 
H. M. Harper Co. 
J. H. Williams & Co. 
BOLTS, MACHINE 
The Bourne-Fuller Co. 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & 
Nut Co. 
BOLTS, SINK, STOVE AND 
PLOW 


The Bourne-Fuller Co. 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt 
& Nut Co. 
BOLTS, STUD 
Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
BRACES, TRENCH 
Templeton, Kenly & Co. 
BRACKETS, SCAFFOLD— 
LADDER 


Patent Scaffolding Co. 
BRACKETS, WALL 

Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
The Medart Company 
T. B. Wood’s Sons Co. 

BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 

BRASS GOODS, STEAM 

American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 

BRONZE ee AND 


American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. 
Co. 
Milwaukee Brush Co. 
The Osborn Manufacturing Co. 
BRUSHES, — FLOOR, 
ET 


The Herold Bros. Co. 


Indianapolis Brush & Broom Mfg. 


Co. 

Milwaukee Brush Co. 

The Osborn Manufacturing Co. 

Worcester Brush & Scraper Co. 
BRUSHES, PAINT AND 

VARNISH 

The Herold Bros. Co. 

Milwaukee Brush Co. 

The Osborn Manufacturing Co. 

BRUSHES, WIRE, FLUE, ETC. 

The Herold Bros. Co, 

Milwaukee Brush Co. 

The Osborn Manufacturing Co. 

Worcester Brush & Scraper Co. 
BRUSHES, WIRE WHEEL 

The Herold Bros. Co 

Milwaukee Brush Co. 

The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
UFFERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Keller Mech. Engineering Corp. 
rg Electric Mfg. Co. 
N. A. Strand & Co. 
BUFFING WHEELS 
Cc. B. Hunt & Son 
BURNERS, GASOLINE AND 
KEROSENE 
Aeroil Burner Co., Inc. (kerosene) 
BUSHINGS, BRONZE 
American Non-Gran Bronze Corp. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BUSHINGS, PNEUMATIC 


HAMM 
The Cleveland Wroscht Products Co. 
CANS, OILY — 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, ‘GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Stephens-Adamson Mfg. Co. 
Weller Mfg. Co. 
CARTS, PUSH 
The Fairbanks Company 
CASING, WELL 
National Tube Co. 
ASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Saginaw Stamping & Tool Co. 
CASTINGS, BRONZE 
Arthur Harris & Co. 
The Wm. Powell Co. 
CASTINGS, GRAY, MALLEABLE 
Illinois Malleable Iron Co. 
CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
CEMENT, CHROME 
General Refractories Co. 
CEMENT, HIGH TEMPERATURE 
General Refractories Co. 
CEMENT, LEATHER BELT 
Chicago Rawhide Mfg. Co. 
rraton & Knight Co. 
Geo. Rahmann & Co. 
Chas A. Schieren Co. 
I. B. Williams & Sons 
CEMENT, PIPE JOINT 
Joseph Dixon Sa Co. 


The Columbus McKinnon Chain Co. 
S. G. Taylor Chain Company 
CEMENT, SILICA 
General Refractories Co. 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 
CHARGING WAGONS 
The Fairbanks Co. 
CHISEL BLANKS 
The Cleveland Wrought Prod. Co. 
CHISELS, COLD 
American Swiss File & Tool Co. 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & Machine Co. 
Skinner Chuck Co. 
The Standard Tool Co. 
CHUCKS, LATHE 
Cushman Chuck Co. 
The Skinner Chuck Co. 
CHUCKS, PLANER 
The Skinner Chuck Co. 
CLAMPS, BAR 
Adjustable Clamp Co. 
CLAMPS, BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 
CLAMPS, “C” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
The Columbian Vise & Mfg. 
Graton & Knight Co. 

J. H. Williams & Co. 
CLAMPS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
CLAMPS, GIRDER 

Bond Foundry & Machine Co. 


Co. 
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THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine ‘‘Wrot’’ Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 























WOOD WORKING 
MACHINES 


We are constantly alert 
to any improvement that 
may make Crescent ma- 
chines more highly effi- 
cient and more economi- 
cal producers. 








Dealers and users can rely 
on Crescent quality bsing 
steadily maintained. 


a 


The CRESCENT MACHINE Co. 
96 COLUMBIA ST. LEETONIA, OHIO 

















A LINE 
IT PAYS 
TO HANDLE! 


Quick sales, satisfied custom- 
ers are won with the Dayton 
Safety Ladder—a profitable 
line to handle! Our policy 
includes 





1. Complete Protection for Dis- 
tributors. 


. Maintenance of price which 
gives a fair profit. 


. Sales Co-operation. 
4. Steady advertising. 


tw 


to 


Some good territory for distributors 
still open 


DAYTO 


Safety Ladder 


(Patented) 


The Dayton Safety Ladder Co. 


121-123 W. Third St. Cincinnati, O. 



















Ball 


Bearing 
Portable 


| gy y | j— Blower 


This “MARVEL” new MODEL No. 2 Portable 
Blower is designed for blowing dust and dirt out of 
WOODWORKING MACHINERY, MOTORS, GEN- 
ERATORS, SWITCH BOARDS, LOOMS, KNIT- 
TING and other TEXTILE MACHINERY. Has 
20 feet high grade cable. Perfectly balanced. Has 
TOGGLE SWITCH in handle, operated by thumb. 
Gives 20-in. water column pressure. 

Motor operates on “NORMA” BALL BEARINGS 
that REQUIRE NO OILING. 

Its frequent use reduces motor troubles and shut 
downs, as well as FIRE HAZARD. 

Order one ON 10 DAYS’ TRIAL, and have a sales- 
= DEMONSTRATE it to your motorized cus- 
omers. 


A larger size, MODEL No. 3, sells for $60.00. 
Made with UNIVERSAL motors (A.C. 
and D.C.) for both 110 volts and 220 volts. 
SHIPPING WEIGHT 18 lbs. Shipped on 
10 days’ trial, ANYWHERE. 
Write for Dealers’ Discount, men- 
tioning this advertisement. 
A complete Set of 


VACUUM CLEANER 
ATTACHMENTS 


for $10.00 additional 


614-lb. Air Cooled 
Baill Bearing Mo- 
tor $45.00 Net. 






Manufactured by 


Electric Blower Company 
352 Atlantic Ave., Boston 9, Mass., U.S. A. 
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CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLEANERS, FLUE 
Worcester Brush & Scraper Co. 
CLIPPERS, BOLT 
H. K. Porter, Inc. 
CLIPS, WIRE ROPE 
The Bourne-Fuller Co. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
COCKS, AIR AND DRAIN 
American Injector Co. 
Imperial Brass Mfg. Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator Co. 
Kieley & Mueller, Inc. 
COCKS, CORPORATION 
Grabler Mfg. Co. 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
Nason Manufacturing Company 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, RUBBER PACKED 
Arthur Harris & Co. 
COCKS, STEAM AND SERVICE 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
COCKS, STOP 
Grabler Mfg. Co. 
COILS AND BENDS, COPPER 
AND BRASS 


Arthur Harris & Co. 
COLLARS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
COLUMNS, WATER 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Wm. Powell Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Worthington Pump & Mach. Corp. 
CONTACTORS, BELT 
T. B. Wood’s Sons Co. 
CONTROLLERS, BOILER 
PRESSURE 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
CONVEYOR EQUIPMENT 
Saginaw Stamping & Tool Co. 
COPPERSMITHS 
Arthur Harris & Co. 
COTTER PIN EXTRACTORS 
American Swiss File & Tool Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Medart Company , 
ag Foundry & Machine Co. 
Wood’s Sons Co. 
: COUNTERSHAFTS, SMALL 
Birkle Machine Works 
N. A. Strand & Co. 
COUNTERSINKS 
American Swiss File & Tool Co. 
Cc non ego BELT 
Green, Tweed & C 
COUPLINGS, HOSE 
Cc. B. Hunt & Son 
COUPLINGS, PIPE 
National Tube Company 
The Wm. Powell Co. 
COUPLINGS, SHAFT 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Egg Medart vg my 
Wood’s Sons 
COUPLINGS, SMAFT: FRICTION 
CUT-OFF 


Dodge Mfg. Corporation 
The Edgemont Machine Co. 


Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 
COUPLINGS, UNION PIPE 
E. M. Dart Mfg. Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND POWER 
Chisholm-Moore Hoist Corp. 
CRANES, OVERHEAD, TRAVEL- 
ING AND JI 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
The Yale & Towne Mfg. Co. 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co. 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Hunter Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
CUTTERS, BOLT, WIRE, ETC. 
H. K. Porter, Inc. 
CUTTERS, EMERY WHEEL 
DRESSER 
The Vincent Steel Process Co. 
CUTTERS, GAGE GLASS 
Worcester Brush & Scraper Co. 
UTTERS, GLASS 
American Saw & Mfg. Co. 
CUTTERS, MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Inc. 
CUTTERS, PIPE 
Armstrong Mfg. Co. 
Armstrong Bros. Tool Co. 
Toledo Pipe Threading Machine Co. 
CUTTERS, ROD, HAND LEVER 
Armstrong-Blum Mfg. Co. 
DAMPER ACCESSORIES 
Hyro Manufacturing Co., Inc. 
DIAPHRAGMS 
Chas. A. Schieren Co. 
Whitehead Bros. Rubber Co. 
DIES, THREADING 
Armstrong Bros. Tool Co. 
Armstrong Mfg. " 
Morse Twist Drill & Machine Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
Jenkins Bros. 
The Wm. Powell Co. 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
DRAINERS, CELLAR, AUTO- 
MATIC 


Goulds Pump, Inc. 

DRESSERS, GRINDING WHEEL 

Scandinavian West. Imp. Co., Ltd. 

The Standard Tool Co. 

The Vincent Steel Process Co. 
DRILLING POSTS 

Armstrong Bros. Tool Co. 
DRILLS, ELECTRIC 

The Black & Decker Mfg. Co. 

The Hisey-Wolf Machine Co. 

Standard Electric Tool Co. 

Stow Manufacturing Co., Inc. 

Stanley Rule & Level Plant 

N. A. Strand & Co. 

DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 

DRILLS, RATCHET 
Armstrong Bros. Tool Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 

DRILLS, STONE 
American Swiss File & Tool Co. 

DRILLS, TWIST 
Cleveland Twist Drill Co. 

Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Inc. 

DRIVES, POWER 
The Toledo Pipe Thread. Mach. Co. 

DRUMS, CAST IRON 
The Medart Company 
T. B. Wood’s Sons Co. 

EJECTORS 

American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 

ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ELLS, UNION GROUND JOINT 
E. M. Dart Mfg. Co. 


ENGINE AND BOILER FITTINGS 
American Injector Co. 
The Wm. Powell Co. 

The D. T. Williams Valve Co. 
ENGINES, GAS AND OIL 
Worthington Pump & Machy. Corp. 
EXPELLERS, OIL AND 
MOISTURE 

The V. D. Anderson Co, 

EXTINGUISHERS, FIRE 

Geo. W. Diener Mfg. Co. 

FANS, VENTILATING, ELECTRIC 

The Champion Blower & Forge Co. 

Electric Blower Company 

Hartzell Propeller Co. 

Marathon Electric Mfg. Co. 
FAUCETS, BRASS 

Grabler Mfg. Co. 

FEED WATER SOFTENER AND 

PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVES, STEAM 

HEATING BOILER 

Nason Manufuacturing Co. 


Ss 
American Swiss File & Tool Co. 
Delta File Works 
Grobet File Corporation of America 
Scandinavian West. Imp. Co., Ltd. 
Simonds Saw & Steel Co. 
FIRE EXTINGUISHERS, 
Geo. W. Diener Mfg. Co. 
— PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. 
FITTINGS, CHAIN 
. G. Taylor Chain Company 
FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Steckham Pipe & Fittings Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber 
Illinois Malleable Iron Co. 
The Mechanical Rubber Co. 
H. B. Sherman Mfg. Co. 
FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
Walworth Company 
FITTINGS, PIPE, 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Imperial Brass Mfg. Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Stockham Pipe & ay gg Co. 
Henry Vogt Machine Co. 
FLANGES, — JOINT 
E. M. Dart Mfg. Co. 
FLEXIBLE SHAFT EQUIPMENT 
Keller Mechanical Engineer. Corp. 
N. A. Strand & Co. 
FLOATS, ALUMINUM, LEAD 
COATED AND STEEL 
Arthur Harris & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Medart Company 
ge Foundry & Machine Co. 
¥. ee s Sons Co. 
LUX, ALUMINUM 
Arthur poe & Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood’s Sons Co. 
FORGES, BLACKSMITH AND 
RIVET 


Co. 


BRASS 


Champion Blower & Forge Co. 
FRAMES, HACK SAW 
E. C. Atkins & Co. 
The Henry G. Thompson & Son Co. 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
, ood’s Sons Co. 
FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co. 
FURNACES, LEAD MELTING 
Aeroil Burner Co., Inc. 
FURNACES, SOLDERING 
Geo. W. Diener Mfg. Co. 
Scandinavian West. Imp. Co. 
P. Wall Mfg. Supply Co. 
Yost Manufacturing Co. 
GAGES, IRON, AMMONIA AND 
CHEMICAL 
Nason Manufacturing Co. 


GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The DD. F. barr — Co. 
GASK 
The Cincinnati Robbe Mfg. Co. 
Graton & Knight Co. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Chas. A. Schieren Co. 
GEARS 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. ; 
Chicago Rawhide Mfg. Co. 
Dodge Sr meg moeatenn Corporation 
The Medart Compa: 
GENERATORS, ACETYLENE 
The Imperial Brass Mfg. Co. 
GLASSES, GAGE 
Jenkins Bros. 
GOVERNORS, PUMP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
GRAPHITE FOR ALL PURPOSES 
Joseph Lixon Crucible Co. 
GREASE, LUBRICATING 
Bond Foundry & Machine Co. 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
The Champion Blower & Forge Co. 
Chicago Pulley & Shafting Co. 
The Hisey-Wolf Machine Co. 
Keller Mechanical Engineer. Corp. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
GRINDERS, DISC 
The Crescent Machine Co. 
The Hisey-Wolf Machine Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
N. A. Strand & Co. 
GRINDERS, VALVE 
The Black & Lecker Mfg. Co. 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford er & Machine Co. 


Green, Tweed & Co. 

Stanley Rule & Level Plant 
HAND SCREWS 

Adjustable Clamp Co. 

HANDLES, ——— SOLDER 


Hyro Mfg. Co., Inc 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated. 
T. B. Wood’s Sons % 
HANGERS, DOOR 
F. E. — & Bro. Co. 
ANGERS, PIPE 
Grabler Mie. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
NGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Lodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
—— Pressed — Co. 
. Wood’s Sons Co. 
HEADS, EXHAUST 
Kieley & Mueller, Inc. 
The Swartwout Company 
HEATERS, CONCRETE AND 
ASP ~~~ 


ine Eevee Co., 
TERS, CONDUCTION, 
ELECTRI 
Russell Electric Co. 
HEATERS, FEED WATER 
Arthur Harris & Co. 

The Swartwout Company 
Worthington Pump & Machy. Corp. 
HEATERS, GLUE, ELECTRIC 

The Black & Decker Mfg. Co. 

Nason Manufacturing Company ‘ 
Russell Electric Co. i 
HEATERS, — STEAM AND ; 


Nason Manufacturing Company 
HEATERS, IMMERSION, q 
ECTRIC 


E 
Russell Electric Co, 
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Steel filings made by 
non-Delta 12-inch flat 
bastard. Enlargement 
10 dias. 


Steel filings made by Delta 
12-inch flat bastard. En- 
largement 10 dias. 





DELTA 


The Duplex File Testing 
Machine tests two files at 
once under standard condi- 
tions of pressure, stroke and 
speed, that closely duplicate 
hand filing. Test bars are 1x1 
inch steel or cast iron, alike for 
both files. Pressure is re- 
lieved on back stroke. Filings 
fall into pans hung from bal- 


Life History of Two Files «sects 


UST as the hardness of a gear may be At 8,434 strokes the favorite quit. It 
laboratory-tested, so the quality of files had scored 11.6 ozs.; the Delta, 18 ozs. 
is shown by the Duplex File Testing Ma- 


: As the Delta was still cutting, it was kept 
chine. It runs two files at once, at pressure, 


i going till it failed at 13,592 total strokes. It 
speed and stroke that duplicate average hand had then removed 25.1 ozs. 
ing. i filings proves the 
ig Tae ee a ee attliad We developed the Duplex File Testing Machine 
ce. to prove whether Delta superiority, as shown by 
: bench trials, would be confirmed under rigid 
A shop superintendent tested two files, 


scientific test. The result has established Deltas 


one a Delta, the other his favorite brand: more securely than before. Tested in our own 


both 14-in. flat bastards. The test bar was eg Ag by users, they have won over all 
1x1 in. 100-pt. tool steel, cut in half. Pres- ; 
sure, 35 Ibs., relieved on back stroke. Stroke, You can compare your present files with Deltas 


by a bench test taking only a few minutes. Ask the 


6 in.; speed, 55 strokes per min. Delta dealer in your neighborhood, or write us. 


This advertisement appeared in the American ‘Machinist of July 18 


DELTA Fite WorxKS 
BRIDESBURG PHILADELPHIA 


~ 
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HEATERS, SPACE, ELECTRIC 
Russell Electric Co. 

HEATERS, | gee 
Burner Co., 

HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 
CHAIN HOIST TROLLEYS 
Saginaw Stamping & Tool Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
Stephens-Adamson Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, HAND 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co. 
HOLDERS, BAG 
Weller Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bourne-Fuller Co. 
The Bristol Company 
Clipper Belt Lacer Co. 
Flexible Steel Lacing Co. 
Geo. Rahmann & Co. 
HOOKS, CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
J. H. Williams & Co. 
HORSES, MASONS’ 
Patent Scaffolding 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co. 
Penberthy nary Co. 
The Wm. Powell Co 
IRONS, BRANDING 
Patent Scaffolding Co. 
JACKS, HYDRAULIC 
Blackhawk Mfg. Co. 
JACKS, LADDER 
The Cleveland Wrought Prod. Co. 
JACKS, LIFTING 
Templeton, Kenly &, Co. 
JACKS, PLANER 
Armstrong Bros. Tool ’ 
JACKS, SCREW 
Templeton, Kenly & Co. 

JOINTERS, WOODWORKING 
The Crescent Machine 
J. D. Wallace & Co. 

JOINTS, EXPANSION, COPPER 
Arthur Harris ‘ 
KETTLES, COPPER 
Arthur Harris & Co. 
KNIVES, MACHINE 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co 
Patent Scaffolding Co. 
LADDERS, STEP—-STRAIGHT— 
EXTENSION 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BENCH 
The Champion Blower & Forge Co. 
LATHES, BUFFING AND 
POLISHING 
Brown & Sharpe Mfg. Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, LABORATORY, 
ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, WOODWORKING 
The Crescent Machine Company 
J. D. Wallace & Co. 
LEATHER SPECIALTIES 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 


Aeroil 


Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
LEVELS 
Stanley Rule & Level Plant 
LIGHTS, “REELITE” 
Appleton Electric Co. 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER 
BEARING 


Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 

American Injector Co. 

Petroit Lubricator Co. 

The Wm. Powell Co. 

The D. T. Williams Valve Co. 
MACHINE TOOLS 

Brown & Sharpe Mfg. Co. 

The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 

Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co., Inc. 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
MACHINERY, ICE AND REFRIG- 
ERATION 
Henry Vogt Machine Co. 
MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
The Crescent Machine Co. 
J. D. Wallace & Co. 
MACHINES, GRINDING AND 
POLISHING 
Bond Foundry & Machine Co. 
Brawn & Sharpe Mfg. Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineer. Corp. 
Royersford Foundry & Machine Co. 
N. A. Strand & Co. 
MACHINES HACK SAW 
Armstrong-Blum Mfg. Co. 
E. C. Atkins & Co. 
The Champion Blower & Forge Co. 
The Henry G. Thompson & Son Co. 
MACHINES, METAL BAND SAW 
Armstrong-Blum Mfg. Co. 
MACHINES, PIPE CUTTING 
AND THREADING 
Armstrong Mfg. Co. 

The Champion Blower & Forge Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND 
SHEARING 

Armstrong-Blum Mfg. Co. 
Royersford Foundry & Machine Co. 
MALLETS AND HAMMERS, 
RAWHIDE 

Chicago Rawhide Mfg. Co. 
MANDRELS 
The Champion Blower & Forge Co. 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
MECHANICS’ HAND TOOLS AND 
KNURLS 


American Swiss File & Tool Co. 

MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 

METAL, BEARING 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 

The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 

METERS, WATER AND OIL 
Worthington Pump & Mach. Corp. 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 

I. B. Williams & Sons 

MOLDED GOODS 
The Republic Rubber Co. 
MONORAIL SWITCHES AND 

TURNTABLES 

The Yale & Towne Mfg. Co. 
MORTISERS 

The Crescent Machine Co. 

Wappat Gear Works, Inc. 


MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Medart Company 
T. B. Wood’s Sons Co. 
NAIL SETS 
American Swiss File & Tool Co. 
NUTS, COLD PUNCHED, 
SQUARE AND HEXAGON 
Clark Bros. Bolt Co. 
NUTS, LOCK 


The Cleveland Wrought Prod. Co. 
N 


UTS, MACHINE SCREW 
The Bourne-Fuller Co. 
Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. _M. Harper Co. 

NUTS, WING 

The Bourne-Fuller Co. 
Clark Bros. Bolt Co. 


The Cleveland Wrought Prod. Co. 


OIL GAUGES 
Penberthy Injector Co. 
OIL WELL ACCESSORIES 
The Wm. Powell Co. 
OILERS, HAND 
P. Wall Mfg. Supply Co. 
OILERS, PULLEY 
Standard Pressed Steel Co. 
OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wra. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & — Co., Ine. 
Greene, Tweed & C 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
Whitehead Bros. Rubber Co. 
IT. B. Williams & Sons 
PACKING, PISTON 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & _ Co., Ine. 
Greene, Tweed & C 
Linear Packing & Tebber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 


Boston Woven Hose & Rubber Co. 


The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros. 

Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 

The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
PACKING, VALVE STEM 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 

Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 

The Republic Rubber Co. 
PADLOCKS 
The Yale & Towne Mfg. Co. 
PAINT SPRAYERS 
Curtis Pneumatic Machinery Co. 
Electric Sprayit Co., Inc. 
PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 

Merritt Products Co. 

PANS, VACUUM 

Arthur Harris & Co. 

PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co. 

Flexible Steel Lacing Co. 


PINS OR PLUGS, DRIFT 
The Cleveland Wrought Prod. Co. 
PINS, TAPER 
Morse Twist Drill & Machine Co. 
PIPE, STEEL 

National Tube Co. 

PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 

Toledo Pipe Threading Machine Co. 

PLANERS, WOODWORKING 
The Crescent Machine Co. 

J. D. Wallace & Co. 
PLANES, HAND, ELECTRIC 
Wappat Gear Works, Inc. 

PLATES, FLOOR & CEILING 

Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PLUMB BOBS 
American Swiss File & Tool Co. 
POLISHING GRAIN 
Abrasive Company 
POLISHING MACHINES, 
ELECTRIC 


The Hisey-Wolf Machine Co. 
POLISHING MACHINES, 
PORTABLE 
Keller Mechanical Engineer. Corp. 
PORTABLE MACHINE EQUIP- 
MENT 


The Osborn Manufacturing Co. 
POTS, GLUE, AUTOMATIC 
ELECTRIC 

Russell Electric Co. 

POWER TRANSMISSION 

APPLIANCES 

American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
bg Mfg. Co. 

Wood’s Sons Co. 
oo DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PROTECTORS, ELECTRIC LAMP 

Flexible Steel Lacing Co. 
PROTECTORS, GAGE GLASS 
Nason Manufacturing Company 
PULLEYS, BALL BEARING 
Chicago Pulley & Shafting Go. 
S K F Industries, Incorporated 
T. B. Wood’s Sons 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bend Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
Weller Mfg. Co. 
T. B. Wood’s Sons Co. 
PULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood’s Sons Co. 
PULLEYS, CORK INSERT 
American Pulley Co. 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co 
B. Wood’s Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Chieago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
Kinney Manufacturing Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 
PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood’s Sons Co. 
PULLEYS, LOOSE 
American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
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Tanners of 


Mechanical Leathers 





Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 


and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 
0 SZ hj CSS... 


THE CHICAGO RAWHIDE MFG. CO. 


1285 Elston Avenue, CHICAGO 


109 Broad St., New York 209 Broad St., 


Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., 


Detroit 











CHASE 


products sell fastest 





Style 35 Warehouse 
truck with roller 
bearing wheels 

Here’s the largest line of industrial 

ears and factory trucks. Fits in with 

your business exactly and helps you 

open new accounts. Profits are long 

and stock moves fast. We also manu- 

facture portable track, switches and 

turntables. Let us send you sales helps 

and tell you how we can work more 

profitably together. Write today. 


Chase Foundry & Mfg. Co. 
Columbus, Ohio 
FA CTORY & WAREHOUSE 
TRUCKS AND TRAILERS 
—S ee ae ee 








“VINCENT” the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG—WRITE US 


THE VINCENT STEEL PROCESS CO. 


Incorporated in 1909 


2519 Bellevue Avenue 
DETROIT, MICH. 


Chicago Office 


New York Office 
25 S. Jefferson St. 


41 Murray St. 

















COCHECO 
LEATHER BELTING 


Always the first choice of engi- 
neers who know that it pays to 
buy the best in belting—and that 
is Cocheco. 


I. B. Williams & Sons 
Dover, N. -H. 
DETROIT 


DAYTON 
PHILADELPHIA 


CHICAGO 


GREENVILLE 
NEW YORK N 


BOSTON 





pimp acks 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal _. 


m plex Lever Jacks, 
ee Pushers 
and Trench Braces 
have been famous 

for Years. 


Templeton, Kenly & Co. 


ST.1a99 


Chicago. IiL., U.S.A. 











New! Workace Radial Saw 


A new directly connected motor 
driven overhead saw. Cuts any 
angle; cross cuts; rips. Dados, 
tenons, routs, bores, sands, anything. 
The handiest tool yet devised for the 
carpenter, mill, maintenance depart- 
ment, lumber yard, shipping room, 
ete. 
FASTEST SELLING WOODWORK- 
ING MACHINE TODAY— 
ATTRACTIVE DEALER 
PROPOSITION 


Made and Guaranteed by 


J. D. WALLACE & CO. 
2801 Wilcox St. Chicago, Ill. 







$140. 


(Stand $25) 
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The Medart Company 


The Ohio Valley Pulley Works, Inc. 


Reeves Pulley Co. 

S K F Industries, Incorporated 

T. B. Wood’s Sons Co. 
PULLEYS, MOTOR 

American Pulley Company 

Birkle Machine Works 

Dodge Manufacturing Corporation 

The Medart Company 

The Ohio Valley Pulley Works, 

Reeves Pulley Co. 

eg Mfg. Co. 

T. B. Wood’s Sons Co. 
PULLEYS, PAPER 

Birkle Machine Works 


The Ohio Valley Pulley Works, Inc. 


Rockwood Mfg. Co. 
PULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 
The Medart Company 
S K F Industries, Incorporated 
PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER 
CONE 


Dodge Manufacturing 
The Medart Company 


Corporation 


The Ohio Valley Pulley Works, Inc. 


Reeves Pulley Co. 
T. B. Wood’s Sons Co. 
PULLEYS, WOOD 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio 
Reeves Pulley Co. 
PUMP JACKS 
Goulds Pumps, Inc. 
. E. Myers & Bro. Co. 
3e0. D. Roper Corp. 
PUMPS, AIR 
Leiman Bros. 
PUMPS, CENTRIFUGAL 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 


Worthington Pump & Mach. Corp. 


PUMPS, DEEP WELL 
Goulds Pumps, Inc. 
PUMPS, DIAPHRAGM 
Goulds Pumps, Inc. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
E. Myers & Bro. Co. 
Geo. D. Roper Corp. 
Worthington Pump & Mach. 
PUMPS, GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 


Worthington Pump & Mach. Corp. 


PUMPS, HAND AND POWER 
Goulds Pumps, Ine. 
E. Myers & Bro. Co. 
Geo. D. Roper Corp. 
PUMPS, JET 
American Injector Co. 
Geo. D. Roper Corp. 


PUMPS, MINE 


Goulds Pumps, Ine. 

F. E. Myers & Bro. Co. 

Geo. D. Roper Corp. 

Worthington Pump & Mach. Corp. 
PUMPS, OIL 

Detroit Lubricator Co. 

Goulds Pumps, Inc. 

Kinney Mfg. Co. 

Leiman Bros. 

Geo. D. Roper Corp. 

Worthington Pump & Mach. Corp. 


PUMPS, ROTARY 


Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Geo. D. Roper Corp. 


Worthington Pump & Mach. Corp. 


PUMPS, SUMP, AUTOMATIC 


Goulds Pumps, Inc. 
The Penberthy Injector Co. 
Geo. D. Roper Corp. 


Worthington Pump & Mach. 
PUMPS, TANK 

Goulds, Pumps, Inc. 

F. E. Myers & Bro. Co. 

Geo. D. Roper Corp. 


Worthington Pump & Mach. Corp. 


PUNCHES AND DIES 
American Swiss File & Tool Co. 


The Champion Blower & Forge Co. 
Royersford Foundry & Machine Co. 


Stanley Rule & Level Plant 


PUNCHES, METAL, LEVER 
Armstrong-Blum Mfg. Co. 


ay Mfg. Co., Inc. 
W. A. Whitney Mfg. Co. 
RASPS 


Delta File Works 
Scandinavian West. Imp. Co., 
RATCHETS 


Armstrong Bros. Tool Co. 


Inc. 


Valley Pulley Works, Inc. 


Corp. 


Corp. 


Ltd. 


REAMERS 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool .— 
Whitman & Barnes, ic. 
REELS, ELECTRIC CABLE 
Appleton Electric Co. 
REFRACTORIES, FURNACE 
General Refractories Co. 
REGULATORS, BOILER FEED 
LINE 


Kieley & Mueller, Inc. 

Mason Regulator Co. 
REGULATORS, DAMPER 
HYDRAULIC 

Kieley & Mueller, Inc. 

Mason Regulator Co. 
REGULATORS, ENGINE 
BLOWING 

Kieley & Mueller, Inc. 
Mason Regulator Co. 
REGULATORS, PRESSURE 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
REGULATORS, STEAM FAN 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
RESEATERS, BIBB 
M. B. Skinner Co. 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 
RIVET SETS 
American Swiss File & Tool Co. 
RIVETS 
The Bourne-Fuller Co. 
Russell, Burdsall & Ward 
Nut Co. 

ROPE DRIVES 
Dodge Manufacturing Corporation 
The Medart Company 
T. B. Wood’s Sons Co. 

ROPE, WIRE 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Jenkins Bros. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
RULES 
Brown & Sharpe Mfg. Co. 
Stanley Rule & Level Plant 
SAFETY THREAD MATERIALS 
Abrasive Company 
SALAMANDERS 
Geo. W. Diener Mfg. Co. 
SAND BLAST OUTFITS 
Leiman Bros. 

SAWS, BAND 
American Saw & Mfg. Co. 
Armstrong-Blum Mfg. Co. 
E. C. Atkins & Co. 

W. O. Barnes Co., Ine. 
The Champion Blower & Forge Co. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
J. D. Wallace & Co. 
SAWS, CIRCULAR 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
J. D. Wallace & Co. 
SAWS, COPING 
W. O. Barnes Co., Inc. 
SAWS, HACK (Blades) 

American Saw & Mfg. Co. 
Arion Steel Co. 
Armstrong-Blum Mfg. Co. 
E. C. Atkins & Co. 
W. O. Barnes Co., Inc. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 

SAWS, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 

SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 

SAWS, SWING, CUT-OFF 
E. C. Atkins & Co. 

The Crescent Machine Co. 
SCAFFOLDING, PORTABLE, 
SAFETY SWINGING 

Patent Scaffolding Co. 
SCALES 
The Fairbanks Company 
SCRAPERS, BEARING 
American Swiss File & Tool Co. 
SCRAPERS, DRAG AND FRESNO 
The Fairbanks Co. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 


Bolt & 


(Metal) 


SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
SCREWDRIVERS, RATCHET 
American Swiss File & Tool Co. 
SCREW PLATES 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
The Bourne-Fuller Co. 
The Bristol Company 
Clark Bros. Bolt Co. 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
SCREWS, MACHINE, BRASS AND 
IRON 


Economy Screw Corporation 
H. M. Harper Co. 
SCREWS, MINING 
The Strong, Carlisle & Hammond Co. 
SCREWS, SAFETY SET 
The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
REWS, THUMB 
Economy Screw Corporation 
J. H. Williams & Co. 
SEPARATORS, OIL AND STEAM 
Kieley & Mueller, Inc. 
The Strong, Carlisle & Hammond Co. 
The Swartwout Company 
The D. T. Williams Valve Co. 
SETS OR SNAPS, RIVET 
The Cleveland Wrought Prod. Co. 
SHAFTING, FLEXIBLE 
N. A. Strand & Co. 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
SHAPERS, WOODWORKING 
The Crescent Machine Co. 
SHEARS, METAL CUTTING, 
HAND LEVER 
Armstrong-Blum Mfg. Co. 
SHEARS, WIRE AND BOLT 
CUTTING 
The Champion Blower & Forge Co. 
H. K. Porter, Inc. 
SHEAVES, MANILA AND WIRE 
ROPE 


The Medart Company 
T. B. Wood’s Sons Co. 
SHOVELS, HAND 
Ames Shovel & Tool Co. 
SLEEVES, DREDGING 
Whitehead Bros. Rubber Co. 
SLEEVES AND SOCKETS, DRILL 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
SNOW MELTERS 
Aeroil Burner Co., Inc. 
SOLDER, BAR AND WIRE 
Frictionless Metal Company 
SOLDER, SELF-FLUXING 
Kester Solder Co. 
SPADES AND SCOOPS 
Ames Shovel & Tool Co. 
SPEED TRANSFORMERS 
Reeves Pulley Co. 
SPROCKETS 
The Medart Company 
A. L. Schultz & Son 
The Webster Mfg. Co. 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEEL 
The Cleveland Wrought Prod. Co. 
STANDS, DRILL 
Stanley Rule & Level Plant 
STANDS, FLOOR 
Bond Foundry & Machine Co. 
STANDS, TOOL 
Pollard Bros. Mfg. Co., Inc. 
STANDS, VISE, PORTABLE 
J. H. Williams & Co. 

STEELS, PAVING BREAKER 
The Cleveland Wrought Prod. Co. 
STOCKS & DIES 
Armstrong Bros. Tool Co. 

Armstrong Mfg. Co. 

Morse Twist Drill & Machine Co. 
Toledo Pipe Threading Machine Co. 
STOOLS, STEEL 

Pollard — Mfg. Co. 
TOPS, ENGINE 


The we. oe & Hammond Co. 


RAINERS 
American cater Co. 
Kieley & Mueller, Inc. 
Kinney Mfg. Co. 


Mason Regulator Company 


The Strong, Carlisle & Hammond Co. 


The Swartwout Company 


STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 
I. B. Williams & Sons 
STUDS, MILLED 
Cleveland Wrought Products Co. 
SWAGES, UPSET 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
ABLES, STEAM 
Nason ee a Company 
BLES, STEEL 
Mfg. Co. 
KS, COPPER 
Arthur Harris & Co. 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
TAPE, RUBBER 
Boston Woven Hose & Rubber Co. 
TAPS 


Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
TEES, UNION GROUND JOINT 
E. M. Dart Mfg. Co. 

TOOL BOXES, STEEL 
Pollard Bros. Mfg. Co., Inc. 

TOOLS, BORING 

Armstrong Bros. eo Co. 
J. H. Williams & C 

TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brown & Sharpe Mfg. Co. 
Delta File Works 
Grobet File Corporation of America 
Morse Twist Drill & Machine Co. 
H. K. Porter, Inc. 
Scandinavian West. Imp. Co., Ltd. 
Stanley Rule & Level Plant 
Whitman & Barnes, Inc. 
J. H. Williams & Co. 

TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & = Works 
J. H. Williams & C 

TOOLS, PLUMBERS’ AND 

STEAMFITTERS’ 
Armstrong Bros. Tool Co. 
The Armstrong Manufacturing Co. 
Bonney Forge & Tool Works 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 

TOOLS, SAW 

E. C. Atkins & Co. 
Simonds Saw & Steel Co. 

TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co. 

M. B. Skinner Co. 
TOOLS AND EQUIPMENT 
Ames Shovel & Tool Co. 
TORCHES, BLOW 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Imp. Co. 
P. Wall Mfg. Supply Co. 
TORCHES, THAWING 
Aeroil Burner Co., Inc. 
TORCHES, WELDING AND 
CUTTING 


The Imperial Brass Mfg. Co. 

TRACK SYSTEMS, OVERHEAD 

Chisholm-Moore Hoist Corp. 

The Yale & Towne Mfg. Co. 
TRACTORS, INDUSTRIAL 

The Yale & Towne Mfg. Co. 
TRAILERS, INDUSTRIAL 

Chase Foundry & Mfg. Co. 

The Yale & Towne Mfg. Co. 
TRANSMISSION, VARIABLE 

SPEED 


The Moore & White Co. 
Reeves Pulley Co. 
Stephens-Adamson Mfg. Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
TRAPS, RADIATOR 
The Strong, Carlisle & Hammond Co. 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
The Swartwout Company 
D. T. Williams Valve Co. 
TRAPS, VACUUM 
Kieley & Mueller, Inc. 

The Strong, Carlisle & Hammond Co. 
TRESTLES, SAFETY, 
EXTENSION 

Patent ees Co. 

OLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Saginaw Stamping & Tool Co. 
The Yale & Towne Mfg. Co. 


Pollard Bios 
TAN 
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ROLLER 
Oxy-Acetylene BEARING 
Welding and Cutting Equipment | HANGERS 


lubricated with 


Torches, Regulators, Outfits | 











ai Rollerine are best 
. oe | and cheapest. 
Automatic Acetylene Generators | 
Weite fer Comolete Catales | Royersford Fdry. & Mch. Co. 
Royersford, Pa. 
IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., CHICAGO | 
| 























—) m_ | |SWACO 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit— 
331s% on Selling Price 


Every user of coal in carload lots is a prospective 
purchaser. 


SAFETY WRENCH & APPLIANCE CO. 


Springfield, Massachusetts 


MOTOR PULLEYS | | RS®8** swiss es 


PAPER AND IRON 






PORTABLE FLEXIBLE 
SHAFT MACHINES 

for Grinding — Polishing — 

Drilling — Buffing — Rotary 

Filing—Screw Driving — Nut 

Setting 
and hundreds of other use- 
ful operations. Several Sizes. 
Manufactured by 
N. A. STRAND & CO. 


Chicago M6—!, H. P. Capacity 














‘i If you want to be assured of faster cutting and 
Prompt shipments are made from more accuracy, use Grobet Swiss Files. For over 
our large stock of Paper and a hundred years these Swiss Files have given unex- 
I M Pull Flexibl celled service. They are superior in all respects 
ron otor ulleys, Siexibie and have earned their recognition over a long period 
Motor Couplings and Adjustable of successful years. 

Motor Rails. Let us fill your Send for Catalog B. 





motor requirements. 


TELEPHONES 


MONROE ‘Bink1e Macsine“Works 





Grobet File Corporation 
of America 
New York City 








NOT INC &— 


456 N. Union Ave., Chicago 


| —_SCHULIZ— 
FRICTION CLUTCHES 


7054 























Repeat Sales Bring 
Repeat Profits 
What is perhaps the biggest ad- 


vantage in handling HISEY Elec- 
tric Tools, is that they give real 

















ee. CE OF netsyou a handsome profit: Once 
sheaves and gears; Cut-Off Couplings pn Ta geet as 
and Friction Clutch Pulleys. Special wom ee. Eg gama of 
Clutches for any unusual service. 31 years ELECTRIC Sold thru. Authorized 
clutch experience. Ask for catalogue. DRILLS aaa a ae 
ALSCHULIZ & SON. GRINDERS The Hisey-Wolf Machine Co. 
1675 ELSTON AVE. Chicagolll, 





BUFFERS Cincinnati, Ohio 








POWER TRANSMISSION APPLIANCES 
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TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co. 
Saginaw Stamping & Tool Co. 
Standard Pressed Steel Co. 
TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBE COUPLINGS 
Imperial Brass Mfg. Co. 
UBES, BOILER 
National Tube Company 
TUBING RUBBER 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
TUBING, SEAMLESS STEEL 
National Tube Company 
TURNBUCKLES 
Brownie Mfg. Co. 
H. M. Harper Co. 
UNIONS, BRASS AND IRON 
E. M. Dart Mfg. Co. 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
VACUUM PANS 
Harris & Co. 
VALVE LEATHERS 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
VALVE UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, 
Arthur Harris & Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
Nason Manufacturing Co. 
VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Imperial Brass Mfg. Co. 
Jenkins Bros. 
The Parker Appliance Co. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, EMERGENCY 


Arthur 


FLOAT 


The Strong, Carlisle & Hammond Co. 


VALVES, FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE, ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powelb Co. 
The Strong, Carlisle & Hammond Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, NEEDLE 
Jenkins Bros. 
VALVES, NON-RETURN 
Kieley & Mueller, Inc. 
lhe Wm. Powell Co. 
The Strong, Carlisle & Hammond Co. 
VALVES, POP, SAFETY, RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
Walworth Company 
VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VISES, BENCH, WITH CLAMP 
Bonney Forge & Tool Works 


The Columbian Vise & Mfg. Co. 

VISES, DRILL PRESS 
Armstrong Bros. Tool Co 
Charles Parker Co. 

The Skinner Chuck Co. 
Yost Manufacturing Co. 

VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
The Champion Blower & Forge Co. 
Columbian Vise & Mfg. Co. 
Charles Parker Co. 

Simplex Tool Co. 
Walworth Company 
Yost Manufacturing Co. 

VISES, PATTERN MAKERS’ 
The Columbian Vise & Mfg. Co. 
Charles Parker Co. 

Yost Manufacturing Co. 

VISES, PIPE 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 

Columbian Vise & Mfg. Co. 
Charles Parker Co. 

Simplex Tool Co. 

Toledo Pipe Threading Machine Co. 
Walworth Company 

J. H. Williams & Co. 

Yost Manufacturing Co. 

VISES, WOODWORKERS’ 
Columbian Vise & Mfg. Co. 
Charles Parker Co. 

Simplex Tool Co. 

Yost Manufacturing Co. 
WASHERS, AUTO 

The F. E. Myers & Bro. Co. 
WASHERS, BRASS 

Economy Screw Corporation 

WASHERS, BRASS, BRONZE, 

COPPER, STEEL, CAST IRON 

The Cleveland Wrought Prod. Co. 

H. M. Harper Co, 

WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 

WASHERS, RUBBER 


Boston Woven Hose & Rubber Co. 


The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
WATER FEEDERS 

Kieley & Mueller, Inc. 

WATER LEVEL CONTROL 
The Bristol Company 


Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
WATER SYSTEMS 
Goulds Pumps, Inc. 
The F. E. Myers & B Co. 
WATER SYSTEMS—SHALLOW 
AND DEEP WELL 
Geo. D. Roper Corp 
WELDING AND CUTTING 
EQUIPMENT 
The Imperial Brass Mfg. Co. 
WHEELBARROWS 
The Fairbanks Company 
WHEELS, GRINDING 
Abrasive Company 
E. C. Atkins a Co. 
WINCHES 
A. L. Schultz & Son 
Stephens-Adamson Mfg. Co. 
WIRE ROPE 
Williamsport Wire Rope Co. 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
J. D. Wallace & Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER CAR 
Advance Car Mover Co. 
Safety Wrench & Appliance Co. 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
Blackhawk Manufacturing Co. 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, SOCKET 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Blackhawk Mfg. Co. 
Bonney Forge & Tool Works 
Safety Wrench & Appliance Co. 
J. H. Williams & Co. 
WRENCHES, SPECIAL PURPOSE 
Bonney Forge & Tool Works 








Knife 





Pillar 





Square 


Pippin 





The “Buy-Word” for Quality 
. . » American Swiss 


For over 30 years, discriminating mechan- 


Modern 





Warding 


ity steel and 


Kak 


AMERICAN SWISS 


files of precision 


... also manufacturers of quality knurls 
and high grade mechanics’ hand tools. 


ics have been selecting American Swiss Files 
of Precision by trade-mark. They have come 
to associate quality, service and long life with 
the name “AMERICAN SWISS.” 


scientific heat treating methods in- 
sure uniformity of hardness which, with qual- 
skilled workmanship, 
American Swiss Files of Precision capable of 
the severest kind of uses. 


makes 


Valuable file handbook sent upon request. 


American Swiss File and Tool Co. 


410-416 Trumbull St. Elizabeth, N. J. 


2400 different 
sizes, shapes 
and cuts of 
American Swiss 
Precision Files 
te cheose from. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











SKINNER Clamps 
Stop Leaks 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings be- 
ing built in the United States today. 
The same may be said of all railroads, 
bridge builders, “— makers, tank 
builders, etc. The No. 401 Forge has 
not only been adopted by this class of 
trade in the United States, but also 
throughout the entire world. 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 55 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 








Specify the Genuine—No Substitute Equals the Original 


The Genuine 


” —— MARK 


or 3ensen” 


‘Ssratore 


Hand Screws may be iden- 
tified by the registered 
trade mark stamped on 
every jaw. Without that 
mark they are not “JOR- 
GENSEN” Peerless. 





19: Stee e Distributors--We have a 
hdiectalile on proposition for you. Ask 
Non-Adjustable es. 


ADJUSTABLE CLAMP CO., 413 N. Ashland Ave., Chicago, Il. 


ECONOMY \THUMB SCREWS 


The new “Economy” Thumb Screw is similar 
to a round head machine screw, threaded up to 
the head. The steel key is forced into the slot of 
the screw under pressure and can’t loosen. The 
result is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work with 
old style cast and malleable thumb screws. 





No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 





THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding 
tools, preparing metal surfaces for 
welding, and for countless other uses 
in machine shops, garages, repair 
shops, service stations, blacksmith 
shops and wherever men work in 
metals. 

Our specialization in the produc- 
tion of small, high grade motors 
makes our prices 25 to 50 per cent 
below the average. Your best in- 
vestment of the year will be the pur- 
ehase of a Marathon Grinder and 
Buffer. Write for Bulletin. 


We fully —— vith mill 
supply houses. 
MARATHON ELECTRIC 
MFG. CO. 

50 Island St., Wausau, Wis. 

















EXPERIENCED 
ENGINEERS 

approve the design of Davis 

Pressure Control Equipment. 


Fifty years and more on the 
market gives this line of auto- 
matic valves wide acceptance. 


Leading~ distributors find it 
profitable to recommend and 
sell Davis Valves. 


G. M. DAVIS REGULATOR Co. 
408 Milwaukee Avenue Chicago, Il. 











Mid/-Gray 





GUARANTEED 
to contain 
no Rosin 





Not a Single Consumer 
is on Our Books 


That means that our distribution is 
100% through the supply trade. We 
have found from many years’ experi- 
ence the way to create business for 
our distributors. The plan will work 
as well for you as it has for others. 
WIZARD Belt Dressing is an oil com- 
pound that preserves belts and gives 
them a soft, clinging surface. Half- 
pound bars. List, $3.00 a dozen. 





Smith-CourtneyCo., 
Richmond, Va., sold 
over $2,000.00 worth 
of WIZARDS in 1928. 








Ask for the selling plan 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 















Jobbers! 
Write us for 





BROWNIE N22 


catalog. 


MADE RIGHT PRICED RIGHT 
CLAM PS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Dur- 
able, will stand a powerful strain. 
BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 
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«id kp hain Pisa eae Gree Gln eS 38-39 
Q 
Quaker City Rubber Company..... 98 
R 
Rahmamn:, Geo... & Co.......0060.006% 133 
MeCves, FPOUCy COi.c n.d scssiawass 150 
Renublie Rubber Co..<..6s6sec200s 
Richmond Belt Dressing Mfg. Co...147 
Roper, Geo. B.,. COED: « cccscciscwe's 
Royersford Foundry & Machine 
i Pala a sostcte rebates oi siaacar ta crerecoerecia 
Russell, Burdsall & Ward Bolt & 
Nut Co Rate cererer ite: waver ato avaiare-akouakatouers 16 
Russell Mlectric Ce... ...:5i60:06 500 sews 131 
Ss 
Safety Wrench & Appliance Co.....145 
Schieren, Charles A., Co........... 127 
semutz, A. E.. & GOR... 6 sicacccaes 145 
Simonds Saw and Steel Co......... 65 
eee TOO! Go i6cics. csc csaescces TT 
SKF Industries, Incorporated...... 6 
Skinner Chuck Company.......... = 
Tes cal i: J 37 See a eee 147 
Standard Electrical Tool Co., The. .102 
Standard Pressed Steel Co......... 91 
Standard Tool Co., The. .......<06 137 
Stanley Rule & Level Plant........ 7 
Stephens-Adamson Mfg. Co........ 130 
Stockham Pipe & Fittings Co...... 75 
Strand, N. A., Lt SE een eee 145 
Strong, Carlisle & Hammond Co... 23 
Swartwout Co,, THE. ..6..0csceceee :131 
¥ 
Taylor, S.. G., Chait Co......... 135 
Templeton, Kenly & Co............ 143 
Thompson & Son Co., Henry G.....122 
Toledo Pipe Threading Machine 
ee Rasta eiks a ow iviev alos eee 5 
"PURRE? DPASS. CO... occ ic bee ccnewee 150 


Vv 
Victor Balata & a Belting Co..137 


Victor Saw Works, Inc............ 36 
Vincent Steel aap Co., The....143 
Vogt, Henry, Machine Co.......... 116 
W 
Wall, P., Miz. Supply Co........... 130 
Wansee. J. 0, @ CO... is cccciccccns 143 
Walworth Company. ...........0000¢ 2 
Wappat Gear Works, Inc.......... 124 
Weer TEES Cok. bciiiec ceive secien 134 
Whitehead Bros. Rubber Co....... 81 
Wigoms, Jonn By, C0... <.6cccseee 134 
Williams, D. T., Valve Co., The....131 
Wilttams, I. &.,. & Sons:........20.<% 143 
Witivoms.. d.. F.,. © Ce... ..o:5:60cccasee 120 
Williamsport Wire Rope Co........ 35 
Wood's. FT. B., Sone Coin css cececceces 8 
Worcester Brush & Scraper Co.....133 
Worthington Pump & Machinery 
CORPORAIOR occ sictsclowiae se tesies 31 
¥ 
Yale & Towne Mfg. Co., The... .67-69 


Yost Manufacturing Company. . esas 82 
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A 24-inch pacemaker on the 
main drive of the Anness Hol- 
low Tile & Clay Company, 
Woodbridge, New Jersey, that 
has traveled 25,000 miles and 
has not even been tightened. 








PACEMAKER BELTING 


A profit maker that excels in service 
Many jobbers are making satisfied customers 
with Pacemaker installations. 


Let us discuss our distributor arrange- 
ment with you. 
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You Wouldn’t Tolerate 
| “‘Half-Hearted”’ 
| Workmen! | 


\ 





At Last — 
A Time Saving Blotorch 


Just think—this new No. 35 Turner Blotorch 
is practically self-generating. Regardless of how 
severe the weather may be, all that is necessary 
is to apply a match and in one-fifth of the 
time required to generate an ordinary blow 
torch the No. 35 is ready to use. There is no 
smoke or yellow flame. 

Such performance distinguishes the No. 35 
Turner. It has no drip cup. It has, however, 
the exclusive Turner development of an_ in- 


If you were a manufacturer, you wouldn’t 
tolerate workmen who were “half-hearted” 
| in their work, who loafed around on the 
job, and who were slip-shod in their 
| methods. 








Neither should you tolerate “half-hearted” 
| equipment. Take pulleys, for example—no 
| progressive industrial plant should have - 
pulleys that SLIP—they waste power and 

money. They loaf on the job, because 
ternal carburetor and a generator. This gener- they don’t deliver the power that the belt 
ator, when turned on and lighted, immediately 
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delivers an intense heat to the undervein. < | gives them. 
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Factories, Electric Light and Power Companies, | REEVES Wood Split Pulleys cannot slip 
Telephone Companies, Re- | like cast iron or steel. They GRIP the 
pair Shops of all kinds need belt, and they keep everlastingly on the 
the new and improved Turner ‘ - 
No. 35, particularly during job. They are lighter, stronger, run truer, 
the winter. They will find and are less expensive to buy and to run. 
it a mechanically _ perfect 
tool, “fearlessly guaranteed” 
by a manufacturer who has 
had over half a century ex- 
perience, making and devel- 
oping liquid fuel devices. 


What kind of pulleys do you sell? 
i] REEVES Pulleys have been big money- 
makers for distributors since 1887. Write 
or wire today for our liberal sales proposi- 
tion. 





was ~ maga If your house is not now 
otorc . + ° 
ee ap handling the Turner line, 
ly priced number in send the attached coupon 
the Turner line. for prices and further in- 
Mechanically per- 
fect. It also is 
fearlessly guaran- 
teed and is safe as 
a candle. 
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formation. 






| Reeves Pulley Company 
| Established 1887 


Columbus, Indiana 
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REEVES : 





Wood Split Pulley 


line. Send for it and find out 


UR catalog M-33 gives 
O full information about 
why hundreds of dealers and 
thousands of users have found 


the construction of 
that REEVES Pulleys are the 


| 

| 

| 

| 

| 

| 

| 

| 

every pulley in the REEVES 

| 

& y | 

& . finest they can buy at any | 
SYCAMORE _ 
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ELL your customers to install 
ARGUTO Oilless Bearings and forget 
them. 22, 25, 29 years and still older service records without 
oil or any attention whatsoever are reported for ARGUTO. 


You may have to sell the first ARGUTO, the others will 


be re-orders. 


ARGUTO OILLESS BEARING CO. 
Wayne Junction Philadelphia 

















Compare a Ferry Prod- 
uct with any other. Let 
a sample convince you. 




















—. cen 
vican Industry 


Stren eth —to guard against 
failure even under maximum 
overload. 


Preciston—to insure proper and uni- 
form “‘fit’’, and save time in assembly. 


Finish—to eliminate the rough spots 


which give the appearance of indifferent 
manufacture. 


Service—that supplies cap screws, set screws, 
Acorn Nuts and screw machine products when 
7 they are needed to meet fast production schedules. 


'  That’s the Ferry Creed—the reason why industry is 
turning to Ferry Process Screws with confidence in 
both quality and Service. 


THE FERRY CAP AND SET SCREW CO. 
Cleveland, Ohio 
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PROCESS SCREWS 




















